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UNIVERSAL Bread Makers 
4 sizes, 2 to 10 loaves 


UNIVERSAL a ) UNIVERSAL 
Food Choppers , 


png! 


Coffee Percolators 


$3.25 and a rl | 


{UNI ALRSAL | 











MERICAN housewives are the first line of defence in conserving the 

nation’s food supply. UNIVERSAL Bread Makers, Food Choppers 
and Coffee Percolators are the weapons in the war against waste. 

Feature the idea of UNIVERSAL service in the home by pushing— 


UNIVERSAL UNIVERSAL UNIVERSAL 
FOOD CHOPPER BREAD MAKER COFFEE PERCOLATOR 


Saves Food Saves Flour Saves Coffee 


Demonstrate these three bie aids to better housekeeping 
and you'll win the trade you want. 


LANDERS, FRARY & CLARK New Britain, Conn. 


as of Contents, Page 37 Index to Advertisers, Page 108 
Situation and Help Wanted and Business Opportunities, Pages 106-107 
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Y Why leading 
cars use I[hermoid 
Brake Lining 


Realizing the importance of good brake lining, leading car 
and axle manufacturers select for their cars and axles the 
brake lining that won’t grab or slip—Thermoid Brake Lining. 


Some of the cars that use Thermoid Brake Lining are: 


Pierce-Arrow White Cole Kline Kar Gersix Truck 
Peerles Auburn Lexington-Howard National Republic Truck 
VMarmon Service Truck Rauch ® Lan; Bessemer Truck Fulton Truck 
Hayne Metz Atlas Truck Sayers ® Scovil Columbia Truck 
Studebaker Autocar King Pilot Denby Truck 
/ Briscoe Stephens Sun Bethlehem Truck 
Appersor Pathfinder Patterson Empire Union Truck 
re Hudson Superior Truck Moon Hudford Unit 
halme Cadillac Davis Ames Moreland Truck 
Denmo Truck Lippar 1-Stewart Truck 


Some of the axles that use Thermoid Brake Lining are: 


Timken- Detroit Columbia Peru Sheldon Torbensen 
Russel Empire Hess Celfor American 


Specify Thermoid 


When you reline your brakes, specify the brake lining the experts 
specify—Thermoid. Jobbers, garages and dealers will be glad to 
supply you. When you buy _a new car, insist that the brake lining be 


Thermoid. 
Thermoid Rubber Company 


Factory and Main Offices: TRENTON, N. J. 





Branches 
New York Chicago San Francis indianapolis Detroit Los Angele Philadelphia 
Pittsburgh Boston London Paris 


100% BRAKE. LINING 





Makers of ‘‘Thermoid Tires’’ and ‘‘ Thermoid Garden Hose’’ 


MTU Monn. 
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Is It Your Fault Or Ours? 


If you feel that your stock of Winchester .22 rifles 


and ammunition is not moving as rapidly as it should, let us go 
into the matter together and see where the trouble lies. 


If your sales are not increasing, the fault must be 


either with you or with us. We feel confident of this, as every- © 


one else that has taken advantage of our advertising and received 
the booklets, targets, hangers, featuring the gold plated and silver 
plated medals has reported a big increase in sales. 


Whether you failed to ask for the advertising outfit. 


or we failed to send it—either way—we are both losing business. 


From all over the country our salesmen are send- 
ing in enthusiastic reports of increased sales by their customers 
of .22 rifles and ammunition. We want you to get the same 
benefits that others are receiving. 


Once his enthusiasm has been aroused, you can’t 
beat the American boy for persistency. It won’t be necessary 
for you to urge your young customers to interest themselves in 
your stock of guns. The boy will make the sale for you. 
He knows the conditions of our rifle contest by heart and he is 
doing all in his power to gain Dad’s consent for a gun. And 
in most cases, the American father of today is willing and.anxious 
for his son to learn how to shoot. 


Again we urge you, if you have not already 


done so, to write for a complete oie ertising outfit and a supply of 


special targets for our Winchester Junior Rifle Corps contest. 
Be ready with all the facts in hand the next time a small boy 
comes into your store, and he will make the sale himself. 


WINCHESTER 


REPEATING ARMS CO. NEW HAVEN, CONN. 
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THE GENUINE WALWORTH STILLSON WRENCH 


THE 


UNDISPUTED WORLD'S CHAMPION 


a 


THE 
PARMELEE BRASS 
PIPE WRENCH 


PERFECT FOR 
BRASS PIPE AND 
COIL WORK 


THE WALWORTH CRAFTSMAN 


WALCO ADJUSTABLE HEX WRENCH 


FOR 


HANDLING HEXS WITHOUT DAMAGE 


Gi. ,7— OO 


WALWORTH MAKES THEM ALL 


WALWORTH MFG. CO. 


BOSTON 


New York Branch: Chicago Branch: | 
19-21 Cliff St. 218-220 No. Desplaines St. | 
| 














August 30, 1917 HARDWARE AGE 


Quality Tells 


It is said that what a man does determines his 





‘tmetal.”"” What a wrench does determines the 
quality of its materials. 


The ten solid whole parts that comprise the Coes 
Knife Handle Wrench have shown their metal and 
proved the kind of materials this wrench is made of. 


In the Coes Wrench there is nothing to hide—we 





are glad to show the insides—the hidden construction. 


Simple—only 10 parts as mentioned—all solid. 


The HANDLE itself is a cast, semi-steel frame, with 
hardwood sides firmly secured at both ends by inser- 
tion under the metal and then riveted up securely 
under pressure. Its shape affords the hand a good 
grip. The SCREW is the best of steel, hardened and 
in one piece. (Imitations are in two and sometimes 
three parts.) The JAW is a semi-steel casting, prop- 
erly hardened. The BAR is made from special steel 
and also fully hardened. All parts are interchangeable. 


Coupled with the Coes unvary- 
ing quality and back of its rigid 


construction is an experience of 76 ; 
10 Solid 


ears in makin 
y g screw wrenches Whole Parts Only 


and making them right. 


Why sell wrenches of doubtful 
quality when the quality of the old, 
reliable Coes has built up a demand 
for over ONE MILLION of these 
QUALITY WRENCHES a year? 





Coes Wrench Company 


Worcester Mass. 


AGENTS: 


J.C. McCarty & Co., 29 Murray St., New York 
John H. Graham, 113 Chambers St., New York 
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The Stewart Handy Worker 


FOR THE FARM, SHOP, GARAGE AND HOME 


The ee 
Six-In-One 
Weight: 
Tool S5 pounds net 
100 pounds 
_— alee a . , 





Comprises a_ two- boxed. 

speed drill press, y 

grinding outfit, ‘ . 
powerful vise and ‘ . Price: 
pipe vise, heavy . Complete with 
anvil, metal cutter j all tools, grind- 
and a sturdy three- . ing wheel and 
speed machine with - = attach ments 
clamp spindle for shown. 
attaching and oper- 

ating emery wheels, . ee 

scratch brushes, $ .00 
buffing wheels, etc 


f. o. b. 

















GRINDING ~ POWERFUL VISE 


Tool and knife sharpening; axe, scythe and sickle grind- Vise jaws are 4 inches wide and faced with steel. They 
ing; grinding necessary be ee and farin implement open up to 4% inches and are operated by hand wheel. 
repairing, etc. 





PIPE VISE 


Square shank drills fit into a socket in upper spindle. Work The all-steel pipe vise is of special design and very 
is fed to the drill by turning hand wheel as illustrated. strong. 


The Stewart Handy Worker is one of the most useful and best selling 
devices we have ever placed on the market. The field for its sale is almost unlimited 
and dealers that stock and display the Handy Worker are well repaid in profits. 


Chicago Flexible Shaft Company 


606 North La Salle Street, Chicago, U. S. A. New York Branch: 16 and 18 Reade St. 
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“There’s a big demand 
for machinists’ tools 

in general and 

B & S Tools 

in 

particular” 








THE MACHINIST 


must be accurate, no matter how much he is rushed. 
More and faster production is the demand in machine 
shops everywhere, but accuracy must not be sacrificed for 

speed. How does the machinist increase production and still 
work to close limits? By using handy, reliable precision tools. 


That’s why 


BROWN & SHARPE TOOLS 


are the choice of so many machinists, toolmakers 
and manufacturers throughout the world. 


Ee Se 
Bas 


Add to your profits by helping to supply this demand in your 
vicinity. Make yourself thoroughly familiar with the entire line 
of Brown & Sharpe Tools. 


Send for Catalog 27 Today 


BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. 1. U.S. A. 


A stock of our tools is carried at our Chicago Office and Store, 626-630 Washington Blvd., Chicago, Ill. 
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The Imprint of 
File Quality — 


Shrewd merchants find it wise to feature the 
NICHOLSON imprint at the very commence- 
ment of the sale. 





They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and selling 


expense. 


The NICHOLSON trade mark stands for over 


fifty years of specialized experience; stands for 


a guarantee of shape, cut, quality and temper; 
for maximum ser- 

vice and positive 

file satisfaction. 


Have you read our book- 
let File Filosophy? If not, 
byall means getit at once. 


Nicholson File Co. 


Providence, R.1.,U.S. A. 


OF WeTTAnNOn 
MEMOCR OF 
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Are YOU Putting the 
Hardware Into This House? 


With the building activities as 
great as they are and new resi- 
dences springing up in all sections 
of the country, this is the time for 
you to stock Sargent Hardware. 


Seize the opportunities in your 
locality to show the complete Sar- 
gent line to the architects when 
they are making the plans and to 
owners and builders when the 
building is started. 


The character of the hardware 
makes the house. 


Sargent Hardware is unequaled 
for service and design. 


As long as the building 
stands Sargent Hardware 
will continue to give sat- 
isfaction. 





S 
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Sargent & Company — FX 
Manufacturers % rf af 
New Haven, Conn. New Yor’ ; aa yf 
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Trimo 
Pipe 
| Wrench 
ARE 
Famous For Their 


SUPERIOR 
QUALITY 


nnpos 


Their 
Strength, Durability 


and Economy 


Have Made Them 


World-Renowned 


ae i ie ee 58 


Made By 


Trimont Mfg. Company | Trimo 


55-71 Amory Street Pipe 
ROXBURY (BOSTON), MASS. Cutter 





Send for Catalog No. 133 
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Stanley “Forty-five” Plane 


This tool has long been popular with 
Carpenters, Joiners, Cabinet Makers, Pat- 
tern Makers and other artisans interested 
in woodworking of any description. 


Combining as it does SEVEN TOOLS 


in a compact and practical form, occasions 
its use on many a job. 


Display it with its cutters in your window 
and see that your tool-using customers 


receive our | 2-page “FORTY-FIVE” book- 
let describing the tool in detail. 


Sales are sure to result 


STANLEY Rute & LEveEt Ca. 
New Britain, Conn. U.S.A. 
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How about the 
“ Handy man about the house”? 


Almost every home can use and really needs tools of some 
kind, and this is a field which many dealers neglect to cultivate. 
But in many of these homes are potential amateur mechanics 
who would, if assisted and encouraged, develop into regular 
purchasers of not only a variety of tools, but also other hard- 
ware. Almost every man has some mechanical ability, and we 
all like to see the results of our own skill. All that lots of 


them need is a start. Cultivate this field. 


Encourage the ‘““home-mechanic”’ in your newspaper adver- 
tising and window displays. Show good samples of home- 
made cabinet work. Suggest it in various ways that your local 
conditions offer and you will have opened up a field of large 


possibilities. 


Sell them only high grade tools. Enquire what kind of 
work they intend doing and give them the particular style suit- 
able for that work. Many a customer has been lost because 
a clerk was not sufficiently interested in the customer's needs. 
For instance. no better saw is made than the DISSTON, but a 
6 point hand saw is not suitable for cabinet work in hard wood. 
The amateur is consequently discouraged at the outset. See that 
he has the right quality and type of tools at the start and his 
enthusiasm will bring him back to add to his kit and equip- 


ment as his skill and requirements expand. 


A fine foundation is a set of 


DISSTON SAWS 


Other Disston tools are of the same high standard 


Henry Disston & Sons, Inc. 
Philadelphia, U. S. A. 
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pee Your Business Against Losses 

















atte be si 20 neweR Cees xinTs 


Aaa th. TPR al iim Rents ae 


ss geen cf rae Pure 
ae Re cu A a ay 











Seseseees| Wy” searoanes thee - 
wees 56005 8 ae 001% So 
Sebeeeoe if Be FD Semeemeed EE WI NOE 
ae) OE 


| peer Ge 66 Gel PA 
‘lee rata 8 80 06) lee 66 6 jay 


6 Ges 6a 666 PCD Ore | saad FFF | te oh (88 ou i 
ait OBE BE NOD | eeneerrsisis | BS BBC) | re aed Gee Be C x 











- — 4 
asnos) i = fe || —_— BAKERY t \ t oven DRUGS NOTIONS 





Merchants—put your store on a 
profitable war footing 





Install our labor-saving devices without delay. 
They will help you to meet war-time conditions. 


They will enable you to give quick 
service with new clerks hired to replace 
those gone to the front. 


They will tell, you without delay 
whether your new clerks are good 
clerks. 


They will help your new clerks to 
do their work quickly, accurately, and 
well. 


They will pues new clerks from 
temptation an help them to start right. 


bs will save work by cutting out 
all bookkeeping of customers’ accounts. 


See our up-to-date electric National 
Cash _— and the new N. C. R. 


Credit File. 


They will stop your losses and in- 
crease your profits—make you more 
money. ' 


Install this complete system at once and seiile for 
it in small monthly payments out of what it saves 


THE NATIONAL CASH REGISTER COMPANY, DAYTON, OHIO 


aes 
, e 





Dept.141, National Cash Register Company, Dayton, Ohio 


Please send me full particulars of your latest modeb 
cash register and the new N. C. R. credit file. 


Name 





a P 
» 
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They Lost 


their Heads- 


August 30, 1917 


oe 


Because They Were Not 
Grand Crossing Rivets 


Grand Crossing rivets keep their heads— 
they can be relied on in times of stress. 


How do we build such good quality into 


them? 


First. 
STEEL PLANT. 


Naturally, our effort, throughout 
the process of making this Rivet Steel 
for ourselves, is to produce a metal 
that is tougher than ordinary, coupled 
with a high tensile strength. 


And, obviously, it is to our advan- 
tage to see to it that the highest pos- 
sible degree of uniformity is main- 
tained. 

Second. By employing expert rivet 
makers of long experience, and 


equipping our plant with the most 
modern rivet heading machines. 


Grand Crossing Rivets are the best 


By making our own 


Rivet Steel in OUR OWN 


rivets that can be made—regardless 
of price. They have high shearing re- 
sistance, high tensile strength and 
“do not lose their heads in emer- 
gencies.” 

Made in various shapes and fin- 
ishes, and in sizes up to ™% inch, for 
different requirements. Black, gal- 
vanized, tinned and copper plated 
rivets, wheel rivets, barrel rivets, 
copper rivets, hame rivets, trunk 
rivets, belt rivets and many other 
kinds. But wherever used, they are 
a big factor of safety, worth many 
times their cost. 


INTERSTATE IRON & STEEL COMPANY 


(Successor to GRAND CROSSING TACK CO.) 


GRAND CROSSING WORKS 


GRAND CROSSING, ILLINOIS 
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CLINTON SILVER-FIN- 
ISH BRAND OF POUL- 
of quality for over thirty 
years. We shall maintain 


its reputation regardless of 


expense or competition. 


CLINTON BRAND OF GAL- 
VANIZED POULTRY NETTING 


is recognized as the standard of 
quality in nettings made from wire 
galvanized before woven. 


Every hardware.dealer should have our big 
100-page Clinton catalog. Send for it to-day 


CLINTON WIRE CLOTH CO. 


ek \ NY 
Mo —Y 

AN NLU : 
{Awe fi ¢ 
eae 
JES rel YN 


AA“) 

; ; 
ipeeee. 

s i ~Y f 


eee 
an U 


raun a fe 
arr ys 
\ 
x 


. uk NS) FB 7 a ? 
RENN \\-\—Y p, 
Tes Kf 
KS: weeA\ i=" 5 
\ir) + 7 


T\S 
Y eee ’ 











HARDWARE AGE August 30, 1917 





BRAND? 
Wire Picture Cord 


5 Pound Spool 25 Pound Spool 


Your Trade Will 
Appreciate It 


The first requirement of wire picture cord is strength— 
Excelsior Brand has it. It is made from the best annealed wire— 
wire drawn by us in our own mills. It is braided very smoothly on 
machines designed especially for the work—braided tightly so as to 
insure the greatest holding power. 





The second requirement of wire picture cord is that the coils 
and spools be of full length or full weight and of the full number of 
strands—Excelsior Brand is. 


The third requirement is the finish—Exceisior Brand has an 


attractive silver finish that not only pleases the eye, but wears well. 


The fourth requirement is price—Excelsior Brand Wire Pic- 
ture Cord is offered at the lowest figure that could possibly be 
offered by any manufacturer for the same quality and quantity of 
wire. 


Sell the wire that gives satisfaction. 








Order from your Jobber. If he cannot supply you then write 
us direct, but please try your Jobber first. 


Wright Wire Company 
WORCESTER, MASS., U. S. A. 


Branch Offices and Warehouses 
BOSTON NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
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For Boy Scouts, Autoists, 
Campers, Canoeists, E:tc. 


Here is a simple little novelty that is 
having wide sale wherever it is intro- 
duced for sporting purposes. It is a camp- 
fire hanger for holding coffee pots, ket- 
tles and other utensils over a campfire. 
The illustration shows how it is used. 


Dealers who are introducing this to 
their local boy scout organizations and to 
autoists, campers, canoeists, etc., are 
finding that it meets with ready sale. 


Write for prices and information. 
Also ask for the 260-page Parker cata- 
log, describing hundreds of wire goods 
that have proved to be staple sellers. 


The Parker Wire Goods Company 


Worcester, Mass. 


MUA 
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Wickwire 
Brothers 


Inc. 


Cortland 
New York 


There’s more than one reason for the popularity and selling strength of Wickwire product, but all 
of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, etc. 
In short, we control every step in the manufacture, and therefore can regulate the quality from the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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ANNOUNCING 
THE NEW PATTERN 


ANDOVER > 


IN ONEIDA COMMUNITY 


RELIANCE PLATE 
G uaranteed for 25 dears 





DELIVERY SEPT. 15™ ASK 
YOUR JOBBERS SALESMAN 
TO SHOW YOU THE LINE 
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ANDOVER DESIGN 
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MCKINNEY S 


"PITTSBURGH 


DOVUR HANGER 
Carit Jump the Weather Proof Track 








A Superior, Guaranteed Trouble-Proof Adjustable 
Door Hanger for Barns, Garages, Factories, 


Warehouses, etc. 


The “‘McKinney-Pittsburgh” is, perhaps, the only Door or Gate Hanger on the market 
which is absolutely trouble-proof. It runs on smooth, easy-running, roller-bearing wheels in 
a double-grooved, weatherproof track, covered on top, sides and ends. Snow, ice and rain 
cannot reach the track or rollers. Birds cannot stop it with their nests. 

The ‘‘McKinney-Pittsburgh"» Door Hanger has another distinct advantage over all 
others. It has two adjustments which keep the door running smoothly always. There is a 
vertical adjustment which compensates for any ‘give’ and prevents bottom of door from 
catching on floor, and a lateral adjustment by which you can increase or decrease space 
between door and wall—no rubbing. 

It can’t jump the track—no possible way for it to get off. 


It is substantially made of heavy, durable tested iron and steel, heavily galvanized. 
Sold under binding guarantee. 


Big National Advertising Campaign 
and Dealer Service 


A national advertising campaign is just being launched, and strong copy is now running 
in national publications. 


This will be supplemented by a direct campaign of booklets and folders and sales let- 
ters. Dealers will be furnished electrotyped advertisements for local newspapers, booklets 
and original attractive window displays and counter cards. Direct inquiries will be referred 
back to local dealers. 


Link your efforts with the biggest-selling Door Hanger. Bigger profits will result. 


Write for Dealer's Booklet and our special! proposition. 


McKinney Mfg. Co, Locust St., Pittsburgh, Pa. 
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MYERS 


HAY TOOLS 


Another harvest is just about over—another suc- 
cessful year for MYERS HAY UNLOADING TOOLS 
is near its close, and we are going to tell you at this 
early date what the Myers line of Unloaders, Forks, 
Slings, Tracks, Pulleys, Hooks and Fixtures has in 
store for you in 1918. 


First, and most important, Myers Hay Tools are 
going to come from the same factory that has been 
producing them for the past forty-five years—they 
will be up to the Myers Standard of Quality as to 
workmanship, material and finish, and are going to 
be built with but one object in view—the rapid and 
successful handling of hay and grain at the unloading 
end of the harvest work either in the barn or out in 
the field where stacking is carried on. 


There will be improvements, for a big line like the 
MYERS would go backward if new features were not 
forthcoming from time to time and new things added 
to meet the ever-changing conditions, but there will 
be no experiments for your hay making friends to 
fuss or worry with during harvest—You will know 
what you are selling when you offer the MYERS. 


It's not too early to think about these things even 
if another harvest seems far off. It's time to place 
your specifications to-day with a contract reading 
MYERS HAY TOOLS for 1918. Then you will know 
that you can retain the confidence of your farmer 
customers and increase your sales by pushing the 
MYERS—the line of merit with a background of new 
and old friends gained and retained by successful and 
satisfactory unloading service. 


When our representative happens to see you, talk 
the matter over with him. If he fails to arrive in 
time, write us direct. Have your specifications in 
early, then you can install Myers Hay Tools during 
the fall and winter months when barns are full. 


F.E. MYERS & BRO. 


ASHLAND, OHIO 


ASHLAND PUMP AND HAY TOOL WORKS 
























































F.E.MYERS & BRO 
ASHLAND, OHIO 
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The reputation of WHITLOCK 
rope for unusual strength, 
yardage and long life has been 
attained by a consistent adher- 


ence to our policy of using high grade Manila Hemp 


exclusively in its manufacture. 





Discriminating Dealers and Jobbers handle 
WHITLOCK MANILA because it pays them to do 
so; there is no better made rope—none that can 
be recommended to give more uniformly reliable 
service or which will help so surely in building up 
“good will.” 





Ask for full particulars regarding our com- 
plete line of WHITLOCK Quality Cordage ; 
there’s profit to you in the suggestion. 


DEPARTMENT C 


WAITLOCK CORDAGE (Co. 


46 South Street, New York 
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The G.T. D. 
Mark 


MEANS MUCH TO YOU 


It represents the highest quality pos- 
sible to make in screw cutting tools. 


It represents all the prestige and 
good will that have been accumulating 
for years for Little Giant, Green River, 


Lightning and Smart tools. 


It represents the most complete line 
—the line that contains the right tap 
or die or assortment for every specific 
purpose. 


Every tool is backed by the experi- 
ence of 45 years of making dependable 
taps and dies. 


Send for G.T.D. Catalog No. 37. 








The G.T. D. 
Mark 


means more than ever now on account 
of the extensive advertising of the mark 
and products in the national magazines 
in addition to a larger-than-ever trade 
paper campaign. 


Millions of users are regularly seeing 
G.T.D. advertising in such papers as 
Saturday Evening Post, Literary Digest, 
Popular Mechanics and Scientific Amer- 
ican. 


Be ready for the calls for G.T.D. 


tools. 


If you are not familiar with our pub- 
licity methods, send for the booklet 
“G.T.D. Plans.” 


We have some attractive stickers in 
colors, showing the G.T.D. mark prom- 


inently. Can you use a supply? 


Greenfield VapandDyie Gor oration : 








ile Brothers Co Div “Wiley & Russell Mfg Co Diu AJ Smart 
| “Lente Gant GREENRIVER 3 L/G//THING 





Greenfield, Massachusetts. U.S.A. 


NEW YORK-28 Warren St — CHICAGO-I3 So. Clinton St — LONDON~-I49 Queen Victoria St 
Canadian Factory - Wells Brothers Co.of Canada,Ltd — Galt,Ontario 
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No. 95—Every shot gun owner should 
have the necessary tools to keep his 
gun in proper condition. This rod which 
: 3 is reasonable in price meets every 


requirement. 


SHOT GUN CLEANING 
ROD AND SETS 


Note styles illustrated and brief descriptions—No. 95. This is 
a very good selling rod, reasonable in price and one that meets 
every requirement. It is made of birch wood with brass trim- 
mings for guns of 10 to 28 gauge. The implements shown 
include a well made Red Wool Swab, a Steel Wire Brush 
and a Wiper. 


No. 248 B. A Bristle and Brass Wire Shot Gun Cleaning 
Brush adaptable to all shot gun cleaning rods, will remove rust, 
lead, caking, etc., without injury to the finest barrel. 


Genuine Tomlinson Cleaner—will remove all lead, rust spots 
and foreign matter from breech to muzzle. B. G. I. Four Jointed 
Brass Rifle Cleaning Rod No. 141 B—has brass rod, slotted 
and jagged with revolving cocobola handle and threaded tip, 
to take brass or bristle brushes. Sizes 22 to 50 caliber. Packed 
in neat canvas bag for pocket. 


U. S. Government Cleaner—a bristle brush with detachable cord and 
weight for dropping through barrel, has a separate slotted wiper for pull- 
ing through a Cry cloth, or for oiling purposes. 








Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 


B. G. I. FOUR JOINTED BRASS 


see RIFLE CLEANING ROD 
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No. 141 B Rod MMe 
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Genuine Tomlinson Cleaner ~96000400000EE- 


for Shot Guns United States Government Cleaner 
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The Original Patented Pipeless Furnace 
sets Ready fer Cash.” REED BROS., PERU, IND., 


onc cnr a have for several years maintained their 
“Cash for Calories.” large implement business on a strictly cash 


One of the most profitable lines a basis. Writing about it, they say: 
local dealer can handle. 





“Not until we had reached this point (cash trading only) 
did we realize that our business could not be made to yield a 
profit on any other basis. 

“The Caloric Pipeless Furnace has been an important factor 
in the success of this new policy. No other article in our stock 
sells more readily for cash, and when the Caloric is once sold it 
stays sold.’ People who buy Caloric Pipeless Furnaces from us 
seem immediately to realize the great value that they secure from 
their investment. On the same day that the furnace is installed we 
secure settlement in full from the purchaser. 

“The steady increase in our Caloric Pipeless Furnace sales is 
an indication that our “cash for Caloric’s” policy is sound and suc- 
cessful. 

“1914 was our first year in the Caloric business, and we sold 
32 furnaces. In the two following years we added 51 more sales 
to our account. Our record to date is 108 Calorics sold for cash, 
and we are certainly proud of it. 

“Although the Caloric Pipeless Furnace has many other ex- 
ceptional merchandising advantages which make it one of the 
most profitable lines a local dealer can handle, we consider the 
ease with which it can be converted into cash as its greatest asset.” 

Hundreds of dealers tell us “the Caloric is one of the most 
profitable lines a local dealer can handle.” Some of the reasons 
are: 


1. The Superiority of the Caloric itself. 

2. Our excellent factory service. 

3. The tremendous Caloric advertising campaign. 
4. The remarkable helps we give the dealer. 


You may do as well as others we have told of, and if you 


do business in unoccupied territory we shall be glad to tell you 
of our dealer’s proposition. Write for it today. 


The Monitor Stove & Range Co. 
600 Gest St. Cincinnati, Ohio 
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“YW REALIZE that my home needs 

interior painting and finishing, 
but I'm half afraid that I won't be 
able to do it myself. 

“I know that you're always ready 
and willing to answer my questions, 
but I live three squares away and it 
isn’t always convenient to dress up 
and call. 


“7 don’t want to buy the paints un- 
less I'm absolutely sure that I can use 
them, so I'm putting it up to you to 
show me how. Isn't there some way 
it can be done?” 
























































And This is What the Dealer Answered: 


“I’m glad you look at it this way, Mrs. 
Smith, for I know now that you're going to be 
fully satisfied with the Acme Quality Paints and 
Finishes I’m sending you. 


“It may seem like a strange thing for me to 
say, but I really wouldu’t want to sell you the 
paints if I didn’t believe you would know how 
to use them. 


“Complete satisfaction is the only thing that 
will bring you back for more. 


“And it really isn’t hard to brighten up the 
home with Acme Quality Paints and Finishes. 
It doesn’t matter where you live, either; you 
won't have to come down here and ask me 
questions. ‘ 


Just take this ‘Acme Quality Painting Guide 
Book’ along with you and you'll have all the 
information you'll ever need. 


“Every one of the many household uses for 
paints and finishes is clearly indicated and con- 
cisely described. Here are just a few of the 
surfaces inside the home that you can refinish 
easily and inexpensively : 


“Baby walkers, bathtubs, beds, blinds, book- 
cases, breadboxes, bric-a-brac, buffets, cabinets, 
carpet sweepers, chairs, chiffoniers, clocks, closets, 
cradles, cribs, cupboards, doors, dressers, fireless 


cookers, floors, flower boxes, furniture, grates, 
hampers, heaters, humidors, kitchen cabinets, 
lamps, laundry tubs, linen chests, mantels, med- 
icine chests, mirror frames, mouldings, music 
cabinets, oil stoves, pantry shelves, pedestals, 
picture frames, radiators, refrigerators, satchels, 
sewing tables, shades, sideboards, sofas, stove- 
pipes, suit cases, tables, umbrella stands, vases, 
ventilators, wardrobes, wicker furniture, etc.” 


We print the above little talk to illustrate how 
\eme Quality dealers are able to please their 
customers and at the same time build up a 
bigger business by developing new uses for 
paints and new paint users. 


Once a woman starts reading ““The Acme 
Quality Painting Guide Book” she’s sure to 
discover how surprisingly easy it is to make 
shabby surfaces look new—with Acme Quality 
Finishes bought from the Acme Qualtty dealer. 


We would like very much to tell you more 
about Acme Quality Service and the way it 
benefits the dealer. No need to write a long 
letter unless you want to. Just say: “Send me 
full particulars” —or “Tell me how I can in- 
crease my paint profits’’—and your letter or 
postal will receive prompt attention. 


We manufacture everything in the way of Paints and Finishes— everything that 
goes on with a brush—and our very best co-operation is yours for the asking. 


ACME WHITE LEAD AND COLOR WORKS 
Dept. AQ, Detroit, Michigan 


Boston 
Chicago 
Minneapolis 
St. Louis 
Pittsburgh 
Cincinnati 
Toledo 
Nashville 
Birmingham 


Fort Worth 
Dallas 

Topeka 
Lincoln 

Salt Lake City 
Spokane 
Portland 

San Francisco 
Los Angeles 
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A Back Breaking Job 


FOR A STRONG MAN 


IS CHILD’S PLAY 
WITH A ROSE TIRE PUMP 


‘‘It’s The Patent Valve’’ 




















ON THE MARKET THREE YEARS AND NOW 
THE BIGGEST SELLER IN ITS LINE 


For Sale By Most Jobbers 


TO SHOW YOU we will send you a sample Rose Pump 
direct from the factory at the regular dealer's price, 
transportation charges prepaid, providing you will send 
us the name of your jobber. 


J. H. Haney & Co., Hastings, Neb. 


Manufacturers 


The Rose Way Rose Tire Pumps, Rose Grease Guns, Rose Fan Belts, and All 
The E, Z. Way Automobile Leather Accessories 




















STEEL PRODU! 


Have not yet been 
Surpassed in their Uni- 
formly Good Qualities 


INLAND STEEL COMPANY 
First National Bank Building, Chicago 


Works: Indiana Harbor, Ind., and Chicago Heights, III. 
Branch Offices: ST. LOUIS, ST. PAUL, MILWAUKEE, DENVER, DALLAS 
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AMERICAN 
ScrREw 
CompPaANy 





Largest i aa Greatest 
Stock aoa. Assortment 


\ 


WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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Bishop’s “Greyhound” 
‘«« Lopes Easily to the Front 


“TRACE MARE 


When you look over 
the different makes ot 
saws in order to choose 
a winner, one brand runs 
easily ahead of all the 
rest — Bishop’s “Grey- 
hound.” 


Strong, swift and easy 
cutting, the perfect steel, 
the hang and the balance 
carry it ahead of the field 
and into the stores of the 
most progressive hard- 
ware dealers. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 





“TRACE MARS 
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INN 7it0R” Quality and Service 


Complete High Grade Stock to Meet All Your Requirements 


“Milcor”’ Ends and Drops 


— « 


““Milcor’ One-Piece Mitres 


“Milwaukee” Flat Crimp 
Elbows and Shoes 


uehn’s 
orrekt 
utoffs 


“Direct Drive” Prompt Shipments on Conductor, Eaves Trough and 


Wrought tron : : s Wire Eaves 
Qantiaiey Ghai Trimming Orders. We fill orders complete Trough Hansere 


MILWAUKEE CORRUGATING CO. 
Branch at Kansas City, Mo. MILWAUKEE, WIS. 

















Keeps Odors In 
~and Dogs Out 


The can that sells / 
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Favorite in apartments and small homes. Noburdentocarry it. When ana 
and left in the kitchen, no odors can escape from it—out in the yard, no dogs 
can get into the 


CORCO NESTABLE GARBAGE CAN 


Take one of these cans to your own home, friend dealer, and see why it sells and note 
it’s convenient lightness, and yet how stout it is! Examine the dog-proof cover 
that fits down deep over the rim. It’s the promise of unusual service standing out 
all over this can that makes the retail price so amazingly 
reasonable —that makes it a ready seller; a good buy. 
Four handy sizes— Stocks at all branches — Write. 

Whitaker-Glessner Company 


. WHEELING CORRUGATING DEPT. 
Wheeling, W. Va. cil 


BRANCH OFFICES AND STORES 
NEW YORK ST. LOUIS PHILADELPHIA KANSAS CITY 
CHICAGO RICHMOND CHATTANOOGA 
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The Housewife and the Farmer Need These 
“Enterprise” Specialties 


Women, on the advice of their friends, and as a 
result of the advertising being carried in represen- 
tative women’s magazines, are asking for and 

insisting upon “Enterprise” 
products. 


4e ” 
ENTERPRISE 
Meat-and-Food Chopper 

The chopper with the steel knife and perforated blade, 
that cuts the meat into uniform, juicy particles without 
squeezing it dry. The one that enables the women to 
utilize cheap cuts of meat and left-overs; making them 
into croquettes, meat balls, hamburg steak, etc. The 
kitchen chopper that helps them bring down “the high 
cost of eating.” 


The “ENTERPRISE” No. “Family alae 


Sausage Stuffer and Lard Press No. | 10 — Large 


re- 
tails for $4.25 








in conjunction with the Meat Chopper, is wanted by 
the farmer who makes his own sausage and lard. 
The iron cylinder is bored true so that the plate cannot jam. Instantly con- 
verted into lard press. Made in nine sizes and styles, 2 to 8 quarts, japanned 


or tinned. Retail price, four qt. size, japanned $10.00, tinned $12.50. 


The Enterprise Mfg. Co. of Pa., Phila., U. S.A. 




















GET OUR 240 PAGE CATALOG OF 


BATH ROOM FIXTURES 


OUR LINE includes every known fixture for furnishing the bath room 
—the largest line made by any one manufacturer. 


WE USE only the best quality of ma- 
terial. Every article is made of brass 
and is highly polished before being 
nickel plated. 


WE SELL to dealers only. From the 
large variety in our line, every dealer’s 
want can be satisfied, and from our large 
stock carried at all times, prompt ship- 
ments are assured. 


OUR PRICES are moderate, making the 
line a popular seller to the consumer and 
attractive to dealers. 














Ask for Catalog F 


AMERICAN RING CO. 


Established 1810 Incorporated 1852 
Waterbury, Conn. 


Sales Offices: 
2 Hudson St., New York 170 Summer St., Bosten 
116 New Montgomery St., San Francisco 
1611 Heyworth Bidg., Chicago 
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Get This Point— he 
Roller Skaters Are Sure 
To Become Ice Skaters 


By pushing B & B Roller Skates now you will be developing come-back business on Ice 
Skates for November and December. Keep a showing of B & B Rollers in your window. 
Everybody knows you carry a full line of “regular hardware,’’ but specialties like Skates must 
be displayed or you lose out to the sporting goods stores. 
















The B & B full extension Skates make it easy to fit a wide range of feet without carry- 
ing an unduly heavy stock. Even the inexpensive numbers are well made and stand a lot 
of hard usage. They are the kind that “stay sold’’ after leaving the store. 





Write to us for Roller and Ice Skate Catalogs. 


BARNEY & BERRY SPRINGFIELD, MASS. 


EHH NM 

















Discriminating Housewives Demand the BEST 


‘““Voss’’ Washers enable housewives to do the washing in one- 
half the usual time without taxing their strength and energy. 
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by Just look at the above 1 
picture and count the g 
number of exclusive VOSS features they are pointing out to 


you. 

| Write today for Catalog No. 8. illustrating the Voss Line of 
| Hand, Power and Electric Washers. 
| 


_ VOSS BROS. MFG. CO. Davenport, Iowa 
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This 
Sign 


FACTORY 


SALEM.OHIO. 
PUMPS 


FOR ALL 


PURPOSES 


Will enable you to take care of the pump trade in your territory 
without carrying an elaborate stock. 








ul 








The attractive blue steel sign will be a constant reminder to your 
trade where the ‘‘World’s Best’’ Pumps may be secured, and 


With a copy of our 360-page General Catalogue handy, you can 
handle 99% of the calls for pumps or complete hydro-pneumatic 
water systems. 

This 24” x 48” enameled sign is sent free to any live dealer 
who will agree to boost Deming Pumps. A copy of the Cat- 
alogue will come along with it. If you want to add to the 
profits of your business, write for this Catalogue and sign. 


dia of pump 


Pig. AT strata THE DEMING COMPANY, Salem, Ohio information 


Line’’ Working Head, 

J —_— yh. Bae A Hand and Power Pumps for All Uses 

hand, windmill ol Chicago: Henion & Hubbell Pittsburgh: Harris Pump & Richmond: Sydnor Pump & 
gasoline engine. Supp'y Co Well Co. 











SUOMI, 


Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 
columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 





The Progressive Manufacturing Co. 
Torrington, Conn., U.S. A. 
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Just Issued— 


The 34th Edition 


Billings & Spencer 
Catalog 


END for this cata- 

log at once. Refer 
to it when purchasing 
tools. Triangle trade- 
marked tools have a 
world wide reputation. 
Individual tool purchas- 
ers, as well as large in- 
dustrial concerns, are 
familiar with them. 
Their reputation extends 
back over a period of 
more than half a century. 
Practically every tool re- 
quirement can be met 
with triangle  trade- 
marked tools. This cat- 
alog will help you to find 
exactly what you are 
looking for. 


Send for it today. 


TEESE fs 


FORD.CONN. U.S.A 
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It Keeps Cool and 
Tells the Truth 


and continues to tell the truth 
without any _ interruption 
whatsoever. Heat, cold, elec- 
trical influence, bad roads and 
rigorous service can in no de- 
gree affect the accuracy of the 


<Grnin: Brown SreepoMETER 


Its centrifugal principle abso- 
lutely assures a reliable record and 
its simple, strong, friction mechan- 
ism satisfactory, durable service. 


Furthermore the Maximum 
Speed Hand Attachment makes the 
Corbin-Brown more convenient 
than any other speedometer on the 
market. This device consists of an 
extra hand in red which always 
points to the highest speed attained 
and remains at that point until 
reset. Thus is the driver enabled to 
keep his eyes on the road. 


Equip the Corbin-Brown. 
It is best equipped to fill your 
requirements. Catalog on 
request. 


The Corbin Screw Corporation 
THE AMERICAN HARDWARE CORPORATION, Successor 
NEW BRITAIN, CONN. 
BRANCHES: New York Chicago Philadelphia 
Makers of Corbin Duplex Coaster Brakes for Bicycles 
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Estimates -. 


— ‘Add Anbther selitgP Point. 
== ToYour Manufactured | | 
~* MetalProduct.. SL 


A chemical treatment that rust-proofs any form of 
iron or steel; 


Unlike galvanizing, there is no surface coat to peel 
off ; 
Has the rich, flat-black finish of ornamental iron; 


Does not impair bolt or nut threads, or the temper 
or resiliency of tools, springs, etc. ; 


Gives long life to wire screens, fencing, trellises, etc. ; 


Water and gas piping “processed” both inside and 
out. 

Wrenches, chains, pumps, radiators, hinges, hooks, 
bolts, locks, scales, and all manner of iron and steel 
hardware efficiently treated ; 

Often makes possible the substitution of iron or steel 
for more expensive metals; 

Upon request, we will be pleased to furnish esti- 
mates for either rust-proofing your product in one 


of our laboratories, or for licensing and installing 
a private plant in your own factory. 


A Merchandizing Asset That Will Multiply Your Sales! 


PARIKER RUST-PROOF COMPANY 
| DETROIT 


OF AMERICA 
MICH. 
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Steady Sales 


A steady, permanent, paying business is possible 
only when the goods you sell are of the same 
honest character. 


Of course, the power of your position as retailer 
enables you to sell just about anything you 
please —the first time. But you discriminate. 
You look over the field carefully before you 
choose the tools on which your trade is to be 
built, for confidence of customers is one of 
your greatest business assets. 


Starrett Tools 


#6 U8 wat oe. 


are chosen because they build business. The accuracy and 
usefulness of each tool satisfies the needs of the mechanic 
and sends him back to your store when his work demands 
more equipment. The completeness of the Starrett line 
enables you to meet every need for fine measuring tools. 


Ask for Catalog No. 21A So your business grows. The longer you handle Starrett 
describing the 2100 styles and sizes Tools the more solid and permanent your tool trade be- 
of Starrett Tools. comes — a business of steady sales. 


The L. S. Starrett Co. 


The World’s Greatest Tool Makers 
ATHOL, MASS. 


NEW YORK LONDON CHICAGO 
42-727 
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The New No. 805 and 
NATIONAL No. 806 




















The Hanger operates on 
a swivel and turns on 
the track without stick- 
ing or binding in any 
way. 


The No. 27 Latch has 
Sectional view of no complicated parts 
Swivel Hanger to get out of order. 


Something New and Good in 
Garage Door Sets 


For downright easy-working, sliding and swinging of doors this New Combina- 
tion Garage Door Set beats them all. 
Here are 8 practical features which will make it outsell them all: 


1.—Easiest working—a light push opens the doors—a light pull 
closes them. No binding—no friction. 

2.—It swings doors into the jamb against stops—same as in high 
class house construction. 

3.—Doors ,are absolutely weather-tight. Snow and ice cannot 
interfere with their opening and closing. 

4.—Method of hanging affords free access to garage at all times, 
one door being so hung that it will open without disturbing the 
other two doors. 

5.—Doors are adjustable in case of swelling or raising of cement 
floor. , 

6.—Adjustable feature prevents sagging of doors. 

7.—Doors require but a minimum of space in opening as they 
are hung on the inside and fold and slide against the inner wall. 

8.—The price makes this the cheapest combination possible. 


Set No. 805 includes: No. 29 Latch; 1 only Swivel Hanger; 6-foot Braced 
Rail; 414 pair 4 x 4-in. Jap. No. 505 T. P. Butts; 1 only No. 820 Chain Bolt; 1 
only No. 830 Foot Bolt; 1 only No. 5 Pull; 1 only 44%-in. No. 30 Safety Hasp. 

Set No. 806 includes same, except our No. 27 Latch is used. Both sets fur- 
nished in Japan finish. 

Be first in your town to show this new set. 

Send for New Folder and Trade prices. 


National Mfg. Company 


Sterling Illinois 
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Mr. Boyd, 


The 1% oz. of meat in the 50c. club 


sandwich 


5lb. chicken, $40 in Lowenstein’s 
hands 


10 oz. potatoes, 1%c. wholesale, 25c. 


retail 


A Letter Mailed to Mr. Boyd of the Pennsylvania Railroad 
Company in Response to His Request for “Better- 


NEW YORK, 
Aug. 21, 1917. 
Mr. GEORGE W. Boyp, 


Passenger Traffic 
Manager, 


Pennsylvania Railroad, . 


Philadelphia, Pa. 


Dear Mr. Boyd: Why 
do you charge 50 cents 
for a sandwich which 
contains 4 cents’ worth 
of material? 

Why do you charge 25 
cents for an order of po- 
tatoes which contains 
1‘ cents’ worth of food? 

Why does your com- 
pany permit 50 per cent 
overcharge for taxicabs 
in your New York sta- 
tion? 

Are you not responsi- 
ble for the advances on 
many commodities and 
the exceptional prices 
you are demanding from 
the traveling public? 

This letter is a reply 
to your request for sug- 
gestions for betterment 
of service which is 
printed at the bottom of 
your dining-car menus. 
I beg to make some 
rather pertinent propos- 
als, which are based on 
very recent experiences. 

Our organization, the 
United Publishers’ Cor- 
poration, publishes 


ment of Service” Suggestions 


THE STANDARD RAILROAD OF THE WORLD 


eS PENNSYLVANIA RAILROAD 


RESTAURANT CAR SERVICE 


LUNCHEON 


NOTICE—PAY ONLY UPON PRESENTATION OF CHECK; SEE THAT 
EXTENSIONS AND TOTAL ARE CORRECT. 
Little Necks 30 


Pin Money Pickles 
Celery 35 Chili Sauce 15 


Vegetable 25 


290 
Olives, Ripe or Green 25 
Consornme 25 
Broiled Fresh Mackerel 65 


©O@s--Bolled or Fried (2) 30 Shirred or ambled (2) 
Omelets, Plain 40, Ham or Bacon GO ~~ 


trio Steak 1.35 


COLO BONED LOBSTER (HALF), MAYONNAISE 70 
Gnaisto Ris ENOS OF BEEF, GROWNED POTATOES 60 
CHICKEN CROQUETTES SUPREME, WITH STUFFED TOMATO 76 


Buttered Betts 25 Creamed Carrots 25 Baked Beans 35 
< .Potatoes in Cream 25 


Sardines 50 
Meats 90 
Potato Salad with Cold Meats, 20 Extra 


sanpwicerne Rone Beet 36. ee ¥ Mam 25 
i SALape--Chicken 75 35 


Lettuce, French Dressing 35, with 45 


rire-—Green Apple 20 
ick cReAM- Vanilia 20 Peach 20 Cake 20 


Sliced Peaches with Cantaloupe 
[etanten 00 vem 2° 


Ma: 
Peeled Musca! On Caiscenis Pron SS Bin Syrup 30 


Cuurear--Imperial 26 Cream 25 Roquefort 30 
TKA, COFFER, ETC. (i~orvep wan «unvicn) 
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twenty magazines, and, 
at a conservative esti- 
mate, has over a hun- 
dred men on the road. 

For six years past I 
have traveled fully one- 
quarter of the time. In 
one period of thirteen 
months I was in every 
State in the Union. I 
have always traveled on 
the Pennsylvania Rail- 
road whenever I could, 
because I think I meet a 
better class of people, 
uniformly get more good 
service, and usually ar- 
rive on time. I have 
boosted the Pennsylva- 
nia Railway wherever 
and whenever I could, 
because by so doing I 
thought I was giving 
that great transporta- 
tion company its just 
due; and further I was 
doing a favor to those 
who might enjoy the 
same service I have en- 
joyed. I would rather 
boost than knock, be- 
cause the wear and tear 
is less, and there is a 
lot of personal satisfac- 
tion in it. I knock only 
when I believe my kick 
will bring about a 
change where a change 
is badly needed. 

I have three very defi- 
nite complaints ‘against 
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the Pennsylvania Railroad to-day. If they were lit- 
tle individual kicks that applied to me alone I would 
take a pill and wake up feeling better in the morn- 
ing, but they are complaints’of the general public, 
and the injustice is one against the general public. 


Reception of Day-Coach Passengers 


Most of the time I travel in Pullman cars because 
most of my trips are long trips. I used to make my 
short trips in chair’cars, and I could to-day, and 
my company would gladly O. K. my expense account, 
but since the war started I have been cutting the 
corners. I believe it a patriotic duty to avoid spend- 
ing money for luxuries. I have, however, traveled 
in the Pullman end of the train so long that I am 
quick to notice the change of treatment I receive in 
dining cars when I enter from the day-coach end. 
There is a change, Mr. Boyd, and it is not to the 
credit of the Pennsylvania Railroad Company. 


Abrupt Treatment 


I entered the diner on your train No. 220, Aug. 
21, at 12 o’clock. I ordered a club sandwich, some 
iced coffee and a piece of huckleberry pie. The 
sandwich was served. It was made of three slices 
of toasted bread cut cornerways into six pieces, 
with small pieces of lettuce leaves, mayonnaise 
dressing, bacon and chicken. I opened it, and the 
meat was cut so thin that I asked the waiter to call 
the dining-car conductor. M. Lowenstein, who was 
in charge of the car responded. I said, “This sand- 
wich has so little meat in it I want to call your 
attention to it.” In an abrupt voice he replied, 
“We can’t help that, we are instructed to cut it 
thin.” “Your boy must be cutting with a safety 
razor to-day or he could never shave meat so thin,” 
I replied. “We have orders to put in three ounces 
of meat, and we have no choice in the matter,” he 
said, as he abruptly turned his back on me and 
walked away. 


Conductor Lewenstein Improves 


When I first began to travel, a circumstance of 
this kind would have left me so embarrassed that 
I would hardly have lodged a complaint, and had 
I done so his answer would have stilled me com- 
pletely. It doesn’t embarrass me to-day. I took 
an envelope out of my pocket and put every piece of 
meat in that sandwich into it. I wanted to see 
what 3 ounces of meat would look like if they were 
properly analyzed. 

When Dining-Car Conductor Lowenstein saw me 
saving the contents of my sandwich he brought me’ 
a heavy envelope in which to put it, and his treat- 
ment of me underwent a change. I told him I 
wanted to save that sandwich for editorial comment. 
I made no complaint regarding the quality of the 
food; for it looked fine. J did complain of the quan- 
tity for the price, and he maintained that it was 
a regulation order. When I came to pay my bill 
he had scratched off the price of the sandwich and 
refused to accept payment for it. I told him I 
should leave the price on the table, because I had 
accepted the goods and was taking them with me. 


50 Per Cent Short Weight 


When I left the train 20 minutes later I: promptly 
sent an associate to the Riker drug store near the 
Pennsylvania Railroad terminal, where he weighed 
that meat. The assistant manager of the store as- 
sisted him. They weighed it on a Torsion balance 
scale No. 34,184 on which they weigh prescriptions, 
and weighed it very carefully. The chieken weighed 
41814 grains and the bacon 148 grains, making a 
total of 566% grains. There are 437% grains in a* 
commercial ounce. In round figures, the meat 
weighed 1% ounces. The Pennsylvania dining-car 


‘cars are usually crowded. 
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conductor said he had orders to put 3 ounces of meat 
in a fifty-cent club sandwich. He more than cut 
that in two on my’order. Over 50 per cent short 
weight is. going some. We couldn’t sell nails that 
way. * 
Cost Analysis of Sandwich 

Then I called up Armour & Co. and told them 
who I was, and said that I didn’t want to buy meat, 
but that I would like the prevailing wholesale 
prices of chicken and bacon. They gave me 
the average wholesale prices such as any ordi- 
nary grocery dealer would pay. They said that 
good chickens were worth 27 cents a pound and 
that good bacon was worth 31 cents a pound, 
but added that a customer like the Pennsylvania 
Railroad could buy much cheaper because of the 
quantity of its purchases, and the manner in which 
its goods could be packed. I like to be on the safe 
side, however, so we will use the higher price. Let’s 
be still more fair. Let’s suppose that the meat in 
that sandwich was half chicken and half bacon. 
Then we can use an average price of 29 cents a 
pound, or 1.81 cents per ounce. The 114 ounces of 
meat in my sandwich cost on the high market price 
2% cents. Three slices of bread, three lettuce 
leaves, and a little mayonnaise dressing did not cost 
more than,14%4 cents, It is doubtful if they cost 
that much. This made the material cost of the food 
on the day it was served just four cents. Now, 
overhéad must be high in dining cars, but this one 
is on a short run between two big cities and the 
I had to wait thirty 
minutes for a seat the day this happened. Let’s be 
liberal again and say that dining car overhead ex- 
pense is 400 per cent. That would make the cost 
price of one club sandwich, f.o.b. point of consump- 
tion, just 20 cents. How much clear profit should 
the Pennsylvania Railroad have on this sale? Most 
merchants would consider themselves very fortunate 
to get away with a profit of 25 per cent above all 
expenses. Mr. Boyd, on this basis your charge 
should be 25 cents. I don’t mind being held up in 
a mild sort of a way by one who makes a business 
of it, but it does go against the grain to be soaked 
by a concern in which I have always had implicit 
confidence, and I am just one of the traveling pub- 
lic. Five pounds of chicken in Conductor Lowen- 
stein’s hands would make forty dollars’ worth of 
club sandwiches. Your man Lowie has the commer- 
cial instinct, all right, but I hate to think of him 
as the Pennsylvania Railroad Company. 


Forced Cancelations. Might Does Not Make Right 


But—some one may say the Pennsylvania Rail- 
road has a rule that promptly cancels all charges 
on any item of food on which there is a complaint. 
Now, we’ll lay aside all pretensions and all polite- 
ness and all the niceties of business, and talk 
straight from the shoulder. Get this comparison, 
Mr. Boyd. It may awaken you to how your system 
looks to business people. 

Suppose C. C. Dickson, a well-known hardware 
merchant of Newcastle, Pa., were to buy one hun- 
dred pocket knives at four cents a piece, and that 
the overhead in his business amounted to 400 per 
cent of the cost price, and he sold those knives to 
100 different customers for 50 cents each. Ninety- 
nine of the sales stuck, but one man who knew 
something of factory costs kicked and Dickson 
promptly gave him back his money. Would that 
act square Dickson with the 99 people he had out- 
rageously overcharged? Not a bit of it. Would 
the prompt squelching of that man’s squeal atone 
for the 99 acts of overcharge? I’m afraid not. 
Would Dickson have the right to insist that the 
complaining customer take the knife away with him 
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The Westcott Express Company's taxi and receipt for a 
ride to the Astor. It robbed the editor of his smile plus 


and without charge? I’m afraid it wouldn’t work. 
Now, this is just a comparison. C. C. Dickson is 
too square to pull that sort of merchandising, and 
frankly I think the Pennsylvania Railroad has too 
much at stake to pull the same sort of a deal. I 
think your dining-car service has gotten off on the 
wrong foot, and you can profitably change step. 


A Poor Way to Wipe the Slate 

You read the newspapers, Mr. Boyd, and you 
surely have read of the dishonest exemption board 
in New York City which recently accepted some 
$3,000 from various cowardly individuals who were 
willing to pay to be excused from military duty. 
The Government had the goods on the members of 
this exemption board, and with long prison terms 
staring them in the face they pleaded guilty. Then 
came the joker. Notice it, Mr. Boyd, there may be 
a business lesson in it. The guilty men through 
their lawyer then asked the clemency of the court 
because they had returned the bribe money. 

Can it be possible that you believe the traveling 
public will approve your acts and prices because 
you refuse payment when a customer complains? 
Such action surely does not make your fifty-cent 
price on 4-cent club sandwiches a fair price. What 
you are getting away with on the Pennsylvania 
Railroad wouldn’t go at all in the average town. I 
would hate to think what the people of Newcastle 
would call my friend Dickson if he conducted his 
business along the same line. I don’t believe it is 
good business for the Pennsylvania Railroad, either. 
I think you are making a mistake, and while I am 
on this subject here is another mistake you are 
making. 

Look Hoover! Potatoes $23 a Bushel! 


A few days ago I ran over to Pittsburgh. For 
dinner I ordered éold roast beef, 60 cents; buttered 
beets, 25 cents; new potatoes in cream, 25 cents; 
iced tea, 20 cents, and bread and butter, 10 cents. 
The price of that simple, sensible meal was $1.40. 
It wasn’t a good run for my money. I had a rule 





41 


in my pocket and I measured those potatoes. To- 
day I bought duplicates of them. To be perfectly 
safe I bought larger potatoes than were served me 
on your train. They are in front of me as I write. 
They weigh just 10 ounces. The wholesale price of . 
potatoes as paid by one of New York’s wholesalers 
to-day is $2.30 per hundredweight. Figured on that 
basis these two potatoes cost .1.44 cents. Again 
let’s be liberal and say they cost 1%4 cents. Again 
the 400 per.cent overhead. Cost f.o.b. table, 7% 
cents, sold at 25 cents. Stiff, Mr. Boyd. So blamed 
stiff that the traveling public wonders how you get 
away with it. I might go on and analyze those 
beets for which you charge 25 cents, but honestly 
I haven’t the heart to do it. Again, Mr. Boyd, I 
hate to think of you as the Pennsylvania Railroad, 
but some one must be the Pennsylvania Railroad 
Company and some one must be responsible for the 
big business mistakes it is making. You must 
have a change of heart or Hoover will sure be on 
your trail. You are conserving food, all right, es- 
pecially on club sandwiches, but your price will 
raise the devil with the purchase of Liberty Bonds 
and new shoes for the children if some greater 
power than I am doesn’t drop a noose over your 
neck and effectively use a snubber on you. 


A Taxicab Outrage 


Now, for the third complaint. It is one that 
doesn’t carry an overhead. I got off the train on 
which Mr. Lowenstein was the dining-car conduc- 
tor and passed up into the big Pennsylvania Station 
in New York City. Neat electric signs pointed the 
way to the taxicabs. I had a very heavy bag, and 
was hurrying to fill an appointment with the United 
States Prosecuting Attorney in the other end of 
town, so I decided to take a cab to the Astor Hotel, 
which is a short distanee away. The starter wrote 
out an order to deliver me, and in advance collected 
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Taking the tax out of taxi. The city regulated meters 

on these cars register about half the Westcott charges. 

Wescott’s contracts with the Pennsylvania Railroad is 
against public interests 









Derma 7 


tage 


ee Pega oe 
ea AT SR ee ig gia Ae ES” 


MERE Me 


Han 


42 


75 cents for the ride. It was the only service 
available in the Pennsylvania Station. I paid and 
took a receipt. Later in the day I walked back to 
the Pennsylvania Station and waited until a Black 
and White taxicab came in with a passenger, jumped 
in and told the driver to take me to the Astor. The 
clock on his taxi registered 40 cents just as we 
pulled up at the door of the hotel. The charge 
was just about half that of the hold-up earlier in 
the day. Then I tried the rides with the McAlpin 
Hotel as my destination. The Pennsylvania West- 
cott charge was 50 cents. The Black and White, 
20 cent charge. New York City has had a lot of 
trouble with taxicab hold-ups in the past. The city 
Dads took a hand in the game a couple or three 
years ago and regulated meter charges, and since 
their act the traveling public has been able to land 
at their hotels with sufficient change left to tip 
the bell boys. 

The Pennsylvania Railroad, through the West- 
cott Express Company, evidently thinks that the 
officials of New York City are treating the 
public too kindly. I interviewed the superinten- 
dent of the New York Division at the Penn- 
sylvania Station and he said that the Pennsyl- 
vania Railroad had made a contract withthe 
Westcott Express Company by which it had ex- 
clusive rights to supply taxicabs to all passengers 
asking for such service in the station. He said 
that they felt that the charges were high, and that 
they were endeavoring to get the Westcott people 
to extend their zones. The Pennsylvania Railroad 
will have to extend itself farther than that before 
it will change the rapidly spreading opinion that 
they are in on something that ought not to be. The 
man who acted for the Pennsylvania Railroad in 
making this contract with the Westcott Express 
Company is one of two things: Either a very short- 
sighted business man or one susceptible to the over- 
practiced system commonly known as “rake-off.” 

The general superintendent of the New York 
division volunteered the information that if I would 
pass out of the station to the curb I could get taxi- 
cab service from cabs which operated with the city- 
regulated meters on them, but I cannot help calling 
attention to the fact that every taxicab sign in the 
Pennsylvania Station points the way to the West- 
cott service with its excessive rates. 


Sales force of the National Mfg. Company, Sterling, III. } 
tion conducted by their firm. Their convention was held this year from July 16 to 21 
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A Pound of Flesh 


The Pennsylvania Railroad Company may feel that 
it is not responsible in this matter, but the travel- 
ing public does not discriminate between the West- 
cott Company and the Pennsylvania Railroad. It 
thinks the overcharge is one made by the railroad 
company, and when it finds out the city authorized 
taxicab charges it feels like the man who has been 
up against the ticket scalper for seats for a Broad- 
way production. 

I called up the main office of the Westcott Express 
Company which is in the Grand Central Terminal 
in New York and was told that it has the exclusive 
taxicab right in New York City at the Pennsylvania 
Station, the Grand Central Station, the Jersey Cen- 
tral, the Erie and the Lackawanna stations. 

Truly the Westcott Company has travelers arriv- 
ing in New York right where it wants them, and 
it is outdoing Shylock in getting under the hide. 


Set an Example, Mr. Boyd! 


These are my three complaints, Mr. Boyd, and I 
believe they are of sufficient importance for your 
immediate attention and prompt action. I know 
they do not*apply to’ the Pennsylvania Railroad 
alone. These unpleasant experiences might have 
occurred on any one of a dozen big railroads. They 
all need a change, but yours is such a big railroad 
and its reputation has been so big, and its influence 
is so great that favorable action by you on these 
suggestions would bring a lot of other railroads 
into line. 

The distribution cost of merchandise in this coun- 
try has advanced to an alarming degree, and the 
expenses of traveling salesmen are no small part of 
it. Every unusual advance in the expenses of sales- 
men reflects itself in what consumers pay for the 
necessities, as well as the luxuries of life. The 
average expense account of the traveling man is 
much larger to-day than it was two years ago. 
Unavoidable war charges will account for a lot of 
the advances, but it is hard to believe that the con- 
ditions, exceptional as they are, justify the specific 
charges we have been discussing. 

I shall be glad to hear from you. 

Very truly yours, 
Roy F. SOuLgE. 


These men meet every July to attend a school of instruc- 





Getting Your Share 


By THE STOVE MAN 


A window display featuring efficiency 


AST week at this time the Stove Man was all 
in. He lacked pep and he had fifty heaters 
to black and store away. They were just the 

advance guard, there were more to come and it was 
hot in the stove room. The cement floor seemed to 
radiate heat waves like the desert sands. What the 


Stove Man really felt like doing was getting out his 
fishing tackle and going surf fishing. It was such a 
fine day it seemed a shame to spoil it by decorating 


stoves. Even pipe dreams come to an end, so the 
Stove Man put away his imaginary fishing outfit 
and with the small end of a file pried the lid from 
the stove blacking can. ‘As he placed the can on 
the floor he noted a commotion in the blacking 
and suddenly up jumped a little elf. Like a circus 
acrobat he swung one foot over the edge of the can 
and hung there blinking his little eyes. It was 
pretty dark where he came from and the bright 
light blinded him. After his eyes became accus- 
tomed to the light he balanced himself on the edge 
of the can and bracing one foot against the handle 
of the brush he reached down and picked up a tiny 
piece of waste and he wiped his face and then while 
shining his shoe with the blunt end of a tooth pick 
he loosened up. 

“Nice day,” he said. Allowing his glance to take 
in the pile of stoves he further remarked, “but just 
a little bit chilly; sort of a dampness in the air.” 
He braced himself and laughed. It is well he did 
brace himself for the brush slipped and he came 
near falling back into the pot from whence he came. 
If he had fallen there might not have been an elf 
as the hero of this story. 

“Well! No kiddin’,” said he, “it is a nice day 
but deucedly hot, and by the way I met a fellow that 
resembled you once but his eyes were not so close 
together and his nose wasn’t crooked.” 

He closed one eye and gave the Stove Man the 
once over. “Must be interestin’ work shinin’ ’em 
up. Ever get tired of it an’ feel you’d like to be 
in business for yourself and be in a position then 
to watch the other fellow do the shinin’? 

“Ha! Ha! That’s rich, a Stove Man talkin’ like 
that. Why its revolutionary. You’re a stove man 
to-day; you'll be one to-morrow and you'll have 
stove blackin’ behind your ears a year from now, 
but honest, friend,” he said. “I can tell you some 
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things about business that are revolutionary. Some 
of them may not carry much weight but if any of 
them lack in quality they’ll sure make up for it in 
bulk. 

“To start with, Mr. Stove Man, have you any 
idea why so many business men fail? I knew you 
didn’t have. Your mind is so full of stove black- 
ing and stove putty that you don’t give any thought 
to those things. 


Why Men Fail 


“When the average business man goes broke if 
he cares to analyze the cause of his failure he will 
find that it was one of the following reasons: Lack 
of capital, endeavoring to imitate the big fellows, 
and not having enough capital to carry him along. 
Then comes incompetence, not having enough 
knowledge of the business, consequently lacking in 
enthusiasm, self-confidence, initiative and de- 
termination. People are very likely to appraise a 
business man at his own rating. If he has a knowl- 
edge of his business he has confidence, enthusiasm, 
initiative, everything conducive to success. He 
puts his entire personality to work for him and if 
at any time he is in need of money he can get it at 
the bank because the banker knows that he is long 
on character, is honest and believes in himself. 

“Now, Mr. Stove Man, I am going to tell you some 
things about yourself. You are a Stove Man and a 
first-class failure along with it. You made some 
remarks about a rut in one of your articles. Well, 
you may not know it, but you have been in a rut 
ever since you took the stove job. At first you 
liked it because you were mechanically inclined. 
You liked to take an old wreck of a stove and rebuild 
it. It gave you a chance to dabble in all kinds of 
repair work and that was just what you wanted at 
the time because you at that time didn’t see the 
need of specializing in some one line. Now for the 
last two or three years, together with the high 
cost of living and other expenses you didn’t realize 
would reach you, you have lost your nerve; you’re 
not as good a man as you were the day you first 
took the stove job because then you had enthusiasm. 
Now you lack enthusiasm as applied to your present 
work. Your heart is not in your work. Your 
work is becoming drudgery. You can’t do yourself 
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justice and you can’t give your boss the kind of 
service that he expects you to deliver. 

“Yes, I know, you can argue all you want to, but 
it will not do any good. You know what I say is a 
fact. I have been in this blacking can ever since 
you took the stove work. I watched you all the 
time and I watched stove men before you. I have 
been waiting for the chance,to pop out and give 
you this line of talk, but I never thought the time 
was just ripe until I noticed the half-hearted man- 
ner in which you started this present job. 

“Now I asked you how you'd like to be a business 
man and watch the other fellow do the shinin’. 
You fell for it. I knew you would, but what can 
you say to back yourself up? What experience 
have you had? What do you know about buying? 
What do you know about selling? What have you 
been doing with your spare time? Didn’t you 
realize that the time would come when the stove 
job would become tiresome? No, your poor boob, 
there are a lot like you. You’re not alone, my 
gracious, no. There are clerks galore, men in all 
lines, doing just like you. Efficiency is what counts; 
you are a down and out; you’re in a rut; you don’t 
like blacking stoves; you don’t like being a stove 
man, yet because it pays you so much every Satur- 
day night you’d rather be one than take a chance. 
Your, judgment tells you to break away but about 
the time you decide to do it you get a chill; you 
think your family might have to go hungry; your 
judgment lacks the power of decision, chance beck- 
ons you on, judgment stays you. You can’t make 
up your mind. 


The Easiest Way 


“Now, if some one gave you a hardware store 
you’d fizzle it. You haven’t prepared yourself for 
added responsibilities. There are a lot of clerks 
just like you. They are in a rut because when they 
had a chance to prepare for bigger things they took 
the easiest way—they just drifted. 

“They took the easiest way. It is easy to be a 
second-rater but it takes a lot of work to become 
a top-notcher. You’re just like the majority of 
men that fail. One reason you'd fail is because you 
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lack originality. You'd follow the beaten path in 
your business methods because it would appeal to 
you as the easiest. You'd follow the B@aten path 
because your father followed it. You’d be afraid 
to be original. You’d think you weren’t running 
your business right. 

“Now, Mr. Stove Man, supposing I was in the 
hardware business. I am going to outline some of 
the first things I’d do: 

“To start with, this is a nice day but deucedly 
hot. I’d start right in and capitalize this warm 
weather, but right here, mind you, I wWouldn’t do 
anything unless I had enough money to finish what 
I started. 

“First I’d set aside so much mofiey for advertising 
purposes. I’d call this account John Jones or Bill 
Smith and I'd start right in making John Jones 
or Bill Smith my right hand bower. 

“In the first place this store has a brown front. 
Hall up the street has a brown front and the King 
Hardware farther up has a brown front and over on 
the next street Brown has a black front. He 
is the one that should have a brown front. He 
could be Brown of the Brown Hardware. He could 
make brown advertise for him. I’d scrape the front 
of this old store and paint it ‘yellow or red, a color 
that would stand out strong. I’d paint my delivery 
automobiles the same color and in my window dis- 
plays I’d favor the same color. 

“T’d charge my advertising and remodeling  ex- 
penses to John Jones or Bill Smith. Every month 
I’d credit Jones or Smith with his salary. He’d 
be on my pay roll all the time. As advertising re- 
turns came in I’d increase his wages together with 
my other help that were proved producers. As 
Jones or Smith became more valuable I’d give them 
more work to do. They would have to prepare 
live advertising for the paper. They would have to 
keep the outside publicity going strong. 


Hot Weather Attractions 


“Getting back to this hot weather, I’d make it 
sell not only refrigerators and ice cream freezers; 
I’d make it sell general hardware; I’d make a 
specially strong play for the women’s trade; when 








An appeal to the man who likes to do odd jobs about the house and grounds 
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A display of oils and greases 


you corral the women’s trade you are going some. 

“Now don’t fall dead! I’d buy a soda fountain. 
Jones or Smith would pay for it. I’d set it up in 
the front of the store. It might be better adver- 
tising to have it farther back; that is, it would 
likely show up the stock stronger by getting the 
people to the rear, but by placing it in the front 
I think I could make it pay the expense of opera- 
tion, possibly make a profit that could be credited 
to Jones or Smith. 

“I’d advertise that the Yellow Front Hardware or 
the, Red; Front Hardware would give a coupon with 
every dollar purchase entitling the holder to ice 
cream or soft drinks. I’d make that coupon re- 
deemable at the fountain for one woman and as 
many children as she had with her. Ice cream and 
soft drinks give a good margin of profit and that 
profit would revert to the customer. I’d make the 
Yellow Front or the Red Front the only store in 
town selling quality hardware and soft drinks. I’d 
make that fountain attractive and I’d charge the 
regular service price for any one that did not buy 
hardware. I’d get a mixologist that knew how to 
be courteous and besides handling the soft drink 
department he would be expected to have a selling 
knowledge of such goods as were directly adver- 
tised with his department. 

“For instance during the hot months near his de- 
partment would be displays of ice cream freezers, 
a couple of refrigerators, ice tongs, ice picks, ice 
shavers, lemon squeezers, everything suggestive of 
hot weather comfort. He would be expected to ex- 
plain how a certain freezer would make delicious 
ice cream or about the system of cold air circulation 
that made the refrigerator premier of its kind. He 
would not be expected to make the sale. He would 
be the man to dispense ice cream and information 
and to radiate sunshine. If a customer became 
interested he would sound the S. O. S. call and a 
salesman would respond. 

“In the fall when the air became crisp he would 
serve hot drinks and lunches. Some woman who 
had won a medal for turning out delicious pies and 
cake would be prevailed upon to use a stove featured 
by the store. The products would be served in the 
store and would serve to advertise the merits of 
the range on display near the fountain. 

“With this display would be featured cold 
weather suggestions—heating stoves, gas heaters, 
gas logs and oil heaters. Dozens of articles would 
suggest themselves that would insure a constant 
change of display. With the first snowstorm would 
come sleds and skates, snow shovels and heavy 
brooms for sweeping the walks. With the advent of 
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the rainy seasun, door mats and foot scrapers and 
countless other articles. 

“Jones or Smith would furnish the money for the 
women’s rest room. It would be located in the rear 
of the store. It would be furnished attractively . 
with a desk, stationery, telephone, easy chairs, rugs, 
mirrors, etc. On small tables and stands would be 
displayed a few pieces of aluminum ware; special 
articles such as vacuum cleaners, electric irons, 
etc., would be featured but not in such a way that 
they would dominate and destroy the comfy feeling 
that the room would be expected to give forth but 
rather in a way that would suggest that they ‘just 
growed there’ and were a part of the decorative 
features. 

“The fountain would be featured in all the store 
advertising; the women’s rest room would also 
be featured; it would be featured as the logical 
place for Mrs. Moore to telephone her friend to meet 
her before starting on her shopping tour. It would 
be featured as not so much a part of the Yellow 
Front or the Red Front store but a separate depart- 
ment for the accommodation of the women.” 

Just at this point the boss came out. The Stove 
Man grabbed his brush and the elf dived in the can. 
The Stove Man thought it was all off but pretty 
soon he heard a wee small voice and there was the 
elf again, sitting on the edge of the can with stove 
blacking dripping from his feet. He opened up 
with: 

“Who was that just came out? Oh, yes, the boss. 
I thought that was who it was. You scared me 
more than he did. The way you jumped at that 
stove. You can’t fool the boss. He knew you hadn’t 
been working for twenty minutes. After this when 
you are caught loafing the best thing you can do is 
to keep on loafing and not get excited. The boss is 
human just like you are but he hates deception. He 
caught you loafing this time but the next time he 
may catch you working, but if you keep trying to 
put one over on him he is going to put one over 
on you. He'll get suspicious and first thing you 
know you'll be on the carpet. You start working; 
you don’t have to use all your intelligence to black 
a stove. You can reserve enough to absorb what 
I have to say. 

“We have the store with the new front; we have 
Jones or Smith working for us. We have the soda 
fountain and the women’s rest room; as long as we 
started in on hot weather suggestions we might 
as well feature more of thém. 

“You have a refrigerator that is alive with good 
strong selling arguments. You sell a lot of them 
but you want to sell more. You would give a good 
deal if you could tell every housewife in your city 
about their merits. You can advertise in the papers 
and you reach a certain percentage. Satisfied 
users are your best advertisements. They tell 
others. You make many sales in that way. You 
feature the refrigerators in window displays. That 
helps. You are doing the things the average store 
does. 

“The average store is not a Yellow Front or a Red 
Front store, so to keep your originality before the 
public you must not only use the ideas just enum- 
erated but you must get something more original. 
Very likely half the women in this city either do 
not own a refrigerator or have one that is not satis- 
factory. If you can reach them with a good strong 
punch many of them will buy during the hot months. 

Refrigerator Advertising 

“Now you might get out special advertising and 
have it delivered from house to house. A boy slips 
it under the front door and rings the bell. The 
woman comes to the door and finds the ad. Is she 
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mad? Oh, no, not at all. Does she read it? If 
she does, she doesn’t know it. 

“Now as our store is different we have got to keep 
on making it different. We have got to put our 
individuality behind everything we do. When I 
dived in the stove polish this last time I came up in 
the ice plant and talked with the chief engineer. I 
told him I had a couple of ideas. He said he didn’t 
have any and wanted to see one so I told him we 
were selling a lot of refrigerators, that we wanted 
to sell more and we wanted to make our refrigerator 
sales distinctive; we wanted to do something differ- 
ent to harmonize with our store individuality. I 
told him that when we sold a refrigerator we want- 
ed to have the delivery boy take it to the ice plant 
and get the box filled with ice; that we didn’t intend 
to pay for this service but that we would send 
along the store card with the name and address 
of the customer on it and that when we would de- 
liver the refrigerator that we would mention that 
we had it iced through the courtesy of the ice com- 
pany. He thought this was hot stuff because he 
knew that if they could deliver the customer their 
first ice that they stood a good chance of getting 
the customer’s business. He said it was a dandy 
scheme and right while I had him going I let loose 
with my big drive. 

“TI knew how pleased the customer would be with 
our extra service of icing the box and I was enthus- 
iastic when I popped my main idea. He listened and 
was real serious for awhile and I thought maybe 
something had gone wrong with the machinery for 
the air became awful cool; it was real chilly but 
finally he laughed and then he said the idea was 
feasible and that he would do it but that I would 
have to do all the work preparatory to pulling the 
stunt. Now the stunt is this: We are going to get 
three thousand nice form letters; they are going 
to look and act like real letters; they are going to 
radiate store individuality; they will paint a picture 
of our refrigerator that will be an artistic master- 
piece; they are going to explain how our refrigera- 
tor is always clean, sweet-smelling, germ proof, eco- 
nomical. The word picture we paint is going to be 
so natural that the housewife will at first think she 
has found a bouquet of choice roses. We are going 
to make this letter mighty interesting because it is 
going to be read. 

We will put these letters in envelopes together 
with a lead washer or something weighty enough to 
make them sink; then after the envelopes are suit- 
ably inscribed they will be sealed and dipped in 
melted parafine to protect them from water; they 
will then be fastened in clusters of six to a thread— 
equally spaced so they can be suspended in the water 
that forms the cake of ice; they will be frozen in 
the ice cake and to-morrow or next day Mrs. Koots 
is going to notice that there is a letter on the ice 
for her; she is going to get real excited, the best 
way to get a woman excited is to arouse her curios- 
ity. She can see the letter in the ice and she can 
read part of what it says on the envelope. It says 
that the evidence in the envelope directly concerns 
her family and that the writer takes this method 
of delivery to avoid complications with the Govern- 
ment mail service. She is going to wonder about 
that letter; she may wait and she may not. Chances 
are that she will bust that ice cake right open. Will 
it work? Why not? The chief said he would 
freeze them up for $10 a thousand and see that the 
ice containing the letters was segregated for fam- 
ily use. 

To Move Electric Fans 


“By the way, I noticed that you had a big stock 
of $5 electric fans. You have a couple going in 
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the front of the store. They’re not selling as they 
should because they are not featured very strong. 
Suppose you get out a dozen cards about 8 x 10 in. 
featuring the fan, its price and where it can be 
purchased. Then take a dozen fans; go to the bus- 
iest office buildings in town, take a fan to the sup- 
erintendent of the building. Supremely tell him 
that in five minutes you can hook up the little fan 
in the elevator so that it will keep the passengers 
cool; tell him it is his while the warm weather lasts. 
Then fasten the little fan securely to the side of the 
cage, screw the connection in a socket from which 
you have removed the electric light, fasten the Yel- 
low Front or Red Front card under the fan, give the 
elevator man the talking points and tell him that as 
long as he looks after it and helps steer possible 
customers to your store that he can keep it there. 
Then hustle back to the store and feature a display 
of those fans on yellow drapery in the window of 
the Yellow Front store and explain how they are 
installed in the elevators about town and request 
the public to note the breeze thy kick up—all for 
a Yellow five-dollar gold piece.” 

Zowie! He was gone. Fell backward into the 
can. The Stove Man prodded around in the can 
with a ruler but there was nothing there, just stove 
blacking ; perhaps he will come again some day. The 
Stove Man hopes he will because he had some stuff 
that the Stove Man thought was good and he 
couldn’t produce that kind of stuff without the little 
elf helping him out. 


The Window Displays 


The Stove Man believes that an apology is in 
order this time for the quality of the display 
pictures featured with this article. The store that 
employs the Stove Man is so located that back- 
grounds in the display very materially darken the 
interior of the store. The Stove Man believes that 
a display without a background is like a ship with- 
out a rudder. However, to get around this and 
give displays to readers of HARDWARE AGE that will 
be of use to the display men he has arranged to 
construct a display window in the stove room in the 
rear. This will allow him to standardize his dis- 
plays. They will produce better pictures doing 
away with the troubles incident to lighting effects 
that frequently destroy the photographer’s best 
efforts. 

The display of Sperry telephone brackets is what 
the Stove Man terms a comparative display. It 
shows two desks, one of which is equipped with a 
Sperry telephone bracket. The Sperryized desk 
brings out system, law and order, the telephone 
always within reach, capable of extension to any 
part or side of the desk, yet held high enough to 
preclude the possibility of upsetting the ink or 
mussing up the papers. The other desk features 
old methods showing the absence of the bracket 
with its littered desk, telephone upset, receiver on 
the floor, ink spilled over the desk top, ruining nu- 
merous papers, etc. The show-cards tell the story. 

The display of tools features tools for the wood 
worker, for the man that likes to do odd jobs 
around the house, as well as tools for the expert 
mechanic. Sand and emery paper, liquid glue, brads 
and cabinet clamps were also shown. 

The Monogram display features oils and greases. 
The display cards are brought out in the form of 
slogans. The huge can in the back is made from 
beaver board and the slogan used features “On sea, 
on land, or high in air, Monogram users are qual- 
ity choosers.” 

This display was put together hurriedly but was 
productive of greatly increased sales during the two 
weeks it was on display. 








Taxes—Webb Bill—Bundle Toting—Effects of the Drafi— 
Tin Plate Shortage 


By W. L. CROUNSE 


WASHINGTON, Aug. 27, 1917. 

ONGRESS has decided to adopt General Grant’s 

motto, and will “fight it out if it takes all sum- 

mer.” All thoughts of early adjournment have 

been abandoned, and it now seems likely that the 

present session will merge into the regular session, 

which will begin next December, with the possibility 

of a short recess of a few weeks in October or No- 
vember. 

The decision of the Congressional leaders not to 
go home, but to stick it out on Capitol Hill regard- 
less of the thermometer, is due chiefly to the feeling 
in both houses that the legislative branch of the 
Government should either be doing business in 
Washington throughout the period of the war or 
should be represented by some such body as the 
Joint Committee provided for in the Weeks-Owen 
amendment to the Lever food-control bill. Presi- 
dent Wilson took the position that the appointment 
of such a committee to “supervise war expendi- 
tures” would be a reflection upon the administra- 
tion, and in deference to this view Congress yielded, 
and the amendment was withdrawn. 


All Roads Lead to Washington 


The incident changed nobody’s opinion as to the 
necessity for Congress to stay on the job, however, 
and the result is that both Senate and House will 
remain at work indefinitely, to the great delight of 
the managers of the Washington hotels and board- 
ing houses. 

Never before in the history of the Capital City 
have the hotel proprietors and the local landladies 
seen so much money as has been flowing in upon 
them in a golden tide during the past six months. 
Prices have been boosted for everything to eat or 
drink, while the rates for rooms have been jacked 
up from 50 to 100 per cent. 

All this grows out of the summoning to Washing- 
ton of hundreds of big business men to help the 
Council of National Defense and other branches of 
the administration in the exacting work of carry- 
ing on the-war. In addition, a lot of other big 
business men have come along to keep an eye on 
what is being done, especially in the way of revenue 
legislation. 
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Contrary to the accepted notion, these big fellows 
are very abstemious livers, and the hotels won’t 
make much money charging regular rates for a 
bowl of bread and milk, a plate of ice cream and a 
glass of iced tea, which is about the usual luncheon 
for one of these multimillionaire captains of indus- 
try; so if you tackle a little menu like that at any 
one of three or four of the leading hotels, your 
change from a two dollar bill will just about get you 
home on the trolley. 


More Taxes for the Corporations 


Secretary McAdoo’s latest demand for more 
money by taxation to carry on the war has played 
the mischief with the plans of the Congressional 
leaders for the early passage of the War Revenue 
bill. The Secretary thinks Congress ought to add 
at least half a billion dollars to the revenue-produc- 
ing capacity of the measure, and as both the Ways 
and Means and Finance Committees have exhausted 
all reasonable new sources of income, there is noch- 
ing left but to boost the individual and corporate 
income and excess profits taxes. 

This is nuts for the stubborn minority of the Sen- 
ate, led by the spectacular “Bob” La Follette of 
Wisconsin. These men have been against the war 
from the start, and have pretended to share the 
belief of Chairman Kitchin, the House leader, that 
big business started the war and therefore ought 
to pay the shot. 

The minority members of the Finance Committee 
have caused the Internal Revenue Bureau to prepare 
some extremely interesting figures showing what 
the Senate draft of the revenue bill will do to some 
of the big corporations, and what would happen to 
these same concerns if the high percentages of 
excess profits taxes now in force in England were 
applied to current incomes. We are quite used to 
thinking in big figures these days, but the data 
compiled by the bureau would make even a Wall 
Street promoter sit up and take notice. 


The Steel Corporation’s Contribution 


On the basis of the earnings of 1916, the United 
States Steel Corporation would pay under the Sen- 
ate bill about $93,000,000. On the basis of the prob- 
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able earnings for 1917 this amount would be in- 
creased to nearly $140,000,000. Should Congress 
raise the excess profits tax to the British rate of 80 
per cent, the Steel Corporation would contribute for 
the current year about $320,000,000, and would not 
have enough left to pay any dividends whatever on 
its common stock. 

The Bethlehem Steel Company, on the basis of 
1916 earnings, would pay about $23,000,000 taxes 
under the terms of the Senate bill. This amount 
would be substantially increased if figured on the 
current earnings of 1917, and would go close to 
$40,000,000 at the British 80 per cent rate. 

There can be no doubt in the world that excess 
profits taxes will be increased over the Finance 
Committee’s schedule, and if the war lasts they 
will mount steadily upward with every new reve- 
nue bill. The sky is the only limit, in the opinion 
of Senator La Follette, who argues that in times 
like these a corporation is lucky if the Government 
contents itself with taking its earnings and does not 
actually impair its capital. 

Wiser heads than La Follette’s will finally settle 
this matter, however, and the war will have to 
last several years before the excess profits tax is 
boosted to the British level. In the meantime, let 
us hope that the “big spring drive” scheduled for 
next March will force Germany to sue for a reai 
peace that will mean no more war for centuries to 
come. 


How About That Webb Bill? 


What’s the matter with the Webb bill? This 
question is being propounded in letters and tele- 
grams reaching Senator Newlands’ Committee on 
Interstate Commerce, and is proving a trifle difficult 
to answer. 

This important measure, legalizing combinations 
of manufacturers and dealers for the exploitation of 
foreign trade, is in the Congressional doldrums. 
The winds that waft war measures like the revenue 
bill, the embargo bill; and other similar legisla- 
tive propositions do not seem to fill the sails of the 
Webb bill. 

The fact is, the opposition to this measure in the 
Senate—which is under the leadership of the same 
men who fought against preparedness and who are 
now embarrassing the administration in every pos- 
sible way in the conduct of the war—is strong 
enough to put it in the category of “contested meas- 
ures.” This fact prevents the Senate from taking 
the bill up at odd moments when the revenue meas- 
ure has been temporarily ‘laid aside. Only uncon- 
tested measures can be considered in such inter- 
vals. 

This does not mean, however, that the Webb bill 
will not be passed at the present session. The need 
for it is as great as it ever was, and the influences 
behind it are even stronger to-day than when the 
measure was reported from committee. 


Must Have a Clear Road 


In view of the opposition, however, it will be 
necessary to clear the legislative right-of-way before 
the bill can be brought up with any assurance that 
a vote can be had upon it, and of course this means 
that no further steps can be taken until the revenue 
bill, which is the “unfinished business” of the Sen- 
ate docket, has been passed and sent to conference. 

Opponents of the Webb bill are tinkering with a 
series of amendments which they propose to offer 
when the measure is called up. This action is not 
to be taken in good faith for the purpose of im- 
proving the bill, but merely to load it down with 
modifications which will make it necessary to send 
the measure back to the House for concurrence in 
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the changes. This is a parliamentary trick that 
was old when Noah built the Ark, but it is fre- 
quently very effective, and it always results in delay. 

It would force the bill into a conference com- 
mittee where several weeks might be spent, and 
where the Congressional dentists might pull some 
of the perfectly good teeth which the measure pos- 
sesses, and which its friends intend it shall keep. 

The opponents of the Webb bill, however, are 
losing sight of one very important fact, and that 
is that Congress will probably sit almost continu- 
ously until March 4, 1919. With eighteen months 
in which to secure consideration for any meritori- 
ous measure, it will be exceedingly difficult for a 
minority to prevent final action. 


Boosting the Bundle Toting 


The Council of National Defense, the War Econ- 
omy Board, and the various local councils co-operat- 
ing with these organizations, are rapidly making 
a national issue of the subject of curtailed store de- 
liveries and discounts for bundle toting. Like 
every other proposition that interests a great many 
people, it has two well-defined sides, and many 
champions of both. 

Speaker Clark, who is usually very level-headed 
and fairly conservative for one of his extraordinary 
political experience, has managed to get off on the 
wrong foot concerning discounts for bundle toting. 
In a gallant attempt to assist Mrs. Newton D. 
Baker, wife of the Secretary of War, who is push- 
ing the discount propaganda, the Speaker, in a 
public statement, insists that the dealers who are 
relieved from the necessity of delivering their cus- 
tomers’ purchases should make a “reasonable dis- 
count,” and thus pass on to the consumer “part of 
the money saved.” 

The trouble with the Speaker’s proposition has 
been pointed out a dozen times since this agitation 
was first set on foot. You can’t give discounts 
representing savings due to the abandonment of 
a service department so long as you keep that 
department running, even though you do not oper- 
ate it at full speed. 


To Save Money All Must Tote 


It is a fair proposition that if 50 per cent of the 
average retailer’s customers should decide to carry 
home their purchases he would not be able to save 
enouch to vay an appreciable discount to the bundle 
téters. No merchant will deny this and no con- 
sumer can disprove it. 

In the first place, if bundles are to be toted you 
may be sure they will be the little ones. Anybody 
would carry home a $50 bit of jewelry to save 2 
per cent, which would amount to an even dollar, 
for which you can buy a sandwich, a glass of milk, 
and a piece of pie, even in Washington these war 
times. 

But who will carry home a big two-dollar kitchen 
table to save 4 cents? Who will lug away half a 
dozen 6-lb. flatirons to save 3 cents? 

Every merchant knows, without wasting time 
experimenting, that if he allowed a discount to 
customers carrying home their purchases, they 
would take the little packages and the short dis- 
tances while he would get the heavy merchandise 
and the long hauls. 

It’s a good bet that this store-delivery problem 
will simmer down to the concrete proposition that 
the retailers will all be from Missouri until their 
customers get together and adopt a ‘policy that 
will enable them to dispense with the delivery 
service to such an extent as to enable them to save 
real money. 
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Philosophy for the Shippers 

The appointment of Judge Lovett as the Priority 
Director of the War Industries Board probably fore- 
shadows some difficulties for the merchants of the 
country, which they must meet with all the philoso- 
phy at their command. These are war times, and 
no matter what happens you must continue to wear 
the smile that won’t come off. 

Judge Lovett’s function is to determine what ship- 
ments shall be preferred over others, and in some 
of the sweeping rulings he has made, and will make 
hereafter, very substantial embargoes upon non- 
preferred freights will be created from time to time. 

Judge Lovett’s first order gives preference to 
bituminous coal moving to the Northwest, and has 
already proved a god-send to the people of that 
region. The melancholy days of which the poet 
sings are fast approaching in the Northwest, when 
fuel will be about the most desirable of earthly 
possessions. 

But the transportation of coal in preference to 
everything else will mean the holding up of an 
enormous volume of freight moving in all directions, 
and to meet this condition will require the patience 
of manufacturers, merchants and consumers alike. 

It is a mighty fortunate thing for ‘the country 
that a man of Judge Lovett’s ability and wide ex- 
perience in railroad matters has been selected to 
administer the priority statute. If this job had 


fallen to the average two-by-four politician the busi- 
ness men of the country would have felt like choos- 
ing between murder and suicide. 


Draft Hits Merchants Everywhere 


Has the draft curtailed your establishment? If 
not, you are one of the lucky few. 

The drastic regulations of Provost Marshal Gen- 
eral Crowder and the action of the great majority 
of local boards in refusing exemptions, except un- 
der very extraordinary conditions, have made it 
difficult to keep any organization intact, and even 
the munition manufacturers, who are in a preferred 
class, are having the time of their lives holding on 
to their absolutely indispensable employees. If 
there should be a second call for another 600,000 
troops, the pinch would be felt in every community. 

The War Department officials have made the in- 
teresting discovery that the retail merchants, the 
banks and the insurance companies are furnishing 
more than their quota of soldiers, but there’s no 
way to relieve the situation. The only thing to be 
done is to charge it up to patriotism. 

This peculiar condition grows out of the fact 
that in many communities there is a large ex- 
empted class of aliens, the majority of whom are 
employed at some form of skilled or unskilled man- 
ual labor, and there are also many factories the 
employees of which are working on goods being 
made for the Government, thereby earning more 
or less comprehensive exemptions. Inasmuch as 
the quota for each district throughout the country 
was fixed on a basis of population and without re- 
gard to exempted aliens or special occupations, it 
now falls out that in many districts a dispropor- 
tionate burden has descended upon store salesmen, 
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bank clerks, and the like, who have been called in 
large numbers to take the places of exempted me- 
chanics and laborers. This hardly seems fair, but 
in the language of General Crowder, “war-is no . 
picnic.” 


Tin-Plate Shortage Acute 


The Department of Commerce has, just completed 
a census of tin-plate production as compared with 
mill obligations which brings out some very inter- 
esting facts in connection with the shortage of tin- 
plate throughout the world at the present time. 
The situation is critical and will call for the exer- 
cise of much prudence and ingenuity to bridge over 
the war period. 

Returns received from fifteen of the leading tin- 
plate producers of the country indicate an increase 
of approximately 25 per cent in domestic produc- 
tion of tin-plate this year over last year, the re- 
turns for this year being actual for the first half 
and estimated for the second half. The amount of 
this year’s production for export is about one-tenth 
the total output. Practically all of the plate that 
can be produced this year and up to March 1, 1918, 
has already been contracted for to be delivered be- 
fore Dec. 31 next, a manifest impossibility. 

The production of tin-plate in 1914 amounted to 
20,271,683 boxes. In 1915 it rose to 22,925,437 
boxes, and in 1916 to 26,979,994 boxes. For the 
first half of 1917 the reported output is 16,038,732 
boxes, and the estimated production for the second 
half is 16,859,865 boxes, making a probable total 
for the year of 32,898,597 boxes. 


Mills Two Million Boxes Behind 


The extraordinary increase in production during 
1917 would seem sufficient to take care of all de- 
mands, but some figures regarding distribution 
gathered by the Department indicate that there will 
be a very substantial shortage. On June 30 the 
mills were behind in their shipments under con- 
tract 2,424,261 boxes for domestic consumption and 
982,984 boxes for export. Contracts for delivery 
during the second half of 1917 aggregate 13,747,730 
boxes for domestic consumption and 1,346,293 boxes 
for export, making the total obligations of the mills 
for delivery during the last half of 1917, 18,501,218 
boxes, or nearly 2,000,000 boxes more than the esti- 
mated production. 

These figures show the very urgent necessity that 
substitutes for tin-plate be used to the greatest 
possible extent. The Government’s demand upon 
the steel producers is continually growing heavier 
and this may at any time result in decreasing the 
allotments of sheets to the tin-plate producers, 
thereby resulting in a diminished output of the 
finished product. 

It is understood that the utilization of fiber and 
paper cans as substitutes for ordinary tin cans has 
made great progress and that the use of tin con- 
tainers is now almost altogether limited to food 
products. Our European allies are up against a 
similar problem and are using great ingenuity in 
the utilization of substitutes for the ubiquitous tin 
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A Letter from Secretary 


Redfield to a Legislator 
Seeking Light 


AuG. 24, 1917. 
My Dear Sir: 

I have not been able earlier to reply to your favor 
of the fourteenth. 

The suggestion that our country now state can- 
didly its terms of peace is a trap for the unwary. 
It is that which Germany would like to have us do. 
To urge it brings aid and comfort to the Kaiser’s 
cause—not indeed consciously or of desire, but be- 
cause so doing one clouds the issue and loses the 
substance in the shadow. 

Furthermore, it is rarely wise to seek detailed 
specifications of an eternal principle. A man may 
say in good faith: “I love my son,” and I, a pos- 
sible doubter, may say to him: “Give me details 
of what you mean to do when you so say.” Another 
says: “I hate wrong-doing and oppose it.” Surely 
this is sound, but comes a doubter saying: “Tell 
me in detail what you mean by opposing wrong- 
doing. The principle is good; what is your prac- 
tice concerning it to be?” In both instances differ- 
ent men would answer differently. Circumstances 
would alter cases. Unknown events would change 
the outlook so that what the man would say to-day 
for love of his son, he might not do next year, and 
what the man would do next month in opposing 
evil the following month he might seek occasion not 
to do. Principles are sound and solid. Details as 
to how one would in every future case apply a prin- 
ciple are impossible things to ask. Terms are one 
thing, ends or purposes are another. 

Let us then seek the solid ground of principle. 
There are two political ideals in the world—autoc- 
racy and democracy.- These two are antagonists. 
One must overcome the other. The one is imposed 
from above. The other rises from below. The 
result of one in its extreme is slavery. The result 
of the other in its extreme is freedom. 

This war is a clean-cut fight between autocracy 
and democracy. It must be fought out whether we 
will or no. If not fought out to-day, then it will be 
fought out later on. It has been a world-long and 
world-wide conflict. It is the great political con- 
flict of the ages rising anew to threaten us. It is 
an incident merely that the physical locality of the 
fighting happens to be across the sea. The attack 
of autocracy is aimed at the very core of things 
we hold sacred and of which we are, we hope, the 
greatest exemplars in the world. Your right to 
speak, to vote, to act by your own conscience and 
judgment is directly attacked in this war. Autoc- 
racy has shown its cruel teeth in the war and has 
declared itself by its acts to be that which through- 
out the ages it has been. It is cruel, lustful, bar- 
barous, selfish. Before autocracy, Belgium, Serbia, 
Montenegro, Poland have gone down. With autoc- 
racy the Turk has normally allied himself, and the 
massacres of Armenia respond in kind to the rape 
of Belgium. Autocracy has adopted “frightfulness” 
as its watchword, and in the name of “frightful- 
ness” murders women and children in defenseless 
towns, sinks hospital ships on which its own 
wounded are conveyed, and sends women and chil- 
dren to a watery grave that it may have its own 
ruthless way upon the sea. Autocracy attacks—de- 
mocracy defends. No man but knows that every 
allied nation sought only peace and that autocracy 
was the aggressor. 

If it be not sufficient that this desperado is abroad 
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in the world murdering the small peoples and seek- 
ing deliberately, as its own philosophy proclaims, to 
impress itself through a fancied superiority by force 
upon other peoples, we may look at what we our- 
selves have suffered. Here the President has stated 
the facts with candid clearness. Our sailors on 
their lawful errands have been murdered. Our 
women and children, traveling where they had a 
lawful right to be and in conditions under which 
they had a lawful right of protection, have been 
deliberately drowned. 

What do we seek? We seek an end to these 
things. We seek an end such that autocracy will 
never again lift its head to threaten man. We hope 
it will be such an end that this cruel ruthlessness 
will forever cease to be. I hope the system out of 
which it rose and which gives it vigor may pass 
away and that broadly whatever needs to be done 
will be done to forever remove this menace from the 
earth. 

Yours very truly, 
WILLIAM C. REDFIELD, Secretary. 


Edward L. Frantz Severs 
Connection with Frantz 
Premier 


DWARD L. FRANTZ has just 
disposed of his entire stock 
interest in the Frantz Premier 
Company of Cleveland, Ohio, and 
resigned from his office of Vice- 
president and general manager, 
thereby entirely severing his 
connection with the company. 
Mr. Frantz is the founder of 
the company and one of the pio- 
neers in the vacuum cleaner in- 
dustry. Six and one-half years 
. nts ago he recognized the vacuum 
ree ee cleaner as a device destined to 
become an absolute necessity in every household. 
He then proceeded to place the Premier electric 
suction cleaner, as it was first called, on the market. 
In a small one-room factory the first cleaners 
were manufactured. Due to good business methods 
and the quality of the product the cleaner met with 
‘the instant appreval of dealers and housewives. 
The business began to take on tremendous pro- 
portions and the cumpany found itself occupying 
several thousand square feet of floor space. The 
name of the cleaner was changed to Frantz Premier 
and soon the company found itself crowded in the 
large quarters they then occupied in the Whitney 
Power Building. Finally the present “Home of the 
Frantz” was built on Ivanhoe Road, Cleveland, 
Ohio, and stands to-day a monument to the excep- 
tional business ability and keen foresight of Ed- 
ward L. Frantz, the man who conceived the idea 
of emancipating womankind from the drudgery of 
sweeping. Mr. Frantz will no doubt wish to take 
a well-earned vacation during the next few months. 


Jobbers and Manufacturers 
to Meet in October 


HE National Hardware Association and the 

American Hardware Manufacturers’ Associa- 
tion will hold their next joint convention at Atlantic 
City, N. J., Oct. 17, 18, 19, with headquarters for 
both associations at the Marlborough-Blenheim. 
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Pushing the Sale of Ranges 
By W. B. Stopparp. 


WITH the approach of winter the thoughts of 

the householder turn to stoves and ranges, 
and all hardware men know that this is the time 
their sales should be most actively pushed. Of 
course, the mere showing of stoves will interest 
those who have already made up their mind to buy, 
but the object of efficient advertising should be not 
only to cater to these prospects, but to present the 
goods in such an attractive manner that they will 
be brought to the attention of those who had previ- 
ously given little thought to the subject. 

One of the most effective methods of gaining 
publicity was adopted by a leading firm of Salt 
Lake City, Utah. The Freed Company, which in- 
serted in the local newspapers and those of the ad- 
jacent towns the following advertisement: 

THE BIRDS ARE FLYING SOUTH 
They know that cold weather is coming and are pre- 

paring for it 


AREN’T YOU AS WISE AS THE BIRDS? 
For further particulars see our show windows 


This ad told just enough to pique further curios- 
ity, and it is needless to say that scores of people 
went out of their way, or even made special trips to 
town, to see the show window of this firm. 

Their curiosity was well rewarded, for it was a 
novel and attractive scene that met their eye. The 
window was fitted up to represent a modern kitchen, 
with walls of sanitas in blue and white, and a large 
screen, with panels of cardinal burlap, concealing the 
entrance to the dining room. In the kitchen a coal 
stove, with pipe attachment, and a gas range were 
shown. In front, and on the wall, was a full selec- 
tion of enamel and aluminum cooking utensils, a 
sign in their midst advising: “Given away free 
with our ranges during our great stove sale.” 
Around them, as a border, were set various stove 
parts—fender, door, ash pan, grate, etc. 

Special stress was laid on the efficiency of the 
gas range, a sign on it reading: “Your refrigerator 
is lined with enamel, why not your gas range?” A 
series of cards, uniform in size, extolling the merits 
of the range, were set up around the rooom: 

“WIFE SAYS: The trimmest looking, easiest 
operated, and most sanitary stove on the market.” 

“HUSBAND SAYS: We cut our fuel bills over 
25 per cent this month by using it.” 

“COOK SAYS: I’ll never take another job where 
they don’t have one.” 

“DEALER SAYS: For quality, style, economy, 
practicability and convenience I heartily recommend 
them.” 

“GRANDMA SAYS: I have used one for many 
years and always recommend it to my friends.” 

“REPAIR MAN SAYS: I’d be put out of busi- 
ness if everybody used one.” 

The most popular feature of the window, however, 
which caused everybody to pause, was a flock of 
papier maché birds, life size, natural colors— 
canaries, redbirds, robbins, swallows, blue jays, 
blackbirds, ete. These were suspended from the 
ceiling by slender wires. An electric fan, concealed 
in the background, kept them in motion, and as thé 
wings were outspread they looked as though they 
were flying. To the feet of each bird was attached 
a card bearing some local street address, and a large 
card in the front of the window advised: 

“If your address appears on any bird in this 
window come in and get the bird, FREE.” 
The addresses were picked at random from the 
street directory, care, of course, being taken that 
the majority were from sections where the resi- 
dents would be most likely to become purchasers. 
No better way of attracting attention to a line of 
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stoves could be imagined, as anyone who stopped 
scanned the contents of the window closely to see 
if his name and address were on any of the cards. 
Naturally in so doing he could not help taking in 
the entire contents of the window—the cards scat- ° 
tered through it serving to fix in his mind the ad- 
vantages of possessing a gas range. The price, of 
course, was plainly stated, and same could be paid 
in cash or in weekly or monthly installments, if so 
desired. 


Cleveland Dealers Play Ball 


HE annual outing of the Cleveland Retail Hard- 

ware Association, Cleveland, Ohio, was held at 
Crystal Beach about forty miles west of that city, 
Aug. 15. In keeping with the tendency of the 
times, the association decided to eliminate much of 
the liberal expense that it has gone to in providing 
the entertainment for outings in previous years. 
However, the three hundred who attended had a 
very enjoyable time. 

The entertainment program was limited to a ball 
game between the wholesalers and retailers, which 
was won by the former, and a tug of war between 
the West Side and East Side retailers, which was 
won by the latter, and various contests for the chil- 
dren, of which the fathers and mothers were inter- 
ested spectators. 


T. A. Willson & Co., Inc., Read- 
ing, Pa., have recently announced 
that Harry G. Seltzer has been 
appointed assistant sales man- 
ager of the company. Mr. Selt- 
zer, formerly United States Con- 
sul to Breslau, Germany, and a 
recognized authority on domes- 
tic and foreign trade, will inter- 
est himself largely in his new 
position with educational work 
in goggle protection. He will 
work in close contact with manu- 
facturers and also the hardware 
trade and the automobile public. Mr. Seltzer was 
until recently identified with the State Department 
in the office of the Foreign Trade Advisor. 


H. G. Seltzer 


This fixture for the display of electric lamps was made 

by a local carpenter for the Auerbach hardware store, 

Cleveland, Ohao. Mr. Auerbach likes this fixture better 

than the table fitted with sockets and switches which he 

formerly used, for two reasons, it is more convenient 
and it sells more lamps 


THE PENNSYLVANIA RUBBER COMPANY, INC., Jean- 
nette, Pa., at a meeting on Aug. 20 of the board 
of directors declared a regular dividend of 1% per 
cent on preferred and 11% per cent on common stock, 
payable Sept. 29 to stockholders on record Sept. 15. 
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Prospects of Freight 
Congestion 


OME railroad officials have assured ship- 

pers that a serious freight congestion is 
in prospect. This is rather disturbing, when 
the news lately has been of better results in 
transportation, for the monthly reports of 
car supplies have been showing decreasing 
shortages, and shippers generally have had 
less cause for complaint than during the win- 
ter and early spring. The Lake coal and ore 
movement has been smoother than expected. 

The railroads have been hauling the record 
freight tonnage in their history. Their car- 
rying capacity has been increased by resort 
to. certain expedients adopted on account of 
the war. The railroads of the country are 
being operated, in theory, at least, as one 
system. By a vigorous propaganda car load- 
ings have been increased. Many passenger 
trains have been annulled, while others have 
had their time reduced so that their move- 
ment is less of a misfit with the more slowly 
moving freight trains. 

The danger ahead, according to the predic- 
tions, is on account of the heavy movement 
of building materia] to the sixteen army can- 
tonments, and later the movement of men 
and food to them. It is to be noted, however, 
that already a great deal of material has been 
moved to the cantonments and general con- 
ditions have not suffered. 

The question whether there will be a 
greater strain upon the railroads one month 
or three months hence hinges largely upon 
whether the progress toward greater effi- 
ciency can continue. If all that can be done 
has already been done it will be impossible to 
stand a farther straining of the physical 
equipment. 

The building of the cantonments is new 
work, necessitating freight movement that 
would not occur if we were not at war. The 
feeding of the men in the cantonments is 
nothing new; they would have to be fed in 
any event. It is a question whether in rush- 
ing construction material to the cantonments 
the dislocation to other traffic has not re- 
sulted in some decrease in the total of rail- 
road efficiency, for speed has been the sole 
desideratum. In the case of furnishing reg- 
ular supplies to the cantonments, once they 
are in operation, system can be employed, 
and perhaps the movement of food will in- 
volve less work for the railroads than the 
movement of the food that has been going 
to the men at their homes, for the movement 
certainly can be systematized. 


Comment 


A very large proportion of the men as- 
sembled at the cantonments will be taken 
from the ranks of productive industry. Nec- 
essarily certain industrial operations will be 
slowed down, requiring less raw materials 
and producing less freight. The conclusion 
is unavoidable, and the change may amount 
to a material reduction in freight traffic. 

Thus there seems to be a possibility that 
an increase in the freight congestion may be 
avoided, but the situation is full of dangers. 
It is unfortunate that the plan for the Gov- 
ernment to purchase freight cars to help 
out the railroads was abandoned. Nothing 
has been heard of it for weeks and the ex- 
planation offered is that just after it was 
proposed the railroad situation improved. 
That was hardly sufficient cause, for there 
was no proof that the improvement was to 
be permanent. There is reason to doubt that 
it would have been extremely difficult to se- 
cure the plates for the cars. There are re- 
ports of plates accumulating at shipyards 
and there is certainly a great deal of new 
plate rolling capacity being built. At any 
rate it would have been enterprising to speed 
up work on the orders now on the books of 
the car shops so as to clear the way for addi- 
tional orders should it be found desirable to 
place them. 


Insurance May Supersede 
Pensions 


F Government plans now under considera- 
tion are brought to a successful conclu- 
sion, the old military pension system will 
soon be a thing of the past. In its place will 
appear a scientific system of Federal insur- 
ance such as will assure unbiased justice to 
America’s individual fighting men. It is also 
the policy of the men behind the plan to re- 
lieve Congress of a responsibility that takes 
a daily toll of valuable time. For years the 
congressional calendar has been crammed 
with “private bills,” most of which concern 
pension matters, and a very generous part of 
each congressman’s time has been given over 
to what are in reality trivial matters. There 
has also been some suspicion that political 
favor has had an undue influence in the 
granting of certain pensions, and that the 
pension system has stood for a great deal of 
actual abuse. 

There is no question but that the man who 
fights the battles of his country deserves the 
assurance that he and his family will be prop- 
erly cared for, if war incapacitates him for 
assuming that burden. It is not in any sense 
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a form of charity, neither is it a matter of 
congressional favor. It is justice pure and 
simple. We recognize the obligation of the 
employer whose employees may be injured in 
the performance of their work, and many of 
our States passed liability insurance laws. 
The soldier is certainly entitled to the same 
measure of protection as that accorded the 
laborer. If the laborer is assured of com- 
pensation for injury, at the time he begins 
his labors, then the soldier is entitled to a 
like consideration. He should know in ad- 
vance just what he can expect in the way of 
recompense, after the war has sapped his 
health or left him blind and crippled. The 
soldier’s service is undertaken at some per- 
sonal sacrifice, and at a daily wage below 
that of the common day laborer. If on his 
return from the front he is in need of as- 
sistance, it should be granted without hesi- 
tancy. Certainly he should not be forced to 
beg a monthly pittance, as a personal favor 
from some congressman. 

From a monetary standpoint there is much 
to be said in favor of the insurance system. 
The amount appropriated for pensions dur- 
ing the sessions of Congress which ended 
March 4, amounted to over $160,000,000— 
an amount estimated to be larger than the 
proposed national insurance will ever cost 
in a single year—yet it has been some time 
since our last battle with a foreign foe. In- 
surance under a proper system means a 
scientific, accurate and just method of meet- 
ing the pension problem, and it means the 
expenditure of the soldier’s compensation 
money without fraud or waste. 

It is to be hoped. that the proposed legis- 
lation will meet with no serious objection, 
and that an adequate system of war insur- 
ance will shortly be put into effect. The 
individual fighter deserves fair play, and the 
Government should have a system which will 
protect both the soldier and the taxpayer 
from any form of political lust. 


The Right Kind of 


Co-operation 


URING the past few years business has 

been gradually developing what might 
be termed a community interest, until now 
we seem to be entering upon a new era of 
business co-operation. Only a short time 
ago the complaint was more or less general 
among retail merchants that the manufac- 
turer was not giving the full measure of co- 
operation to the dealer selling his product. 
Under the old régime it was apparently the 
object of many manufacturers to load the 
dealer to capacity on some competitive line, 
and then leave him to sink or swim, accord- 
ing to his individual ability and effort. It 
was regarded as good business to keep the 
retail dealer continually over-stocked, under 
the assumption that while in such a condi- 
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tion, it would be practically impossible for 
him to consider the line of any rival concern. 
To be sure many manufacturers put forth de- 
termined efforts to aid the dealer in selling 
the goods purchased, but there was always 
the bitter fight of competition, which pre- 
vented any intelligent effort on the part of 
the makers to increase the demand for any 
particular commodity in a general way. Sel- 
fishness was apparently the key-note of each 
manufacturer’s individual policy, and this 
selfishness was rendered extremely short- 
sighted through jealousy and suspicion. 

It is conceded that the general demand for 
any product comes only after the public has 
become thoroughly familiar with the advan- 
tages of that particular product. There are 
thousands of articles on the market to-day 
which possess real merit, and yet do not sell 
simply because the public is ignorant of their 
value or has some misconception regarding 
their use. Other commodities are selling far 
below the maximum for similar reasons. It 
is not because the individual maker has failed 
to push his product, nor is it entirely because 
he has failed to co-operate with the retail 
merchant in creating a demand. It is mainly 
because there has been no united action on 
the part of the rival manufacturers to popu- 
larize the product. It is only recently that 
there has been any concerted effort on the 
part of manufacturers to create a demand for 
the article rather than for the particular 
make. The results of this new policy are 
clearly seen in the almost universal demand 
for electric appliances, which has been cre- 
ated in a remarkably short space of time. 

In this connection we note with pleasure 
the efforts now being put forth by the Amer- 
ican Washing Machine Manufacturers’ Asso- 
ciation in a campaign to popularize the 
washer and to increase the volume of sales 
through the retail dealers. Washing ma- 
chines have sold well for years, yet it is an 
undisputed fact that there is still much mis- 
conception regarding their value. There are 
thousands of homes in which the clothing is 
still washed by the hand method. Individual 
washing machines have sold to individual 
buyers, but the washing machine idea has 
not been thoroughly sold to the general pub- 
lic. To remedy this condition is the object 
of the washing machine manufacturers in 
their present campaign, which includes the 
publication of literature for distribution 
through the retail dealers, the sole aim of 
which is to make the buying public familiar 
with the advantages of the machine method 
of washing. It is merely another example 
of united effort for a common good. Inci- 
dentally such a movement can result only in 
good to the retail merchants of the country, 
who up to this time have been forced to do 
much of the preliminary sales work. 

Such efforts on the part of manufactur- 
ers will undoubtedly meet with the hearty 
approval of the retail hardware dealer. 
Business as a whole needs more of this right 
kind of co-operation. 
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It wasn’t a parlor story that Bill was telling when the lady bookkeeper suddenly came around the corner! 
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Pattern for a Camp 


By A. F. MUELLER 







Coffee Pot 





FIG. 5, Pattern for Body. 
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FIG. 4. Diagram 
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HIS is an article used when camping, or upon 
any occasion when it is necessary to place it on 
an open fire. The lip or spout and the body 
being in one piece, there are no soldered points to 
be melted. 

Draw a plan of the top and bottom and a plan 
of the lip, as shown in Fig. 1, and from the center 
A° draw lines through the intersections of lip and 
top of pot, as through 1 and d to the plan of the 
bottom, and then will 2, D, F, E, 2’ be a part of the 
base of the frustum of a right cone, and 1, G, d 
part of the top of the frustum, and will be developed 
by the radial method. There are two pieces, one 
on each side of the lip, which are points at the 
top and circular at the bottom, as 2, 3, 4, 5, which 
are of irregular taper, and must be developed by 
triangulation. As the part to the left of the center 
line F-7 is the same as the part to the right of the 


Pattern for a camp coffee pot 









same line, only one-half of the elevation, or Fig. 2, 
is necessary for the development of the patterns. 
Space the bottom of the irregular piece into equal 
spaces, 2-3, 3-4, etc., and from the points draw 
lines to point 1. Space the curved part of the lip 
into equal spaces and draw lines from the points 
to point 5. These lines are bases of triangles whose 
hypothenuses represent the true lengths of these 
lines as they will appear on the pattern. Draw 
a line, as 1-7 in Fig. 4, and with it a parallel line : 
L-L” a distance away, equal to the height of the 
coffee pot. Upon the first line place the plan lengths 
of Fig. 1, as 3-1, 4-1, etc., and from one end of 
each of these lengths draw perpendiculars intersect- 
ing the line L-L”. From points on L-L” draw lines 
to the other end of the corresponding lengths on 
1-7, and these hypothenuses will be the true lengths 
of the plan lines of similar numbers. As from 1 
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draw the perpendicular 1-L, and from L draw the 
hypothenuse L-3, and then will L-3 be the true 
length of 1-8, or as the line will show on the coffee 
pot pattern. 

Draw a line, as A’-F, of Fig. 5, and with A’ as 
center and A-B and A-D of the elevation as radii, 
describe arcs as shown. From F on the arc in Fig. 
5 place the length of the are F-D-2, and from 2 
draw a line ’. Then will FP, G, 1, 2 be the pat- 
tern for that part of, the coffee rot sha y the 
same numbers and figures in the plan. With 1 
as center, and the true length of 1-3 or the hypothe- 
nuse L-3 as radius, intersect an are from 2, whose 
radius is 2-3 of the plan, locating point 3. Con- 
tinue this process until point 5 is located in Fig. 5. 
Then from 5, and with hypothenuse, true length 
of 5-6 as radius, intersect an arc from 1, whose 
radius is 1-6, or the length of the straight part on 
top of the lip, locating 6. With the true length of 
5-6 in the diagram as radius, describe an arc from 
5, which intersect with an arc from 6, whose radius 
is 6-7 of the plan, locating point 7. Then will 
5, 2, F, G, 1, 7 be the half net pattern for the coffee 
pot, of which the other half is a duplicate, and is 
developed in a reverse process, beginning with the 
line 5-7. Or the part developed.can be cut out net 
and turned over on line 5-7 and the other half 
marked from the half pattern. 

All allowances for wiring and seaming must be 
additionally added to the net pattern. 

Some workmen wire the body and the lip, and 
then, when formed into the proper shape, the 
strainer is riveted into place. Other workmen draw 
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a line from 1 to 1’ of the pattern, add material, and 
turn a hem on the lip; then form the lip, and rivet 
the strainer with a wiring edge into place. The 
wire is then placed so that it will be 6n the inside 
of the coffee pot. 

The dotted line across the lip at b, in the eleva- 
tion, shows the lower end of the strainer, and the 
line at d° the end of the small piece on the strainer 
that is turned into the lip to form a head at the 
lower end and close the opening formed by the lip 
on this section. Project b horizontally to A-D, as 
b°, to find the true digtance that b is from,A. Ver- 
tically project b° to the line D-E in the plan, as b’, 
and radially, with A° as center, an arc is described 
indefinitely. This arc is then intersected by a verti- 
cal line from b in Fig. 2, at b in the plan, and then 
will c-b be the half width of the strainer at its 
lower end. 

From A draw a right line, and cross it with arcs 
from B and b°, as at M. From the center line, and 
on each side of it, place on the arc from B half of 
the true length of the top of the strainer, shown by 
f-1 or f-d, in Fig. 1, as at a and a’ in M. In the 
same way set off on the larger arc the half distance, 
c-b of the plan, corresponding to the half width of 
the lower partjof the strainer, as b and b’. Add the 
part turned into the lip, whose length, c-d, is ob- 
tained from the side elevation, or the distance b-d° 
in that view. Connect the points on the ares and 
add allowances for wiring and seaming. Punch 
holes in size and number as desired, but do not get 
them too fine. The handle is a tapering piece 
of tin, wired and riveted with 3 rivets to the body. 





How About This Answer ? 


CLINTON E. MATHER of the Moore Oil Com- 
pany submits the following draft of a letter in 
answer to the problem presented in the last issue of 
The Sentinel, involving a customer of three years’ 
standing, who wants to return $500 worth of mer- 
chandise which has been on his shelf sixty to ninety 
days, because of backward season and slow sales: 
“Dear Sir: When you ask a favor of us we feel 
like granting it without reserve. In fact, there is 
no one we would rather favor in any way within 
reason than yourself, with whom we have had such 
pleasant business relations for several years. 

“Before saying yes or no, however, to your re- 
quest that we take back these goods there are one 
or two points which we think have not occurred to 
you, but which cannot fail to appeal to your sense 
of fairness once you have considered them. 

“We, as manufacturers, you as distributors, and 
your customers as consumers, have to plan ahead 
in business as well as may be, but all of us have to 
take some chances. Now, suppose a large customer 
of yours miscalculates, buys more than he can use, 
keeps the goods two or three months, and then asks 
you to buy them back. Could you afford to do it? 
Surely not at the price charged. If you took them 
at all, wouldn’t it of necessity be at a reduction in 
price sufficient to reimburse you for your expense 
incurred, including expense of selling, and also your 
legitimate profit earned? And wouldn’t it be more 
to your customer’s advantage to keep them? 

“On the other hand, suppose we overstock on raw 
material, in anticipation of a big trade that does not 
develop because of conditions beyond our control. 
Can we throw it back onto our source of supply? 
Suppose we have prepared for big orders from you 
and other customers by manufacturing this raw 
material, putting into it the necessary labor and 
overhead costs, and then a backward season and 


slow sales leave it on our hands. ls there any one 
we can look to for relief? 

“So with the distributor in like circumstances. 
Is it fair for him to seek to shift the burden to the 
manufacturer? You see, Mr. Blank, we are all plug- 
ging for the same end. Each is trying to do his 
part in supplying the needs of the country, at a bene- 
fit to himself. Each has his own rewards and his 
own troubles, and each ought to bear his own bur- 
dens. 

“Now, when a good customer asks us to relieve 
him by taking back goods amounting to one-third 
to one-half of his yearly purchases from us, made up 
of stock he bought and has held on his shelves sixty 
to ninety days, what ought we to say? What would 
you say if you were in our place? Wouldn’t you 
kindly but firmly refuse to take them? 

“That is what we feel compelled to do, much as we 
would like to oblige you. We will help you all we 
can to move this stock, by furnishing you extra ad- 
vertising matter, etc., and the rest should be easy 
for you to handle. Are we right? 


Yours truly, 
—The Sentinel. 


THE HENCH & DROMGOLD CoMPANY, York, Pa., 
manufacturer of agricultural implements, has long 
conducted a large foreign business through New 
York exporters, but to better the service and have 
a direct representative in New York in closer touch 
with this trade, C. K. Turner & Son, 116 Broad 
Street, New York, have been made the company’s 
export representatives. C. K. Turner & Son, who 
have long handled export business for a large num- 
ber of American manufacturers, are equipped with 
the trade literature of this company—English, Span- 
ish and French—and will name factory quotations 
on its goods, which include sawmills, engines, grain 
drills, harrows, cultivators, planters, and a general 
line of farm machinery. 


Publicity for 


Well Written Ad Inaugurates Saturday Half Holiday — A 
Fine Ad on the New Transparent Oven Ware—A New 
Store Paper That Is Making Great Progress 


By Burt J. PARIs 


Inaugurating the Half Holiday 


No. 1 (6 cols. x page depth). The J. H. Ashdown 
Hardware Company, Winnipeg, Canada, has been 
doing some very unusual advertising. Here is an- 
other of the big ads which have stimulated business 
for the Canadian firm to a marked degree. It is 
the work of C. H. Smith, advertising manager for 
Ashdown’s. The occasion for the ad was the in- 


auguration of the Saturday half holiday. In making 
a big publicity drive on this policy, Mr. Smith did 
a wise thing, and made an excellent publicity move. 
Not only will public esteem accrue to the firm for 
its consideration of its employees, but the ideal in- 
troduction of the half-day specials will produce a 


wonderfully increased business. We direct special 
attention to the design used for these items that 
are featured as half-day specials. We think the idea 
a fine one, and worthy of more extended use by 
hardware dealers. No doubt Mr. Smith would ar- 
range to furnish you with proofs so that you could 
have your local engraver make the cuts. The selec- 
tion of articles in this ad reflect careful judgment 
on the part of the ad man. There is an item to 
appeal to every one—housewife, man of the house, 
motorist, and last, but not least, the youngster of 
the house. Note the Red Cross panel in the center 
of the ad; it is one of the strongest appeals of its 
kind we have so far seen. The four illustrations 
down the center of the ad, depicting the uses of the 
four half-day specials in the paint department, is 
unusually clever, and is bound to get the attention 
and interest of the housewife. Altogether this is a 
very effective ad, and there are money-making ideas 
in it for every hardware dealer. 


All About Transparent Ware 


No. 2 (3 cols. x 12% in.). Sooner or later we 
knew we would see an ad entirely devoted to the 
transparent ware which is proving so popular 
throughout the country, and here it is for your 
inspection. From the Haynes Hardware Company, 
Emporia, Kan., comes the ad, and the ad man re- 
sponsible for it surely did one excellent job. In 
strength of display, in readability, in clarity of 
text, and in completeness of appeal, this ad would 
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the Retailer 


be difficult to excel. 


valuable purpose in showing the housewife at a 
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Custard Cups, 6 for 61.20 


PYREX -- 
Heat Retaining Oven Ware 


Transparent, Sanitary, 


Pyrex will satisfy your desires for sanitary bak- 
ing ware, combined with attractiveness of* a 
serving ware. 

Pyrex is Practical 
it is & sturdy oven ware. It is ready for imme- 
diate use and, with reasonable care, will last a 
lifetime. Pyrex never crazes, chips, dents, 
bends or discolors. Food cooked in Pyrex act- 
ually tastes better because it is baked quickly, 
thoroughly and retains its full flavor, for Pyrex 
has the unusual quality of absorbing and retain- 
ing heat to a remarkable degree. 

Pyrex is Economical 
It saves fuel, requires less time to bake, saves 
time in the kitchen and in washing dishes, saves 


food. You serve from the dish in which you 
bake and it saves shelf room in the pantry. 


Pyrex is Easily Cleaned 
And easy to Keep clean Pyrex shows up the 
dirt. There is ne excuse for a speck remaining 
on it. The hard polished surface is odor-proof, 
grease-proof and flavor-proof. 


Pyrex is Attractive 
It is a double purpose ware, a baking and a 


serving ware in one, for you bake in and serve 
from the same dish. 


Pyrex may be seen in every practical shape 
and size for baking at this store. 


Round casseroles .......-..- 
Pudding or baking dish ...... 
Oval baking dishes ..... a. 40c to 60c 
Oblong utility dish ............- ... $1.00 

ececcoececcce »-+ The to B5e 


~~ 70 to $2.25 
. 80c to $1.36 


. . R6c 
.- $1.20 for 6 


A 10 per cent discount on sets of three or more 
—6 ramekins or custard cups considered 

as 1 piece. 

To introduce Pyrex to our customers this set as 

illustrated. 

1 8%-inch Pyrex pie plate -............ 8 

1 1-qt. Pyrex casserole .. 5¢ 

1 oblong bread pan ................. 


” Dated wancacncccccenccoscesscesccecs §RI 
1 8%-inch Pyrex pie plate . 

1 1i-qt dding d e - 

loblong o 

6 rameki 


BE srecpargnbcveceeccccccccuseese 
Special Sets to suit every purse 











No. 2—Tells the story of a household innovation 





The illustrations serve a very 
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During July and Au 
Saturday at One o 


Hardware Age 


Our Employees Are Human=and So Are You | 


When summer comes and the mercury goes up to stay, the human element in business 


breaks out and forces a compromise with Old Sol. 
entitled to breathe outdoor air on 


y afternoons. 


So for two months our employes are 


During July and August this Big Busy Hardware will close every Saturday at one 


o'clock, and we ask you to do your shopping early, so that our employes may en 


real week-ends in the open. 

Incidentally, you will find Saturday morning shopping a help towards fuller enjoy- 
ment of your own week-end, Get the habit during these two months; do your shopping 
early Saturday morning, taking full advantage of these Half-Day Specials. 





Two Deliveries Saturday 
8.30 ad 11 
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*"| . SUNBEAM 
ras |[[] sey. 
oniais Big 26c Value in 

Hones 
When You Polish 
Your Oar 
There's # epray called 
“Cleno”’ that makes the 


est razor—and the price 
gloss just like new and it's 
easy to use—epray it on 


ye half its 25 
e Special c 
and then use « soft ‘cloth 


or chamois to polish with, -DA 


One quart of Cleno Polish, spews 


The Sunbeam Hone 
the kind that pots a keen 
quick edge on your dull 


tee = $1.00 














complete with sprayer, 
IT’S EASY TO TRIM THE EDGES OF YOUR 
LAWN 
With a pair of these 


— Grass Shears—long woo! 
hendies and fine steel 

-DA blades 95 
c 


Special 


=<, 








TEN ONLY, REFRIGERATORS AT 
LOWER PRICES 
Just ten of these splendid 

Refrigerators left to clear at 
very special prices extra 
well meade and finished 
arge and roomy, making s 
splendid refrigerator for the 
average $ 1 3 50 
home . 
Japanese Matting 
Suitcases 
Priced extra low for Satur- 
day—durable and well made, 
sewed leather handles, braas- 
ed lock and fittings—«plen 
did for picnics and holiday 
trips 
22-inch size—Specia 
44-inch suze—Special 


26-inch size—Special, $1.78 








FOR DIGGING THE DANDELIONS 


The Puil-Eze Weeder re 


mo ree the entire 50 eas 








2 Sticks of Shaving 
Soap For the Price 
of One! 

hig Saturcay 

{Dey Bargain at the 

rele-—two 25¢ 

Stic ics of Shaving Soap for 
a Quarter 





Keep the Dust Down 





ust this Big, Busy Hardware Will Close Every 

ock, and we ask you to do your shopping 

early, so that our employees may enjoy 
a real week-end in the open 


Give Till It Hurts— 


Let your contribution reflect 
the honor you would gladly 
pay to these fallen heroes 
the need is great Sti ra 
contribution reac 


lady from the 


French Red Cross 





Four Big Half Day Specials 
from the Paint Dept. 


This Stain for Fur- 
niture or Floors 


Floorglaze Stain, an exec! 
ent stain and varnish finish 
for furniture that is serateh- 
ed and worn, it covers up 
and makes old things like 
new; also for use on floors, 

% Pint--tipecial ... 200 

1 Pint—Special 35e 

1 Quart—Special ....00¢ 


Wears Well and Looks Well, This. 
Floor Varnish 


Tough, durable and elas 

c, this Floor Varnish stands 
the wear and tear of a much 
used floor—Floorflint Var 
nish is made specially «for 
use on floore—it is easy to 
apply and dries quickly, to 
a hard gloss 

1 Pint Special 400 

1 | Quart Speci al Tee 


An Excellent White Enamel Finish 
for Chairs 

Heres a splendid finish 
for kitchen furniture, for 
bathrooms or bedrooms — 
pure White Enamel, making 
a elgan, sanitary finish that 
can be washed or scrubbed 


without harm Regular 25 


Pesineae 


AND CLEAN 


It's necessary to polish and 





dust often and it's also nec 
essary to bave the proper 
polsh Try Lemon Oil, for 
dusting and polishing, it re 
moves marks, mars and 


spots with very little work 


Regular 25 | 5 
DD Special gh c 


a few 





Two Deliveries Saturday 
8.30 ad ll 











° 
At 75c, These Razors 
Will Sell Quickly 

This is exceptional 
value and as there are just 
4 dozen better pick one 
out early. Fine grade Eng 
lish hollow ground razers 


Special at 7 5c 


On Hardwood Floors 
BERRY'S WAX 
Produces «a most bri 

hant polish. and it «a pol 

ish that wil! last. Berry s 

Wax is easy to apply and 


-DA quickly comes to a polish 


it cleans and renews 


sory We ib 25¢ 














MAKE YOUR OWN ICE CREAM 
Freeze it at home just 
as you want it—splendid 
easy running Freezer at 
lower prices 


2-quart size, Special $2.15 
3-quart size. Special 

4-quart size. Special $3.10 
6-quart size. Special $4.10 








FINAL SEASON CLEARANCE SALE OF 
LAWNMOWERS 


Tust a few of each size sett in several makes, and io 
order to move these quickly we have placed very low 
prices for Saturday morning. Every Mower in this Jot 
is high grade end easy running GET YOUR ORDER IN 
EARLY. 

—Special, $6.35 


4 only, 16in. Woodyatt Mow LoS UE 4) 
Special, $6.25. DA 
oly, 18in. Woodyatt Mow } 
Special, $6.60 
2 only, idin. Crestlawna Mow 
Special, $13.20 


ers 


3 only, 14in. Admiral Mower 








FOR CAMP OR AUTOMOBILE USE | 


ath mic we. plat 








And Boys’ Watches 
At $1.00 Are Not 
Everyday Value 

Dand strong. good 
looking Watches “$1 
cellent timekeepers 


Special 


Here's a Floor Oil 

















When Sweeping 
Use thin Sweeping 
Compound. sprinkle @ 
little where you start to 
serep and sweep it ahead 
of vou—it helps to clean 
the floor or carpet also 
Regularly priced at 4c 


for a Sib tun 15 
Special c 











THE BIC BUSY HARDWARE 


That Is Unequalled 
For cleaning, polishing 
and renewing floors of al! 
Winds, and linoleums — it 
brightens and renews and 
keeps the dust down 
Maple Floor Oil is regn- 
larly priced at SOc per 


ae 











No. 1—An important subject well handled 


glance that the transparent ware may be had in 
assorted forms to meet every cooking requirement. 
The text starts immediately to the work of demon- 


strating that Pyrex is the ideal cooking ware. 
chief points of the ware are brought out separately, 
and under these main points many minor advan- 


The 
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tages are brought out. Important points in connec- 
tion with this ware, like serving from the dish, 
conserving fuel, easily cleaned, and attractive in 
appearance, are emphasized strongly. Following 
the text is the statement: “Pyrex may be seen in 
every practical shape and size for baking at this 
store.” That is one of the most important state- 
ments in the ad. Following this are listed some 
of the more important shapes, with prices. The 
special introductory offer is the final appeal that 


Display Rack for Bicycle 
Tires 


B ICYCLE tires are unwieldy articles to display 
well unless one has a rack especially constructed 
to hold them. If they are stacked in piles some one 





















A tire rack that can be easily made 


is sure to bump against them and spoil the sym- 
metrical appearance of the display. But Baker, 
Murray & Imbrie, 10-15-17 Warren Street, New 
York City, have taken all the difficulties out of dis- 
playing bicycle tires by constructing the rack shown 
in the accompanying illustration through the cour- 
tesy of the Sporting Goods Journal. It is built 
like a trough and has a separate slot for each tire. 
A rack similar to it can be built at very little cost 
to accommodate a stock of any size. It offers a 
practical solution of a really bothersome problem. 


Coming Conventions 


OKLAHOMA RETAIL HARDWARE ASSOCIATION, Mc- 
Alester, Sept. 5, 6, 1917. W. B. Porch, secretary, 
Oklahoma City. 

AMERICAN WASHING MACHINE MANUFACTURERS’ 
ASSOCIATION, Hotel Sherman, Chicago, Sept. 12, 13. 
Raymond Marsh, secretary, Otis Building, Chicago, 
IL. 

NATIONAL ASSOCIATION OF RETAIL HARDWARE 
SECRETARIES’ CONVENTION, Hotel La Salle, Chicago, 
Ill., Oct. 10, 11, 12, 1917. H. O. Roberts, secre- 
wee 1032 Metropolitan Life Building, Minneapolis, 

inn. 


KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION, Louisville, Ky., Oct. 30, 31, Nov. 1, 2, 
1917. J. M. Stone, secretary, Sturgis. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
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induces quick action on the part of the reader. 
The Haynes Company are to be congratulated on 
this ad, and for our part we would like to see more 
ads of this sort advertising innovations in the 
kitchen. Radical departures from accustomed prac- 
tices of the housewife require strong advertising 
to get them across, and the real reason why much 
new merchandise of this sort languishes in the store 
is because of the lack of such ads as this one of the 
Haynes Company. 





ASSOCIATION, Spokane, Jan. 16, 17, 18, 1918. E. E. 
Lucas, secretary, Hutton Building, Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION, Indian- 


apolis, Jan. 29, 30, 31, and Feb. 1, 1918. M. L. 
Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION, Mil- 
waukee, Feb. 6, 7, 8, 1918. P. J. Jacobs, secretary, 
Stevens Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION, Sagi- 
naw, Feb. 12, 13, 14, 15, 1918. Arthur Scott, secre- 
tary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION, St. 
Paul, Feb. 19, 20, 21, 22, 1918. H. O. Roberts, sec- 
retary, Metropolitan Life Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Columbus, Feb. 19, 20, 21, 22, 1918. James 
B. Carson, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Feb. 20, 21, 22, 1918. George 
A. Fiel, secretary, 10 High Street, Boston, Mass. 


Lufkin Rule Company’s Sales- 
man Back from Russia 


J A. HOSSACK of Toronto, Ont., sales manager of 
* the Lufkin Rule Company, Saginaw, Mich., for 
its Toronto office, has just returned from a trip 
around the world, a principal object of which was to 
transact business in Russia. 

Mr. Hossack sailed from Vancouver, B. C., for 
Japan and thence to Russia, reaching Petrograd via 
the Trans-Siberian Railroad. At Vladivostok he 
was deprived of his leather, brass-bound trunk be- 
cause of congestion in transportation facilities, and 
with considerable difficulty rescued his samples of 
measuring tapes, rules, etc. However, he obtained 
excellent orders in Petrograd and established satis- 
factory business relations with Russian merchants 
which will prove advantageous when the war is over. 

Leaving Petrograd Mr. Hossack spent ten days 
consecutively in getting permits and papers neces- 
sary to get him out of Russia. His route then took 
him far to the north and along the coast of Iceland, 
finally reaching a point 900 miles north of Stock- 
holm, Sweden, and eventually to Christiania, Nor- 
way, from which port he sailed for the U. S. A., 
thus circling the globe. 

Mr. Hossack arrived in Vladivostok May 1, and 
said there were 540,000 tons of merchandise at that 
point awaiting shipment. The congestion there has 
led the Russian authorities to proclaim Vladivostok 
a closed port, and no further goods can enter that 
port without permit from the government. 

Mr. Hossack was met by Fred Buck, president 
of the Lufkin Rule Company, at an Atlantic port 
on the arrival of the Scandinavian steamer Heligo- 
laf, which was accomplished with great difficulty, 
owing to the secrecy maintained concerning the ar- 
rivals and departures of ships. 
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Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORE 


Office of HARDWARE AGE, 
New York, Aug. 27, 1917. 

(GENERAL hardware business in the Metropolitan 

district is not as brisk as it was at this time last 
year. Seasonal goods are moving in fair quantities but 
business has been disturbed by the calling of the Na- 
tio Guard into the Government’s service and further 
by @raft inroads into the already short supply of com- 
petent help. 

Retail stocks are broken in many spots for many 
items are on manufacturers and wholesalers’ back or- 
ders, Substitutions exist in most of the orders filled 
and such acts have long since ceased to bring the sharp 
protest common in the good old days when a merchant 
could get what he wanted when he wanted it and at a 
definite price. 

Despite the advice of the wholesale trade, most re- 
tailers are buying in small quantities for immediate 
needs only. The jobbers have good stock and are pretty 
well covered for the season’s needs. 

Prices have been steadier during the past week and 
the number of changes seems to indicate that the manu- 
facturers’ price clerks are on vacation. The jobbers 
and retailers seem to appreciate the change. 

Cut Natts.—The shortage of cut uails is still un- 
changed. A prominent distributor in this field states 
that the manufacturers of pig iron have all the business 
they can take care of and are not seeking business for 
immediate delivery. Stocks are badly broken and deal- 
ers are constantly turning down orders because of this 
condition. 


Cut nails, in stock, are $4.85, and carted by the jobber 
$4.90 base per keg. 


Wire NaiLs.—The situation in this field continues to 
be very tense. Dealers are still being handicapped with 
additional orders which are discouraging when many 
back orders have not been completed, 


Wire nails, in store, are $4 and delivered within carting 
limits $4.05 base per keg, 


NAVAL StToRES.—The business in naval stores is not 
so brisk on account of the poor shipping facilities. The 
Government continues to utilize most of the shipping 
space on the Atlantic Coast vessels and the little space 
which is left is being sold at a very high premium. 
Southern producers and shipping brokers are asking 
80c. to $1 over Savannah basis for two hundred and 


eighty pounds which is an increase of 30 to 50 cents 
over the price which prevailed a short time ago. Most 
of the shipments are coming north by rail. The buying 
conditions remain unchanged. 


Spirits of turpentine, in yard, is quoted at 42 to 42\%c. 
<— common to good strained, in yard, on the basis of 
280 lb. per bbl., is $5.95, and D grade, $6 per bbl. of 280 lb. 

LINSEED O1L.—A few of the large manufacturing 
consumers of linseed oil have recently placed contracts 
for future deliveries, otherwise the market in this field 
is very dull. Some of the prominent distributors are an- 
ticipating considerable difficulty in filling orders on ac- 
count of this season’s short crop in the Northwest. 

Linseed oil, raw, city brands, is $1.25 in lots of 5 or 
more bbl. and $1.26 per gal. in less than 5 bbl. 


State and western oil, is $1.24 to $1.25 per gal, in car- 
load lots according to seller. In smaller quantities $1.25 


per gal. 

WIinpbow G.iass.—Buying in this market remains very 
quiet, and the prices are firm and well maintained. 

Window glass prices now are 85 per cent discount on A and 
B qualities, all brackets, both single and double thick, for 
ordinary window glass. On AA picture glass the discounts 
range from 80 to 80 and 10 per cent d nt from jobbers’ 
list, according to quantity, seller and composition of order. 

Rope.—Manufacturers in this field are predicting an- 
other advance in the prices in the very near future. 
The Government continues to buy very heavily for naval 
purposes, tents, arsenals and other government uses. 
Mexican sisal fiber is still being quoted at 18%c. and 
19%c. per pound for August shipment. 

Rope prices are as follows: Manila rope, first Grate, 81c.; 


second grade, 30c., and third grade, 26c. base per lb. 
First grade sisal rope is 22c., and second grade, 20c. base 


per lb. 
ScyTHES.—The North Wayne Tool Company, Detroit, 
Mich., quotes prices on scythes as follows: 


Plain grass, cutting edge, lished, $10.50 @ $11 per doz. 
Clipper, No. 2 finish, $11.50 $12 per doz. Solid steel, web 
and backs polished, $12.50 @ per doz. Bush, weed and 
bramble, painted, $12 @ $13 per doz. Grain, painted, cut- 
ting edge, polished, $13.50 @ $14 per doz. Clipper grain, 
bronze web, $14 @ $14.75 per doz. Little Giant 
@ $13 per doz. Little Giant, bush and weed, $12. @ 
$13.25 per doz. Aroostook, BeVeBe and Puritan brands same 
prices as for Little Giant. Black Diamond rm, $11.50 @ 
$12 per doz. Black Diamond, bush and weed, 11.75 @ $12.25 
per doz. Swift Cutter, same prices as for Black Diamond. 


SPRAYER.—The Buffalo Specialty Company, Buffalo, 
N. Y., will advance its price on the L-V Sprayer for 
automobiles to $12 per dozen after Sept. 1. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Aug. 25, 1917 


[HERE is no material change in the general condi- 
tions surrounding the hardware trade except that 
the approach of fall is marked by an increasing demand 
for seasonal goods. Retailers in the grain districts 
are busy selling binder twine, machine extras, and 
various utensils used in caring for the extra force which 
is helping to care for the harvest. In the fruit sec- 
tions there is a heavy demand for fruit picking ladders, 
baskets, box nails and hatchets, empty kegs, faucets, 
etc. There is also a good demand in nearly all sections 
for implements for handling the garden crops, for tin 
cans, glass jars, preserving kettles, vegetable slicers, 
apple parers and small canning and drying outfits. 

In the larger cities there has been a decided falling 
off in building operations of a speculative nature, but 
there has been much building of a strictly industrial 
nature. There has also been considerable road and 
railroad work, which has augmented sales of shovels, 
picks, crowbars, wheelbarrows and similar articles. 
Builders’ hardware sales have fallen off quite per- 
ceptibly, but there is still a good demand for nails. 
In the agricultural districts building operations are 


60 


keeping up remarkably well, the farmers showing an 
inclination to do the necessary building and repair work 
regardless of high prices. Reports from all over the 
Middle West show that the hardware dealers in the 
smaller towns are doing a heavy business, while in the 
larger places the lack of speculative building is cutting 
sales for the city dealer. Among the manufacturers 
and jobbers the idea is prevalent that the crest of high 
prices has about been reached. There is, however, 
very little apprehension that prices will decline to any 
extent. In fact, the heavy sales of garden tools at 
prices above those in vogue last season seem to indi- 
cate that there will be no decline in that line for some 
time to come. It is also noticeable that the usual num- 
ber of price advances continue to appear. 

The larger buyers in many lines are now holding off 
orders until the Government’s price-fixing policy shall 
have been definitely announced, and both jobbers and 
retailers are buying more conservatively than in the 
spring. Reports indicate that collections are good, and 
the banks are authority for the statement that there is 
plenty of money at hand for taking care of the harvest 
and for filling the requirements of business. 

Crops in this section are exceptionally good, and with 
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an assurance of good crop prices the outlook for fall 
business was never better. The nail and wire situation 
has clarified to some extent, and there is a greater uni- 
formity in the matter of prices than has existed for 
several weeks past. Both the makers and the jobbers 
are limiting orders, but the trade is being supplied in 
sufficient quantities to keep business going. The freight 
situation is reported to be much easier, and shipments 
are arriving more nearly on time. 


CoBURN TROLLEY TRACK MANUFACTURING COMPANY.— 
The Coburn Trolley Track Manufacturing Company, 
Holyoke, Mass., has issued an announcement to the 
trade under date of Aug. 20, withdrawing all discounts 
and quotations made prior to that date. Prices will be 
quoted and time of shipment estimated on receipt of full 
specifications of material required. All discounts quoted 
after the above date are subject to change without 
notice, and all quotations are for immediate acceptance 
unless otherwise specified. 


Stove Pipe, ELBOWS AND DAMPERS.—Stovepipe and 
elbows are not as plentiful on the market as is usual 
at this time of the year, and although the demand is 
just beginning, jobbers are finding it difficult to keep 
their stocks up to normal. There has been a sharp ad- 
vance in price since our last quotation. Prices on 
dampers are unchanged. 


We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 
Peerless X, blued stovepipe, nested, '6-in., $17.58 per hundred ; 
6-in., blued corrugated elbows, $1.90 per doz. ; adjustable, $1.90 
per doz. ; 6-in. dampers, regular, 90c. per doz. 


GALVANIZED STocK PaILts.—Jobbers report a, steady 
demand for galvanized pails of all kinds, particularly 
the stock pails, which are being used at army canton- 
ments and construction camps. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Standard galvan - : 
$6.50 per:doz ; lsat. $110" per doz | B0'at. $8.15 wor _ 

GRAIN BASKETS.—The retail demand for grain 
baskets is heavy at this time, many being used to 
handle garden crops as well as grain. Prices of the 
galvanized types are higher than last season, and like 
all galvanized products, grain baskets are hard to ob- 
— we heaviest sales are reported on the stave 
askets. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Wood stave grain baskets, with galvanized iron hoops, best 
grade, %-bu. size, $3.90 per doz.; 1-bu. size, $4.50 per doz.; 
1%-bu. size, $6.20 per doz. Galvanized grain baskets, best 
53% %-bu. $6.95 per doz.; 1-bu., $9.75 per doz.; 1%4-bu., 


STANDARD Dry MEAsuRES.—The season is on for the 
sale of standard dry measures, and dealers in the agri- 
cultural sections are selling them freely. We quote 
from jobbers’ stocks, f.o.b. Chicago, as follows: 


oes De vad ee. - nests containing one each of 
$ -qt., -peck, - k, 1- -bu. 
$26.30 per doz., nests. " —— captor? iam 


Kraut CutTrers.—The demand for kraut cutters is 
growing daily, and sales will probably exceed those of 
last season by fully 25 per cent. This is due to the 
greatly increased garden crops, and to the food con- 
servation movement. Hundreds of small families are 
putting up kraut for the first time, causing a heavy 
demand for the small-size cutters. 


We quote on a standard type, from jobbers’ stocks, f 
Chicago, as follows: 2-knife, 8 x 24, $11.20 per doz. : Stnite 
S p+ $13 per doz.; 9 x 30, $19.75 per doz.; 12 x 36, $38.40 


ComMoN Woop Faucets.—Jobbers report a good 
demand for common wood faucets, although the retail 
trade on this item has hardly begun. Large quantities 
will be used in the fruit districts in cider and vinegar 
barrels, and there is always a good demand from the 
grape-growing sections. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. Chicago, as foll : 
Common wood faucets, No. 2, 75c. per doz. ; No. 3, 90c. oer 
i 4, $1 per doz.; No. 5, $1.25 per doz.; No. 6, $2 


WraPPING TwINe.—Prices of wrapping twine are 
Same as at last report, and there is no change in the 
market condition. 


We quote from jobbers’ stocks, f.o.b. Chi : 
te et ee » {Mann grade, “$1.05 ead 9 K— Rang reo 
$1.45 i ae s each; heavy jute twine, %4-lb. balls, 

BRICK AND Mortar Hops.—The demand for brick and 
mortar hods is lighter than at this time last year, yet 
the volume of construction work for industrial building 
is keeping sales up fairly well. Prices are unchanged. 
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From jobbers’ stocks, f.o.b. Chicago, No. 1 mortar hods, 
$9 per doz.; No. 2 brick hods, $6.50 per doz. 

PitcHer Spout Pumps.—There is a good demand for 
pitcher spout pumps from retail sources, and jobbers 
report sales slightly above normal. There has been 
some difficulty in keeping up jobbing stocks, but ship- 
ments are reported to be coming in quite freely at this 
time. Prices are unchanged. 


We quote from jobbers’ stocks, .f,o,.b. Chicago, as follows: 
No. 1 pitcher spout pumps, $1.55; No. 2 pitcher spout pumps, 
$1.65. 


Putry AND GLazieRs’ Points.—There has been a 
decided falling off in the larger sales of putty to manu- 
facturing plants, but the ordinary retail sales for win- 
dow repair work are about normal. The same condition 
is true with regard to glaziers’ points. Prices are same 
as at last report. 

We ey from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-Ib. kits, $3.35; Glaziers’ points, No. 1 (large), 
No. 2 (medium), and No. 3 (small), 1 doz. in a package, 60c. 
per doz. packages. 

Aprpte Parers.—Jobbers report a good demand for 
apple parers, and retail sales are just beginning to be 
in evidence. It is expected that the sales in this line 
will be exceptionally heavy, due to the heavy fruit crops 
and the food conservation movement. Jobbers already 
report difficulty in keeping up stocks. We quote to 
retailers, f.o.b. Chicago, as follows: 

Reading, No. 78, $9160 per doz. ; Goodell’s White Mountain, 
$6 per doz.; Goodell’s Turntable, $8 per doz. 

Tacks.—The tack situation is about the same as at 
last report. Sales are somewhat lighter than for the 
same period of last year, but are well around normal. 
We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 

Upholsterers’ tacks, 6 0z., 25-Ib. boxes, 13%4c. per Ib.; bill 
posters’ tacks, 6 oz., 25-lb. boxes, 12%4c. per Ib. 

SasH Corp.—Retail sales of sash cord are lighter 
than at this time last year, especially in the larger 
cities where the speculative type of building has been 
almost eliminated by the high cost of labor and material. 
Sales in the agricultural districts are not affected 
greatly. 

We quote from jobbers’ stocks, f.o.b. Chicago, common sash 
cord, No. 8, $10.25 per doz. 

SoLtpER.—The demand for solder is reported to be 
lighter than during last season, due to the building 
slump. However, there is a fairly active demand. 
Prices are same as at last report. We quote from 
jobbers’ stocks, f.o.b. Chicago, as follows: 

Warranted half and half solder, 40c. per lb.; No. 1 plumb- 
ers’ solder, 38%4c. per Ib. 

SAND Paper.—The factory demand for sand paper is 
very heavy, but the ordinary retail sales to small con- 
tractors and carpenters is much below that of last year. 
The heaviest sales are in the agricultural sections. 
Prices are same as at last report. We quote from 
jobbers’ stocks, f.o.b. Chicago, as follows: 

No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

WHEELBARROWS.— Wheelbarrows are still quoted by 
the jobbing trade at the prices of the past few weeks, 
although an advance has been expected for some time. 
The demand is reported to be heavy, and comes mainly 
from road and railroad contractors. There is much 
work of this nature being done in the vicinity of 
Chicago this year, and many sales are reported from the 
outlying districts. The farm demand is also above 
normal. We quote from jobbers’ stock, f.o.b. Chicago, 
as follows: 

To retailers, f.o.b. Chicago: No. 2 common bolted wood 
barrows, $24 per doz.; No. 4, tubular barrows, $63 per doz. ; 
angle steel leg garden barrows, $48 per doz. 

BuILDING Paper.—Jobbers report a light demand for 
building paper at this time, but expect sales to increase 
as fall approaches. Sales in the country districts are 
in excess of those in the cities. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, red rosin 
sheathing paper, in ton lots, $62 per ton; in half ton lots, 
$62.50 per ton. 

WALL PAPER CLEANER.—Sales of wall paper cleaner 
are growing heavier as the renting season approaches. 
Retailers around Chicago express the belief that sales 
in this line will exceed those of last year, many flat 
owners preferring to.clean rather than repaper. Job- 
bing stocks are in good condition, and prices are same 
as at last report. 
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We quote from local jobbers’ stocks, f.0.b. Chicago, Climax 


wall paper cleaner, $11.25 per gross. 

Wire Coat ano Hat Hooks.—The demand for wire 
coat and hat hooks is well around normal, despite the 
fact that building operations are greatly curtailed. 
Many sales are being made for army camp uses, and 
in temporary buildings. Jobbers have only fair stocks. 
Prices are same as quoted last week, although it is 
reported that several of the manufacturers have ad- 
vanced prices. 

We quote from local jobbers’ stocks, f.o.b. Chieago, Common 
wire coat and hat hooks, 80c. per gross. 

TIN PLATE.—Jobbers report great difficulty in getting 
shipments of tin due to the excessive demand from 
manufacturing sources. The retail sales in this terri- 


tory are lighter than usual for the time of year, yet 
the demand is heavy enough to keep jobbing stocks at 
a comparatively low ebb. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
20 x 28 IC 
better grade, 214-lb. boxes, 

rade, 270-lb. boxes, $25. 
$33.45. 


Chicago, as follows: 
tin plate, cheaper grade, 180-lb. boxes, $23.90; 

B38: 20 x 28 IX tin plate, cheaper 
270-lb. boxes, 


better grade, 

GARDEN TooLs.—The jobbing trade reports that trav- 
elling salesmen are now taking orders for garden tools 
for next season, and that they are meeting with a good 
demand. Prices are higher than those of last year. 
Both retail and jobbing stocks are very low and many 
dealers have sold out entirely on their supply for this 
season. Very few garden tools will be carried over in 
this territory. We quote from jobbers’ stocks, f.o.b. 
Chicago, as follows: 


Manure forks, best grade long handled, four tines, with 
plain ferule, $9 per doz.; with strap ferule, $10 per doz. ; five- 
tine forks, plain ferule, $11.60 per doz.; strap ferule, $12.50 

er doz.; long handled, six-tine forks, with plain ferule, 

13.40 per doz.; strop ferule, $14.35 per doz.; No. 2 Green- 
leaf spading shovels, $9.75 per doz.; Midlothian seconds, $9 
per doz.; best grade, four-tine spading forks, $9.90 r doz. ; 
cheaper grade, $7.25 per doz.; malleable rakes, 14-in., $3.40 
per doz.; steel bow rakes, 14-in., $6.05 per doz.; wire lawn 
rakes, 24 teeth, $5.50 per doz.; wood lawn rakes, 20 teeth, 
$3.75 per doz.; standard garden hoes, best grade, $8. 25 per 
doz., cheap hoes and riveted handles, $3.10 per doz.; ladies’ 
hoes, $4.80 per doz. 

STEEL SHEETS.—There is no change in the steel sheet 
situation. Some of the principal makers are reported 
to have withdrawn all prices, and many of them are 
requiring their representatives to submit all inquiries 
to the mills before quoting. Sales from jobbers’ stocks 
are not exceptionally heavy at this time, but stocks are 
low and shipments from the mills are very slow. Prices 
are same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago, 28-gauge 
galvanized sheets, $11 to $11.50 per 100 lb.; 28-gage black 
sheets, $9 to *° per 100 lb.; No. 10 blue annealed, $9.50 
to $10 per 100 lb 

Praves.—The belief is prevalent among the mills that 
the Government embargo on export shipments of plates 
will make it easier for domestic consumers to obtain de- 
liveries. The leading makers are not accepting any 
orders at this time, except those of Government origin. 
Jobbers’ stocks are light, and unless the export embargo 
facilitates deliveries the situation will soon become much 
worse. There is no change in the price asked by job- 
bers, although an advance would occasion no surprise. 
108 tb. quote f.o.b. Chicago, plates at $10 per 

Fites.—The falling off in the trade of the small con- 
tractor and carpenter has cut the retail sales of files 
in the city hardware stores. However, the demand from 
mechanics and from factory sources is heavy, and sales 
in the country towns are well around normal. Jobbers 
quote the following discounts from list prices, f.o.b. 
Chicago: 

Nicholson files, 50-10-2%4 ; New American, 60-714; Disston, 
50-10-5 ; Black Diamond, 50-10. 

NuTs AND Bo.tts.—The manufacturers of nuts and 
bolts report light sales at this time, and the demand will 
probably not be very heavy until the Government has 
made some definite announcement in regard to its price- 
fixing program. Many of the larger buyers are holding 
off their orders for the first half of next year, and when 
the desired price information is at hand there will 
undoubtedly be a scramble to place contracts. Retail 
sales are fairly heavy. Prices are same as at last re- 
port. 


We quote to retailers, f.0.b. Chicago, from jobbers’ stocks, 
as follows: Machine boits, up to % x 4 in., 40-10 per cent dis- 
count ; larger sizes, 30 per cent discount ; carriage bolts, up to 


to retailers, 


Hardware Age 


% x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square, $2.60, and hexagon, $2.60 off 
per 100 lb. Lag screws, 45 per cent discount. 

Bars.—The makers of agricultural implements are 
reported to be sounding the market for steel bars for 
1918 delivery, but it is doubtful if any very large orders 
are placed until the matter of price regulation is more 
definitely settled. There is a normal demand for con- 
crete reinforcing bars, coming mainly from industrial 
sources. Jobbers’ prices on bars are same as at last 
report. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows : 
Soft steel bars, $4.50 per 100 lb.; bar iron, from $4.50 to 
$5 per 100 Ib. 

Wire.—There is no change in the wire situation and 
jobbers’ prices are same as at last report. It is inti- 
mated that a new price on wire rods will soon make its 
appearance, but nothing definite has been announced. 
The demand for annealed wire in the retail trade is 
below normal, as is also the demand for woven wire 
fencing. Both retail and jobbing stocks are light. 

We quote from jobbers’ stocks, f.o.b. Chicago: Smooth 
annealed wire, 6 to 9 gage, $3. 96 per 100 lb.; galvanized, 
$4.60 per 100 lb. 

Ropge.—The general demand for rope is light at this 
time, the heaviest sales going to manufacturers who are 
turning out Government tent orders. The sizes most 
commonly sold on these orders are %-in. and 5/16-in., 
although some %-in. and 1-in. sizes are included. 
Retailers report sales about normal, the heaviest de- 
mand coming from the farmers and stock men. Prices 
are same as at last report. 

We quote to retailers, f.o.b. Chicago, as follows: No. 1 
Manila rope, 31%4c. per lb. base; No. 2 Manila rope, 30%c. 
per lb. base; No. 3 Manila rope, sche, per lb. base. Sisal 
rope, subject’ to stock on hand, No. 1, 22%c. per lb.; No. 2, 
20%c. per Ib. 

Screws.—Retailers and jobbers report the demand for 
screws as about normal, but the makers are facing 
a tremendous demand from manufacturing sources. 
There has been no change in prices and none is expected 
at this time. Both jobbers and retailers have fair 
stocks. 

We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 
Flat head, bright screws, 70-10-10; round head blued, 65-10- 
10; flat head brass, 4214-10-5 ; round head brass, 40- 10-5. 

BINDER TWINE.—Jobbers report sales of binder twine 
to be about over for the season, most of the dealers 
being fully supplied. Retail sales are still very heavy, 
and it is estimated that fully 20 per cent more twine 
will be sold in the Chicago territory this year than was 
disposed of last season. We quote as follows: 


To dealers, f.o.b. Coienae, sisal twine, 19%c. per Ib.; stand- 
ard sisal, 19\e. per lb.; 550 ft. Manila twine, 19%c. per Ib. ; 
600 ft. Manila twine, 20\e. per lb.; 0 ft. special Manila 
twine, 21c. per Ib.; 650 ft. pure Manila twine, 21%c. per Ib. 
These prices are subject to a discount of Ke. per Ib. in 
10,000-lb. lots, and 4c. per lb. on carload lots. 


WRAPPING PAPER.—The demand for wrapping paper 
is well around normal, and jobbers report shipments 
as rather slow. Prices are same as last reported, and 
jobbing stocks are in fair condition. 

We quote krafts, wrapping paper, 
wrapping paper, 9c. per Ib. 

Bars Wire.—There is no change in the barb wire 
situation. The demand is much heavier than was antici- 
pated earlier in the season, and retailers report that 
the farmers are doing the necessary fencing regardless 
of price. Retail stocks are comparatively light, as are 
also those of the jobbing trade. The leading makers 
are reported to be limiting orders on specifications to 
the actual needs of the customer, and to be taking on 
no new orders at this time. Jobbers are also placing a 
limit on orders. Prices are same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Painted barb wire, in less ee carload lots, $4.10 per 100 
lb. ; galvanized, $4.80 per 100 1 


WHITE LeEap.—There is little if any change in the 
white lead situation. Sales are improving somewhat, 
but are still below those for the same period of last year. 
Jobbing stocks are in very fair condition and prices 
are same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago, Carter's 
white ad, in 100-lb. lots, $13.25 per 100 Ib. 


Eaves TROUGH AND GUTTER PipPe.—Sales of eaves 
trough and gutter pipe are below those of last season, 
but are still heavy enough to make serious inroads in 
jobbers’ stocks. Deliveries from the mills are very 
slow. Prices are unchanged. 


12c. per lb.; express 
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We quote from jobbers’ stocks, f.o.b. Chicago, as follows : 
26-gage eaves trough, 5-in., $9.50 per 100 ft.; 29-gage, $7.60 
per 100 ft.; 3-in. conductor pipe, 26-gage, $11 per 100 #. ; 
29-gage, $8.25 per 100 ft. ; 

SasH WeIGHTS.—Sash weight sales are far lighter 
than during the same period of last year, yet jobbers 
report greater difficulty in keeping stocks than at that 
time. Jobbers are selling in small quantities only, and 
large orders would be handled on specifications only. 


We quote from jobbers’ stocks, f.0.b. Chicago, in ton lots, 
sash weights, $40 per ton; in smaller lots, $41 per ton. 


GARDEN Hose.—Sales of garden hose are about over, 
and it is doubtful if the volume of business is as heavy 
as during last season. This condition is due to the 
backwardness of the summer, and also the fact that 
many grass plots were turned into gardens. Both 
jobbers and retailers will probably carry some stock 
over. Prices are same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago, %-in., 3-ply 
hose, not guaranteed, at 6%c. per ft.; 5-ply, %-in., guaranteed 
hose at ree per ft.; 7-ply, %-in. guaranteed hose, 11\c. 
per ft.; %-in. cotton covered hose at 7c. per ft. 


Wire Naits.—There are rumors to the effect that new 
prices will soon be given out on wire rods, but as yet 
there has been no definite announcement. What effect 
such an advance would have on wire nails it is hard 
to determine. The lack of new building is naturally 
curtailing the demand for wire nails to some extent, 
particularly in the cities, but the demand from the agri- 
cultural sections of the country is heavy, and there is 
considerable construction work of an industrial char- 
acter going on at this time. The principal makers have 
made no change in quotations, but on account of the 
demand for steel in other lines, are forced to limit 
deliveries on specifications to the actual needs of the 
customers. Jobbers are also limiting deliveries to the 
retailers. Prices are now uniform, or very nearly so. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Common wire nails, $3.95 per keg base; cement coated nails, 
$4.25 per keg base; steel cut nails, $4.75, and iron cut nails, 
$5 per keg base. 


Pouttry NETTING.—Sales of poultry netting have 
been comparatively light all this season, and jobbers 
are not expecting the demand to be exceptionally heavy 
this fall. Prices are same as for several weeks past. 


We quote to retailers f.o.b. Chicago, poultry netting gal- 
vanized before weaving, 70-20-10 per cent discount; gal- 
vanized after weaving, 70-10-24 per cent discount. 


Wire CLoTH.—Sales of wire cloth have naturally 
been much lighter this year than in 1916. In the first 
place there has been much less in the way of building 
operations. Then the backwardness of the spring and 
early summer held the flies in reserve much later than 
is usual, and cut the selling season short. It is doubtful 
if sales in this territory will be within 25 per cent of 
those of last year. In spite of this fact sales have 
been heavy enough to reveal a serious shortage in wire 
cloth, especially in the more commonly used widths. 
Prices are same as at last report. 
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Black Galvanized 
Be PR Si ween ihecés wens wean $1.90 $2.45 per 100 sq. ft. 
ee MG db dis. 6 0 66 oa tens KOO 2.50 2.80 per 100 sq. ft. 
Ee SR eee tad vicecavades ees 2.95 3.35 per 100 sq. ft. 
SE Ge bh W nek cdcdscciscbdasia 3.75 4.25 per 100 sq. ft. + 


GuLass.—There is no very heavy demand for window 
glass at this time, and stocks of both jobbers and re- 
tailers are comparatively light. In fact, the demand 
has not been heavy at any time this year. However, 
there is no surplus of glass in the country, and it is 
expected that slightly higher prices will prevail when 
the furnaces resume operations this fall. The advance 
is expected because of the increased cost of production, 
rather than because an exceptional demand is antici- 
pated. 

We quote from jobbers’ stocks as follows: Single strength 
A, first 3 brackets to 40-in., 86 per cent off; all sizes over 
40 in., 85 per cent off; all sizes of double strength AA, 86 per 
cent off. 

PAINT SALES.—Although paint sales are naturally 
lighter than for a similar period of last year, they are 
still well around normal just at this time. The expense 
of painting caused many property owners to defer their 
painting last spring, and it is expected that many of 
these owners will be forced to have the work done this 
fall. With the advent of the moving season sales of 
interior paints and varnishes should be heavy. We 
quote from jobbers’ stocks, f.o.b. Chicago, as follows: 

No. 1 house paint, $2.80 per gal.; second grade, $2.25 per 
gal.; third grade, $1.50 per gal. 

SHELLACS.—The price on shellacs has shown no 
change for some time past, and the demand is reported 
to be about normal. We quote from jobbers’ stocks, 
f.o.b. Chicago, shellac in jugs, as follows: White shel- 
lac, $3.30 per gal.; orange shellac, $3 per gal. 

GALVANIZED Tuss.—Like all other articles of gal- 
vanized ware, common galvanized wash tubs have ad- 
vanced by leaps and bounds during the past year. It 
is also commonly reported that the retailers are not 
getting as much for this line as the jobbing price en- 
titles them to. 

We quote from jobbers’ stocks, f.o.b. Chicago, common gal- 
vanized tubs, as follows: No. 0, $7.75 per doz.; No. 1, $9.50 
per doz. ; No. 2, $10.75 per doz.; No. 3, $12.40 per doz. 

O1ts.— Wholesale prices for single barrel lots of oil, 
f.o.b. Chicago, are as follows: 

Perfection kerosene in iron barrels, 8%4c. per gal.; head- 


light, 175 test, llc. per gal.; gasoline, 20c. per gal.; naptha, 
19%4c. per gal.; turpentine, 47c. per gal.; denatured alcohol, 
$1 per gal. ; wood alcohol, $1.25 per gal. 


LINSEED O1L.—Linseed oil prices remain same as at 
last report, with conditions surrounding the market 
unchanged. Manufacturers claim that there will be a 
scarcity of seed this year, and prophesy that prices will 
go higher. 


We quote to retailers, f.o.b. Chicago, strictly pure, old 
process linseed oil, in carload lots, raw, $1.23 per gal.; boiled, 
$1.24 per gal.; in single barrel lots, raw, $1.28 per gal.; 
boiled, $1.29 per gal. ° 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Aug. 28, 1917. 

[‘ was the general belief that President Wilson would 

not fix the price of Run-of-Mine soft coal below $2.50 
to $3 per ton at mine, but he made the price $2 per 
ton at mine, and this is taken to indicate that when 
President Wilson takes up the schedule of prices on 
steel products to be paid by our Government, and also 
by the Allies, the prices will be much lower than gen- 
erally expected. The next action of President Wilson 
is likely to be the fixing of a price on coke, both for 
blast furnace and foundry use. It is not believed the 
price of furnace coke will be fixed above $3 per ton, 
and it may be as low as $2.50. At present best grades 
of blast furnace coke for prompt shipment are selling 
at $14 to $15 at oven. The price of $2 per ton on soft 
coal means lower costs to melting and heating furnaces 
in steel works and other plants, so that the ultimate 
costs of these plants will be lower than those reported 
by the Federal Trade Commission. 

The steel trade is still waiting for the Government to 
decide what it is going to pay for ship and munition 
steel, and also whether it is going to fix prices on steel 


for the Allies. In the meantime the domestic steel trade 
is dull, prices are weaker, with a general tendency 
toward lower values. The action of the general com- 
mittee of the American Iron & Steel Institute in with- 
drawing from the field as buyers of steel for the 
Government, and the appointment of J. L. Replogle, will 
meet with the hearty approval of the trade. Mr. Rep- 
logle has been in the steel business all his life, and 
knows it thoroughly. He started with the Cambria 
Steel Company, Johnstown, Pa., when a boy, and rose 
to the position of first vice-president and general sales 
agent. He retired from the company when it was taken 
over by the Midvale Steel & Ordnance Company. 
Changes in steel prices in the past week have been 
without special feature. Pig iron is a little lower, 
also semi-finished steel in the forms of billets, sheet bars 
and slabs. Prices of sheets, steel bars and other 


finished steel are not so firm. The general consuming 
trade believes that lower prices on practically all crude 
and finished steel products are certain just as soon as 
the President announces his policy as to prices, and 
consumers are not buying a pound of material they 
can do without. Jobbers are also working off any large 
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stocks as best they can, and a general readjustment in 
prices on steel products to a lower basis now seems to be 
under way. Only the tremendous foreign demand for 
steel puts prices as high as they were, this causing 
domestic consumers to bid against themselves to get 
material, thus putting up prices very rapidly. 

Hardware jobbers report that orders for fall goods 
are coming in only fairly well. There is a general 
falling off in the trade, and prices on all hardware 
goods are certainly as high as they are going to be, 
and will likely be lower. This means that jobbers and 
retailers will not carry any larger stocks than needed 
to meet their orders. Deliveries on certain kinds of 
goods are also better than they have been for some 
time, this indicating that manufacturers are catching 
up on back orders to some extent. This applies par- 
ticularly to sheets, tin plate, iron and steel bars and 
other lighter goods. It is believed the demand this 
fall for wire fencing and other goods used by farmers 
will be heavy, crops promise to be big, prices are high, 
and farmers are having the greatest prosperity they 
have ever known. 


WirE NAIts.—There is no change in the situation in 
wire nails as given in these reports for some weeks past. 
The new demand is dull, specifications against contracts 
are quiet, and the whole trade seems to be waiting, for 
the action of the President in fixing prices on steel 
products, which will no doubt mean lower prices for 
wire nails than are ruling. Also the fact that the 
American Steel & Wire Company’s prices are $16 per 
ton less than those of the independent mills has a strong 
tendency to hold off the placing of new orders, as this 
is a fictitious condition, and cannot be indefinitely main- 
tained. It is not unlikely independent makers of wire 
nails will at least lower their prices to those of the 
American Steel & Wire Company, as soon as the Pres- 
ident announces the price of steel. The Government is 
still placing fairly large orders for wire nails on the 
basis of $3.20 per keg at mill. 

So far the independent mills have shown no inclina- 
tion to make any reduction in prices on wire’ and wire 
nails to meet those of the American Steel & Wire 
Company, which are $3.20 for wire nails and $3.25 
for bright basic wire. The independent mills continue 
to quote as follows: 


Wire nails, $4 base per keg; galvanized, 1 in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in., $2.50. Bright 
basic wire is $4.05 per 100 lb.; annealed fence wire, Nos. 6 
to 9, $3.95; galvanized wire, $4.65; galvanized barb wire, 
and fence staples, $4.85; painted barb wire, $4.15; polished 
fence staples, $4.15; cement-coated nails, $3.90 base, these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 43 per cent off list for 
carload lots, 42 per cent off for 1000-rod lots, and 41 per cent 
off for smaller lots, f.o.b. Pittsburgh. 


CuT NaILs.—Prices on cut nails remain at $4.65 
base per keg, at mill, but this price is none too strong, 
and may be shaded on desirable orders. The new de- 
mand for cut nails is dull, and specifications against 
contracts are quiet. We quote cut nails at $4.65 base, 
f.o.b. Pittsburgh, while retail dealers charge $4.75 to 
$5.00 for small lots from store. 


NuTS AND Bo.tts.—The new demand is dull, and speci- 
fications against contracts are falling off. Prices on 
nuts and bolts are none too firm, and may be revised 
to a lower basis before long. About the only buyers 
are the automobile and implement makers, and they are 
buying only as their needs demand. Jobbers and 
retailers are keeping down stocks, as they believe prices 
will be lower before long. 


Discounts in effect for large buyers are as follows, de- 
livered in lots of 300 lb. or more, when the actual freight rate 
does not exceed 20c. _ 100 lb., terms 30 days net, or 1 per 
cent for cash in 10 days. 

Carriage bolts, small, rolled thread, hy Find cent, small cut 
thread, 35 and 2% per cent; large, 25 pe 

Machine bolts, h. p. nuts, small, ed ends 40 and 10 
per cent; small, ‘cut t read, 40 ~~ cent ; large, 30 per cent. 

Machine bolts , &@ pc and t. nuts, small, 30 per cent; 
ge 20 per cent. Bolt ends, h. p. nuts, 30 per cent; with 
c. p. nuts, 20 per cent. Lag screws (cone or yo point), 
45 per cent. 

Nuts, h. p. oq: blank, $2.10 off list, and tapped, — 90 er 

: $1.90 off, and tapped, $1. 70 off; nuts, 2s 
and t. sqs. blank, $1.70 off, and tapped, $1.50 off; hex. ‘plank, 
$1.60 off, and tapped, $1.40 off. mi-finished hex. nuts, 50 
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‘nd 10 ned cent. Finished and case-hardened nuts, 50 and 
Rivets, 7/16 in. diameter and smaller, 40 per cent. 
Bars.—The new demand for both iron and steel bars 

is quiet, the consumers believing that prices may be 
lower before long. Mills are also making better de- 
liveries than for some time, indicating their catching 
up on back orders to some extent. Specifications from 
the implement trade and wagon builders are heavy. 

We quote steel bars, 4.75c. to 5c, and iron bars, ic. 
f.o.b. at mill, these prices being for carload lots to large 
buyers only. Small lots of iron and steel bars from ware- 
ar bring 5 to 5.50c., and in some cases up to 6c. for small 

TIN PLATE.—This trade is also very dull, the demand 
being quiet, but prices are holding very firm. All the 
tin plate that will be made this year was sold some 
months ago, and some makers report they have enough 
orders on their books now to take their entire output of 
tin plate up to April next year. On the current demand 
for small lots, mills are getting from $10 to $12 per base 
box for primes. A recent order for about 22,000 basic 
boxes of tin plate for export to Japan was placed on 

the basis of about $17.40 makers mill. 

The new prices on terne plate, in effect by moorty all the 
mills, are as follows: 8-lb. coating, 200 a os tyes 
8-Ib. coatin . I. C., $16.30; 12-lb. coating, I. 17.50; 15-Ib. 
goating, J $18.25; 20- Ib. ooo ng, “4 c. $1 ? 25-Ib. coating, 

& Ib. coating, i C., 35-1." coating, I. C., 
$22; 40- 2b: coating, I. C., a per Sodaam all f.o.b. Pitts- 
burgh, freight added to ales a livery. 

GARDEN TooLs.—Salesmen on the road for Jobbing 
houses report they are already taking good size orders 
for gatden tools for next year’s delivery. ‘The com- 
munity garden idea this summer was very popular, and 
the chances are the community gardens next year will 
be more numerous than this year. All signs point to a 
good season in garden tools, and prices are reported 
firm. Jobbers and retailers’ stocks have been pretty well 
cleaned up, and very few tools will be carried over into 
next year. 


Pouttry NetTinc.—Owing to the very high prices 
fixed this year many persons who formerly kept chickens 
and other fowls sold them off, and the result was a 
falling off in the demand for all kinds of poultry net- 
ting. Sales this year were much less than usual, and 
will likely continue so as long as the high prices of 
grain continue. 


SHoveLts.—Most makers of shovels have again ad- 
vanced the price of $1 per doz., and this action was 
unexpected in view of the fact that prices of steel are 
lower. The demand is reported fairly active. 


Winpow Gtass.—The local demand is dull, due 
largely to the falling off in building operations all over 
the country on account of the high price of labor and 
puilding materials. Jobbers and retailers are keeping 
down stocks, in the belief that there may be lower 
prices in the near future. Discounts on window glass 
to the large trade remain as follows: 

Single thick, first three brackets. A quality, 84 and 3 per cent ; 
single thick, first three brackets, H quality, 86 and 5 per cent; 
single thick, lar, -~ than the first three brackets, A and B 
quality, 83 and 3 per cent, double thick, all sizes, uality, 
84 and 3 per cent, and double thick, all sizes, B quality, 36 
and 3 per cent discount. 

SHEETS.—The new demand for sheets is dull, most of 
the new business being placed, coming from the Gov- 
ernment, who has been a heavy buyer of all grades of 
sheets for some time. At present there are very large 
inquiries from the Government for heating stoves for 
tents, and as these are made mostly of sheets, the con- 
sumption for this purpose will be heavy. The domestic 
trade is placing orders for sheets very sparingly, be- 
lieving prices may be lower in the near future. The 
Government is stil buying sheets at about $40 per ton, 
under the price being charged to domestic consumers. 
The prices made to the Government are 6.25c. for blue 
annealed sheets; 6.50c. for Bessemer black, and 8.50c. 
for galvanized, all of No. 28 gage. Prices being charged 
to the domestic trade in carloads and larger lots for 
such deliveries as the mills can make are about as fol- 
lows: 


Nos. 9 and 10 blue annealed sheets are ras at 8.25c to 
8.50c., No. 28 Bessemer black 8.50c. to 9c. and No. 28 gal- 
vanized 10c. to 10.50c. in carloads and larger lots to the large 
buyers. For small lots from store the usual advances over 
these prices are charged 
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CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Aug. 28, 1917. 

Wille the summer lull is still on, both in wholesale 

and retail lines, the volume of business is reported 
to be as good as can be expected during this season of 
the year, and in fact some jobbers state that it is 
better than at this time a year ago. In view of the 
high prices dealers generally are not buying large 
stocks, but are placing orders for small lots to meet 
early requirements. However, a fair volume of business 
is coming to the jobbers in orders for extended future 
delivery, some of these being seasonal goods for next 
spring. Future buying is stimulated by the fact that 
retailers in some cases are placing orders because they 
fear that if they delay they may be unable to secure 
deliveries. 

Some of the wise Cleveland retailers, who ordinarily 
close out at bargain prices at this time of the year such 
seasonal goods as refrigerators, screen doors, garden 
hose and lawn mowers, are not doing so this year, having 
decided to hold these stocks over because of the prob- 
ability of much higher prices next season. That they 
have adopted the proper course in this matter is indi- 
cated by the fact that higher prices for next spring’s 
delivery have already, during the past few days, been 
announced on about all of these seasonal goods. 

Numerous other price advances are reported and more 
are expected to follow. It is intimated that stoves and 
ranges, prices on which have not been changed recently, 
will be marked up next month. 

Jobbers report a very good volume of business from 
the country trade, and the future outlook for this trade 
is very promising. Farmers in Ohio are harvesting 
big crops, for which they are getting very high prices, 
and aré spending money frely. 

The demand for builders’ hardware has improved 
somewhat recently, but the volume of business in this 
line is being affected considerably by the high prices of 
building material. 


RoPE AND BINDER TWINE.—Jobbers are now taking 
orders for binder twine for next spring’s delivery and 
for rope for future delivery, subject to prices to be 
established later. Binder’ twine for early shipment is 
unchanged in price, sisal binder twine being quoted at 
19.25c. per Ib. 


LAWN Mowers.—Sales of lawn mowers are being 
made by jobbers for spring delivery at the recently 
established price, which is about 20 per cent higher 
than this year’s price. There is talk of another advance. 
The past season has been an exceptionally good one in 
lawn mowers, and both jobbers’ and retailers’ stocks 
are well cleaned out. 


WuirTe Leap.—The demand is fair, and prices are 
unchanged. Jobbers quote white lead in 100-Ilb, lots at 
$14.50 per cwt.; $14.75 for 50-lb. lots and $15 for 12%- 
Ib. lots. 

Stove Pire.—The demand is active, and jobbers are 
now making shipments to supply the fall demand. 
Prices are unchanged. 

SHOVELS AND SPADES.—These are in good demand, 
many retailers are placing orders now for next spring’s 
delivery. Prices are unchanged. 

Wire CLtoTtuH.—Wire cloth is in good demand, many re- 
tailers placing orders now for immediate shipment for 
next spring’s sales in order to be sure of having the 
goods when needed. Black wire cloth is quoted from 


jobbers’ stock at $1.85 per 100 sq. ft. for immediate - 
shipment. 

Pouttry NETTING.—The retail trade is also buying 
poultry netting for immediate shipment for next 
spring’s trade. Jobbers’ prices are unchanged at 70-10 
per cent discount. 

Saws.—Henry Disston & Son, E. C. Atkins & Co., 
and the Simonds Mfg. Company have advanced prices 
on all makes of saws about 10 per cent. 

Hay CARRIERS.—Prices on hay carriers and track and 
hay fork pulleys have been advanced about 20 per cent. 

GARDEN HOSE AND ACCESSORIES.—Manufacturers of 
garden hose and accessories, including nozzles, bands, 
couplings, etc., have advanced prices about 30 per cent 
for shipment during the remainder of this year and 
for next spring’s delivery. Garden hose was one of the 
few items on which there was practically no advance 
in the past season. 


JUVENILE VEHICLES.—The Kirk-Latty Company, 
Cleveland, has advanced prices about 5 per cent on ex- 
press wagons, velocipedes and tricycles. 


TWINE.—An advance of 3c. a pound has been made on 
cotton wrapping twine, which is now quoted by jobbers 
at 45c, per pound for the best grades and 38c. for com- 
mon grades. 

WacGon JacKs.—An advance of 10 per cent has been 
made on wagon jacks. 

Grass CATCHERS.—Several makers of grass catchers 
have advanced prices 50 per cent, this sharp advance 
being attributed to the high price of cotton and canvas. 


REFRIGERATORS.—Because of the increased cost of 
material and labor refrigerator manufacturers who have 
just announced prices for next year have made an ad- 
vance of from 30 to 40 per cent. This year’s advance 
was about 10 per cent over a year ago. 

FiTTINGs.—There is a good demand for both mal- 
leable and cast iron fittings and deliveries to jobbers 
from manufacturers are slow. Prices have been ad- 
vanced from 5 to 10 per cent on both the malleable and 
cast fittings. 

Soi, Pire.—The recent. advance of 7 points on soil 
pipe from 27 to 20 off the list is not being maintained, 
some of the jobbers not having established their price 
at the advance. 


NAILS AND WIRE.—Nails continue in good demand and 
jobbers are still complaining of slow deliveries from 
the manufacturers. The irregularity in mill prices con- 
tinues, and as a result there is considerable spread in 
jobbers’ prices. Jobbers are selling from hand to mouth 
and are taking orders subject to stock on hand. Job- 
bers’ quotations for less than car lots are as follows: 


Wire nails, $3.75 to $4.5@ per keg; galvanized wire, 
per 100 lb.; galvanized barb wire, $5.35 per 100 Ib.; 
annealed wire, $4.50 per 100 Ib. 


SHEETS.—The demand for galvanized sheets is quite 
heavy. Mill prices are very firm, but. jobbers’ quota- 
tions are unchanged. 


Jobbers’ prices to retailers are as follows: No. 28 black, 
9c.; No. 28 galvanized, llc.; No. 10 blue annealed, 9c. 


Bo.ts, NUTS AND Rivets.—The demand is fair and 
prices are unchanged. 


Jobbers’ prices for the trade are as follows: Machine 
bolts in small sizes, 40 per cent off list, large sizes, 30 and 5 
per cent off; carriage bolts, small sizes, 35 per cent off, large 
sizes, 20 and 10 off; coach screws, 30 and 10 off; nuts, 
hexagon and square, blank, $2 off; hexagon and square 
tapped, $2 off; rivets 7.16 in. and smaller, 25 to 30 per 
cent off for small lots. 


$5.20 
No. 9 


BOSTON 


Office of HARDWARE AGB, 
Boston, Aug. 25, 1917. 
THE hardware business of this section is moving 
along what is becoming a well-beaten trail. Re- 
tailers are not buying for stock but only to fill orders 
they have on hand and the first salesman that shows up 


is likely to get a bunch of small orders that have been 
accumulating since the last one took his departure. Yet 
the aggregate volume of business is running well ahead 
of that of last year. The industries are the largest 
purchasers and the building trades are close to the 
bottom of the list. Seasonal farming tools are selling 
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well and most dealers have ‘covered on next season’s 
supply. 

The feeling that price advances will not long con- 
tinue is becoming more firmly established and reports 
are becoming more common that some manufacturers 
are now willing to insert a clause in contracts protect- 
ing dealers against future price recessions. Prices of 
bronze and other goods made of copper are already 
showing some weakness by the 10 per cent drop in 
Stanley bronze butts announced this week by the job- 
bers. Prices on wire and wire goods continue strong 
and the heavy Government draft on wire products con- 
tinues to have a bolstering effect and price advances 
have not ceased as poultry netting has again been ad- 
vanced 5 per cent. 

Coburn trolley hangers have been heavily advanced 
and the prices of high-grade scythes for next season 
have been set $1 higher than this season’s prices. The 
increasing cost of cotton has brought about an advance 
in the price of hose which amounts to Ic. to 3c. a foot. 

Other price advances of the week have been: New 
Departure door bells, 10 per cent; Warren’s store fix- 
tures, 10 per cent; Perfection oil heaters, 5 to 10 per 
cent; Eagle padlocks, 10 per cent. 


WIRE AND Cut Nai_s.—New freight rates have been 
announced on wire nails from Pittsburgh. Carloads 
are advanced from .189 to .215 and less than carloads 
from .221 to .25. The desperate situation in regard to 
nails is unchanged as jobbers are loath to buy from the 
independent makers and sell at a loss and are taking 
care of their customers only so far as American Steel 
& Wire Company’s deliveries will permit them to. The 
situation in the cut nail trade is unchanged. 

No quotations on wire nails are made for mill de- 
livery. From jobbers’ stocks we quote $4 a keg, base. 
We quote cut nails from store, $5.60, base; from mill in 
less than carload lots, $5.30. 


Winpow GLass.—The demand for window glass is 
slowly increasing and the anticipated shortage has not 
yet been felt in this section. . 

We quote from jobbers’ stocks: 


Single A, first three brackets............ 85 per cent 
Single B, first three brackets............87 percent 
Single A, above first three brackets....... 84 per cent 
Single B, above first three brackets....... 84 per cent 
Double A, all brackets 5 per cent 
Double B, all brackets. 87 per cent 
All lights S85 per cent 
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Screws.—The call for screws remains quite consistent 
and deliveries are sufficiently frequent to keep stocks in 
fair shape. 

We quote from jobbers’ stocks: 


Wood screws, 70 and 20 per cent discount; coach screws, 
30 per cent discount; iron machine screws, 45 per cent dis- 
count; cap screws, 35 per cent discount; set screws, 40 per 
cent discount. 


STEEL AND IRON.-—There is little to be said about the 
trade in bars, bolts and nuts, and rivets and washers. 
Prices continue unchanged and the market seems to be 
awaiting the Government’s decision on prices of the 
raw materials. 


STEEL Bars.—We quote from jobbers’ stocks: 


Soft steel flat bars, bands, stock lengths, base, 100 Ib, 
$5.50; rounds and squares, 1%-in. and under, $5.50; rounds 
and squares, 2-in. and over, $6; angles and channels, 3-in 
and under, base, 100 lb., $5.50; tees under 3 in., $5.75; tees, 
3 in. and over, $7. American calking steel, full bundles, base, 
100 Ib., $6.75; broken bundles, $7.25; tire steel, 14% x % in 
and larger, $5.65; thinner or narrower, $5.90; cold rolled 
steel, rounds up to 1 15/16 in., list plus 20 per cent; squares 
and hexagons, list plus 25 per cent. 


GALVANIZED Bars.—We quote from jobbers’ stocks: 


Galvanized bars, flat, 1 in. x 3/16 in., 12 ft. long, per 100 Ib., 
$9; 1 in. x \%& in., 16 ft. long, $8.80; 14% x % in. 16 ft. 
ong, $8.80; round, % in., 18 ft. long, $8.80; 5g in., $8.70; % 
in., $8.60. 


IRON.—We quote from jobbers’ stocks: 


Hoop iron, ‘base, 100 Ib., $8.25; h. & p. best iron, flats, 
round and square, $5.75; ovals, half ovals, bevels and half 
rounds, $7; refined iron, $5.50; Norway iron, $12. 


BOLTS AND NutTs.—We quote from jobbers’ stocks: 


Machine bolts with h. p. nuts, 4 in. x % in. and smaller, 
20 per cent discount; larger and longer, 15 per cent dis- 
count; machine bolts with s. f. nuts, same as with h. p 
nuts less 10 per cent, plus semi-finished nuts at 45 per cent 
discount. Common carriage bolts, 6 in. x % in. and smaller, 
20 per cent discount; larger and longer, 10 per cent discount 
Stove bolts, 1000 lots, 55 per cent discount. Bolt ends, 10 
per cent discount. Semi-finished nuts and finished case 
hardened nuts, 45 per cent discount; C. t. & d. or h. p. nuts, 
blank or tapped, 200-lb. kegs, list. 


RIVETS AND WASHERS.—We quote from jobbers’ 
stocks: 

Norway iron rivets, 30 per cent discount; structural rivets, 
base per lIb., 6.35c.; malleable washers, base per Ib., 9c.; 


cast washers, base per Ib., 444c.; cut washers, 200-Ib. kegs, 3c. 
off list. 


TWIN CITIES 


St. Paul and Minneapolis, 
Aug. 25, 1917. 

THE slight bettering of sales still continues, but not 

so vigorously as had been hoped. Sudden changes 
of temporature from cold to hot and back to cold again, 
and rather dark, showery days, have made a peculiar 
week as far as the weather is concerned. Business in 
general seems to operate with about as much freedom 
as a horse with hobbles on. With the draft army still 
forming, and the prices not all fixed by the Government 
on the various items to which attention is to be given, 
the same feeling and attitude of waiting prevails. So 
far the average American has not lost himself in the 
depth of discouragement reached by our neighbors on 
the north at the beginning of the war. It is to be hoped 
that we will profit by their example and not lose a 
year or so and thousands of good, established businesses 
by assuming a pessimistic attitude and allowing our 
grip on affairs to relax to even the least degree. More 
than the usual amount of business is the only thing to 
aim for. 

A careful survey of the prospects for fall business 
shows on the whole a very optimistic frame of mind on 
the part of the average business man. Some few seem 
to think the usual fall rush will not be forthcoming, 
but the general idea seems to be that a very satisfactory 
trade is to be expected. Seasonal goods are beginning 
to command attention and some windows show goods of 
the coming sports and duties. Schools will open in a 


short time and the necessary equipment for study and 
sports is being brought to the front. Sports are not 
going to suffer as much this fall as in the spring. Foot- 
ball promises to attract more attention than baseball 
did, and this is a good indication. School supplies, many 
of which are now furnished by the average hardware 
store, are being more prominently displayed. The past 
few weeks have seen many lists of manual training 
equipment estimated and orders placed. Unfamiliarity 
with present market conditions on the part of school 
purchasing agents will result in surprise at the prices 
and disappointment at the slowness of factory ship- 
ments, on the part of the purchasers of such supplies. 
Factory shipments, however, seem to be improving 
in some lines. Those factories having their own steel 
mills and equipment for working up the basic metal 
are gaining somewhat on orders. Government orders 
naturally come first, but even with these stock orders 
are being filled more promptly. Galvanized products 
from some mills seem moving better, though stocks of 
sheets still are sub-normal. One manufacturer stated 
he had inquired at every possible source here for a 
certain size of copper wire without success. Some sizes 
and kinds of wire cable are not to be had here or in 
other adjacent markets. Stocks of the finer sizes of 
wire brads are still very low. Jobbers are not anxious 
to be relieved of their tin stocks, even at the prevailing 
prices. The tremendous impulse home canning re- 
ceived has resulted in a shortage of glass fruit jars. 
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Bright tin for cans is still somewhat indefinite as to 
supply, but very much in demand. Call for cans has 
not yet reached its height, as many items are still too 
far from maximum production. The next few weeks 
_will cover this kind of work and dealers should look 
well to their stocks. 

Building construction is still at low ebb. Some con- 
tractors look to see a very good run of work for the 
fall, while others are not so optimistic. The general 
attitude is one of expecting trade in all lines to progress 
much better, after the usual July and August quiet. 
Sales to factories and shops are very good as they on 
the average are running full capacity. 

Prices still remain steady. Very few changes have 
been made, and indications are toward an even market 
for some time. 


Wire Naits.—Very little may be said for this item. 
Mill shipments are slightly better. Call in a retail way 
has not shown any increase, and price remains un- 
changed. 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.10 per keg base and coated wire nails at $4.10 per keg 
base. 

Braps.—The stocks are still broken in some numbers. 
Price quotations here are very favorable to the dealer 
who wants to fill in his stock assortment. 

We quote from local jobbers’ stocks: Wire brads at 70 
per cent discount from standard lists 

WireE.—Country trade still holds good in this item. 
City trade is not so good, but is very fair in view of 
low building operations. Price still holds steady with 
stocks in fair condition. 

We quote from local jobbers’ stocks: Galvanized Glidden 
cattle wire at $3.96 per 80-rod spool; galvanized Glidden hog 
wire at $4.12 per 80-rod spool; painted Glidden cattle wire at 
$3.41 per 80-rod spool; painted Glidden hog wire at $3.55 per 
80-rod spool. No. 9 black annealed smooth wire at $4.05 
per cwt; No. 9 galvanized annealed wire at $4.75 per cwt 

STaPLes.—Sales are low, with stocks in good condi- 
tion. Price is stationary. 

We quote from local jobbers’ stocks: Polished fence staples 
at $4.25 per keg; galvanized fence staples at $4.95 per 
keg; galvanized poultry netting staples at $6 per hundred 
weight. 

Wire CLoTH.—Sales are very slow. Some dealers 
have even gone so far as to turn over to some of the 
jobbers their surplus stocks. The small advance made 
by the mill has gone unrecognized by the jobbers here. 


We quote from local jobbers’ stocks: 
cloth at $2 per 100 sq. ft.; 12 mesh 
at $2.50 per 100 sq. ft., and 14 mesh 
$10 per 100 sq. ft. 


Tacks.—Changes made by the mills have resulted in 
no change up to the present time in the local markets. 
Sales are not anything out of the ordinary. 

We quote from local jobbers’ stocks: Upholsterers’ cut 
tacks at list plus ten per cent, and wire bill posters’ tacks 
at list plus fifteen per cent. 

Bo.ts.—Retail sales are low. Shops and factories are 
buying briskly, taking whatever they can locate in local 
stocks, without much question as to price. 


We quote from local jobbers’ stocks: Small machine bolts 
at 40-5 per cent; large machine bolts at 25 per cent; small 
carriage bolts at 30-10 per cent; large carriage bolts at 
20 per cent, lag screws at 40 per cent; stove bolts at 50-10 
per cent from standard lists. 


Screws.—Here again the factories are buying and 
retail sales are slow. Price is firm with prospect of 
further advances for the fourth quarter of the year. 
Stocks are in fair condition. 


We quote from local jobbers’ stocks: Flat head 
wood screws at 70-10 per cent; round head blued wood 
screws at 65-10 per cent; flat head brass wood screws at 
12% per cent and round head brass wood screws at 40 per 
cent from standard lists. Iron machine screws, rolled thread 
at 60 per cent, brass machine screws rolled thread at 20 
per cent, set screws at 40 per cent, cap screws regular at 
33% per cent from standard lists. 


SHEETS.—Sales continue very good in this line, with 
stocks not showing any great improvement. Basic 
materials commandeered by the Government prevent the 
gain expected during July and August on surplus orders 
which are holding at the mills. Stocks are not well 
assorted and the prospect is poor for very much im- 
provement in that way. No change has been made in 
price for some little time. 

We quote from local jobbers’ stocks: Black sheets at 


$10.25 per cwt., base and galvanized sheets at $11.75 per 
cwt., base. 


T1n.—Stocks are low with retailers, who show a ten- 
dency to buy only as needed to keep retail trade sup- 


12 mesh black wire 
galvanized wire cloth 
bronze wire cloth at 


bright 
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plied. The purchase of a box uf tin now involves more 
capital than two boxes did two years ago. No change 
has been made in price. 

We quote from local jobbers’ stocks: 20 x 28 IC 8-Ib 
coating tin at $18.75 per box and 20 x 28 bright 8-lb. coating 
at $27 per box. 

PouLtTRY NETTING.—This item is soon to be retired 
to storage, although some inquiries still are received. 
Price is unchanged. 

We quote from local jobbers’ 
weaving poultry netting at 
lists. 

Rope.—Considering the active demand for fiber and 
for finished rope, the price is unusually quiet. Retail 
sales are slow yet, but will undoubtedly improve with 
the better trade in general which is coming soon. 


We quote from local jobbers’ 
rope at 4l%4c. per lb. base; best 
per Ib. base and cotton rope at 25c 


stocks: Galvanized after 
70-20-10 per cent from standard 


stocks: Best grade 
grade sisal rope at 
per lb. base 


Wire Rope.—The steady advance in price is one indi- 
cation of the shortage in this class of goods. Several 
kinds and grades are practically off the market. A 
search for %-in. plow steel cable by one concern re- 
sulted in only finding that it was not to be obtained 
in St. Paul, Minneapolis, Duluth, Kenosha, Wisconsin 
or Chicago. Price is nearly prohibitive, but when the 
necessity arises the matter of price is ignored. 

We quote from local jobbers’ 
cent on all excepting galvanized 
discount of 10 per cent from list. 

FILES.—Factory shipments continue slow, with little 
progress toward cleaning up back orders, although this 
feature is receiving more attention than for several 
months. Call remains good and is due to increase 
heavily as work progresses on Government orders. 

We quote from local jobbers’ stocks: Nicholson files at 
90-10 per cent and Arcade files at 65 per cent from standard 
lists. 

REGISTERS.—Sales are still moderate with price 
steady. Stocks are in fair condition and will stand 
far better sales than the past two months have de- 
veloped. 

We quote from local jobbers’ 
per cent from standard list prices. 

STOVE PIPE AND ELBows.—Retail sales have not yet 
begun in this class of goods, but nearly every dealer has 
his initial stock purchased, at least, and many have 
covered their season’s requirements. Some were for- 
tunate enough to place orders at practically last year’s 
prices, but are wondering now when they will receive 
the stock. 

We quote from local jobbers’ stocks: 
pipe, made up, at 19¢c. per length 
piece elbows at $1.20 per doz. 

EAVES TROUGH AND CONDUCTOR P1PE.—Stocks are 
moving slowly, repair jobs being the bulk of the business 
at present. Price shows no change, and none is antici- 
pated in the near future. 

We quote from local jobbers’ Galvanized eaves 
trough at 50-10 per cent and @alvan.zed round or corrugated 


conductor pipe at 45-24% per cent in crate lots from standard 
lists 


Manila 
22%c 


stocks: 
strand, 


List plus 10 per 
which carries a 


stocks: tegisters at 40 


Common 6-in 
and 6 in. common 


stove 
four 


stocks 


PAPER.—Red rosins have shown a decrease in price 
by at least one of the local jobbers, but it is not be- 
lieved that this indicates any general tendency of the 
market. Sales are still extremely light in the cities, 
though country business is reported very good, sales 
totals being well above last year’s for a corresponding 
period. Felts show no change by any of the local 
jobbers. 

We quote from local jobbers’ stocks: ted rosin paper at 
$62 per ton; Barreetts’ No. 2 tarred felt at $3 per cwt., and 
Barretts’ threaded felt at $1.55 per roll. 

SasH Corp.—Call continues light, with price strong 
at last week’s quotation. Further advances would not 
come as a surprise. 


We quote from local jobbers’ stocks: 
at 45c. per Ib. net, base 


SasH WEIGHTS.—Sales are far below what they 
should be, as no building is being done. Price has not 
changed. 


We quote from local jobbers’ stocks: 
weights 3 to 30 inclusive at $2.50 per 100 Ib 


MIXED PAINT.—Sales have weakened to some extent 
on this item the past week, painting for the present 
showing a falling off. Fall painting has not been com- 
menced. Price is firm at last quotations. 


We quote from local jobbers’ stocks: 
2.75 per gal. in 1-gal. cans. 


Common sash cord 


Cast iron sash 


Regular colors at 
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DENATURED ALCOHOL.—Price is firm with call slow. 
The season has not advanced far enough as yet for its 
greatest use. 


We quote from local ie stocks: Denatured alcohol, 
barrel lots at $1.10 per gal. 


LINSEED O1L.—Sales are very light, with price steady 
and pal Prices are inclined to claim further ad- 
vances. 


We quote from local jobbers’ stocks: Boiled linseed oil at 
$1.21 per gal., raw linseed oil at $1.20 per gal. in barrel lots. 


Wuite Leap.—No change has developed and the 
market will doubtless show price increase when fall 
painting begins. 


We quote from local jobbers’ stocks: White lead in hun- 
dred pound kegs at $13,13 per cwt., with usual differentials 
for size of package. 


TURPENTINE.—The usual price fluctuations have oc- 
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curred, though a light, steady market is not conducive 
to much interest in this item. 

We quote from ae jobbers’ stocks: Turpentine in barre] 
lots at 47c. per gal. 

SHELLACS.—This too shows the effect of small de- 
mand, and sales are very light. 

We quote from local jobbers’ stocks: White shellac 314 
—") to gallon at $3.25 per gal. and orange shellac at $3 per 

NAPHTHA.—Call is moderate. Price shows no change. 

We quote from local jobbers’ stocks: Naphtha at 2014c. 
per gal. 

FLINT PAPER.—Retail sales are very light. Con- 
tractor trade is lacking and the loss of these sales is 
noticeable. Retailers are buying only as their stock is 
depleted. 


We quote from local jobbers’ stocks: 
15 per cent from list. 


B. & A. flint paper at 





Turns Accessories Stock 


Six Times a Year 


MopEsTo, CAL. 
To the Editor: 

About three years ago we decided to carry a small 
stock of automobile accessories. We have always 
been very conservative in opening up new lines, and 
in this instance our initial purchase was about $350. 
It covered only the staple lines. Up to the present 
time we have made but few additions, for the rea- 
son that nearly every garage, besides the exclusive 
automobile supply houses, carries a stock of acces- 
sories. 

The lines which work nicely with hardware are 
bolts, a.l.m. cap screws, hexagon nuts, both stand- 
ard and a.l.m., spring clips, spark plugs, wrenches 
of all kinds, jacks, greases and oils, tire repair out- 


fits, pumps, brake lining, and other merchandise 
which is as staple as these, and articles which are 


used in quantity and move rapidly. It has appeared 
to the writer that where competition in the form 
of supply houses and garages is keen, and where 
the business or the possible volume does not justify 
the services of a special man, it is much better to 
carry only the lines mentioned, with the excep- 
tion of tires, which the writer will take up a little 
later. 

By selling staples only, and getting your sales- 
men to spend a little time over the counter, you 
will find that gradually your customers will learn 
what lines you carry. In this way you will not 
increase your overhead expense, and yet it will be 
possible to get a very fair volume of accessory 
trade at an excellent profit. We turn our stock on 
these supplies at least six times a year, and the 
writer is inclined to believe it is even greater. The 
sale of automobile accessories, without a question 
of a doubt, belongs to the hardware business, and I 
believe every merchant in this business should get 
started soon in order that his business in these lines 
may be established before the specialty house gets 
it all. Care should be used in the lines you buy. 
Go at it easy, and feel your way. Conditions in 
different territories vary, and it is quite natural that 
each one contemplating carrying this line will have 
to stock the articles most suitable to his trade. 

The tire business has been a great help to our 
organization, and it will, without a question of 
doubt, do as much for you, perhaps more. We as- 
sume that all hardware merchants have about the 
same conditions to contend with. We have found 
that our volume of business varies. For instance, 
some years one line of merchandise takes a jump 
in volume; the next year it drops 50 per cent. We 


have found this condition in several lines which 
have contributed to a large extent to our success. 
By increasing his stock with lines that move rap- 
idly, and by not adding any further expense, it 
enables a merchant to increase his volume of busi- 
ness and also his profits. 

Three years ago we took on the Diamond tire 
line, being placed upon the preferred dealer’s basis, 
which enabled us to job tires to some garages and 
smaller dealers. On this basis it enables us in 
retail sales to make a very fair margin of profit. 
The first year showed a volume of sales amounting 
to approximately $9,000, and the next year about 
$13,000, and the last year over $20,000. Tire stock, 
properly handled, should turn from eight to twelve 
times a year. 

To introduce the sale of tires, first your sales- 
men should be taught the method of manufacture 
and reasons of construction; next, the care that 
should be given them; and last, general selling 
methods. Do not get off wrong on one thing. Do 
not assume any responsibility of the manufacturer’s 
guarantee. Do not attempt to give any idea of what 
adjustments might be given. The manufacturers 
make the tires, guarantee them, and make their own 
adjustments. Let them do it; it is the safest way 
for you. The tire business, properly handled, will 
be an asset to you, besides the profit it will bring 
you. Be careful to be conservative at the start, 
and care thereafter may eliminate the trouble and 
the disgust which some lines of merchandise pro- 
duce unless handled properly. A small stock of 
tire repair goods, such as is used by the consumer, 
only should be carried. 

The writer wishes again to state that the field 
in accessories is good, the opportunity is waiting, 
and any hardware merchant can increase his sales 
and profits by introducing them. 

Very truly yours, 
J. D. TURNER, Manager, 


Turner Hardware and Implement Company. 


JOHN H. DIEHL has been appointed general 
salesmanager of the Mason Tire & Rubber Com- 
pany, and started his new duties Aug. 1. He has 
had years of experience in the rubber business, 
starting with the B. F. Goodrich Company in 1894. 
He has been connected with rubber companies con- 
tinually since that time, serving as manager of the 
Philadelphia branch, and later of the Buffalo branch, 
of the B. F. Goodrich Company. He joined the 
Portage Rubber Company at the time of its organi- 
zation, in 1912, as salesmanager, and has been with 
that organization in the position of manager of sales 
for the last five years. 
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A Window Display that will attract the 
attention of Garage Builders to your store 


HIS window display “cut-ou t” has been designed as a center- 

piece for a window display of Stanley Garage Hardware and 
your other garage accessories. It will help you to increase your 
sales in these lines, especially in garage hardware. 


Your display shows how the Stanley Garage Door Holder 1774 keeps doors 
from slamming, how Stanley Garage Hinges 1457 and Latch 1264, Pull 
1266 and the 10-inch Stanley Chain and Foot Bolts 1055 and 1056 will look 


and work when applied to garage doors. 

Made of heavy cardboard and beautifully lithographed in nine colors, this 6% 
cut-out is 28 inches high by 40 inches wide. It is provided with two i's 
easels which support it firmly. am - i 
? -" 


A blank for ordering this cut-out (it is sent free of cost) is enclosed with a booklet, ff a 
“Selling More Stanley Garage Hardware.” This book illustrates and describes ‘i ” 
the complete series of selling helps we have prepared to assist you in inc reasing fg 


your sales of this most profitable line. os 
¢ 
o - 
Your copy of “Selling More Stanley Garage Hardware” will be sent you a y 
on receipt of the coupon. Cut out and fill in your coupon now, pin it : 


to one of your letterheads and mail it today to 


New Britain, 


New York, 100 Lafayette St. 
Chicago, 73 East Lake St. 

















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Guaranteed Polish and 
Rust Destroyer 


The Superior Laboratories, Grand 
Rapids, Mich., have recently placed 
on the market a liquid known as “Stov- 
oil,” which the concern guarantees to 
not only clean and polish brass, silver, 
copper, iron, steel and aluminum sur- 
faces, but also destroy and prevent 
rust and oxidization. 

“Stovoil,” it is stated, leaves a very 
thin, transparent, protective coating 
over the surface, hermetically sealing 
the pores of the metal and rendering 
it impervious to the atmospheric ele- 
ments as well as moisture in any 
form. 

The concern states that this liquid 
if applied to gas stoves will not only 
destroy and prevent any rust, but 
will add considerably to the life of 
the stove. The concern recommends 
“Stovoil” for the inside of the stove 
as well as the outside. 

“Stovoil,” it is stated, consists of 
several highly recognized rust pre- 
ventives and solvents and is guaran- 
teed to produce the results for which 
it is sold. 

The liquid may be quickly applied 
with a soft flannel cloth and then 
permitted to dry for 15 min. before 
rubbing with a dry cloth. If some 


bts 
Guaranteed polish and rust destroyer 


parts are very rusty, the concern ad- 
vises that this rusty surface should 
be sandpapered a trifle before apply- 
ing the liquid. “Stovoil” is not a 
lubricant, and should not be used as 
a lubricant oil. 

The liquid is put up in generous 
4-oz. bottles for household use and is 
shipped im single bottle, %, % and 1 
gross cartons. It is also shipped in 
%, 1, 5 and 10-gal. cans and in % 
and 1 bbl. containers for the use of 
stove manufacturers and gas com- 
panies, 


“Once-Over” tiller 


*“ Once-Over” Tiller 


The Scientific Farming Machinery 
Company, Minneapolis, Minn., has 
placed on the market the “Once-Over” 
tiller, which it is claimed is not only 
a tremendous saver of labor, time and 
expense, but it also increases the 
fertility of the land“and makes it 
possible for the farmer to increase 
his crop yields by producing five 
bushels of wheat where only four 
bushels grew before and other crops 
in approximate proportion. 

The tiller is an imp!ement designed 
as an attachment to plows and con- 
sists of a_ steel-tobthed rotor set 
standing upright at the right side of 
the plow, the lower end being placed 
at the rear of the share and beside 
the moldboard. This rotor, it is 
stated, is geared at the top to the 
shaft of a small light gasoline motor, 
which whirls the rotor at about 500 
revolutions a minute, catching the 
liftings from the plow just as the soil 
turns over at the moldboard and the 
teeth of the rotor shred and tear the 
weeds, grass, roots and soil into a 
finely pulverized mass, throwing it 
out behind and making a perfect feed 
bed for the sowing of any crops. It 
is stated that a drill which is at- 
tached to the tail end of the tiller 
will seed the ground at the same time, 
if this is desired, completing the plow- 
ing, discing and harrowing, cross- 
harrowing, rolling and drilling or 
seeding of the ground in one opera- 
tion instead of six or seven. 

This company will send an attrac- 
tive eighteen-page illustrated catalog 
to all dealers upon request. 
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Combination Coal and 
Gas Range 


The Bergstrom Stove Company, 
Neenah, Wis., has recently placed on 
the market the “Royal Expert” range, 


Combination coal and gas range 


which is a combination of a coal and 
gas range all in one. 

The company states that this range 
is equipped with a patented gas oven 
burner, so located as to allow an en- 
tirely clean oven bottom The oven 
is well ventilated and the air circula- 
tion to the gas burner is automatical- 
ly closed when not in use. The range 
is minus any machinery, valves, 
levers, etc. 

The range is equipped with a sani- 
tary galvanized iron scavenger pan 
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Popularity 


is the reward of merit bestowed on worthy men 
and deserving merchandise by the people. 
The exceptional value embodied in R-W 
products accounts for the popularity of 


The RW line 


Sliding Door Equipment 
For Barns Warehouses 
Residences Churches 
Garages Schools 

Elevator Door Fixtures 

Fire Door Hardware 

Store Ladders & Shelves 

Door Openers &Closers 

Benches & Vises 

Door Checks & Hinges 

Hardware Specialties 

Mounted Grindstones 

Overhead Carriers 






Aurora Plant 
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The regularity with which users of R-W products return for more, 
makes the enormous and steadily increasing demand for them. 


R-W quality creates prestige for you 


Richards Wilcox Manufacturing (0 


LOS ANGELES. Aurora, Ituinois, USA. rename 
CHICAGO Richards-Wilcox Canadian Co,Ltd.London Ont. pra 


“A hanger for any door that slides” 








R-W Products don’t come back; 
Customers who buy them do. 
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under the gas cooking top and also 
a nickeled manifold pipe supported by 
nickeled brackets in addition to a 
Star type of burner of the company’s 
own manufacture. 

The “Royal Expert,” it is said, is 
also constructed with a heavy duplex 
grate and a fire-box extension for coal 
or wood fuel, in addition to adjust- 
able valves for adjusting burners to 
different gas pressures. 

Illustrated descriptive matter and 
prices will be furnished the dealers 
upon request. 


Miller Spanish and Por- 
tuguese Catalogs 


The Miller Lock Company, Phila- 
delphia, Pa., has recently issued a 
new catalog, which is printed in two 
languages, Spanish and Portuguese. 
The Spanish edition is entitled “La 
Liave” and the Portuguese “A 
Chave.” A copy of this publication 
will be mailed regularly to dealers 
upon request. 


Patented : [Safety Push- 
Button Hunting Knife 


The Schrade Cutlery Company, 
Walden, N. Y., has recently placed on 
the market the Schrade patented 
push-button hunting knife, which is 
operated by lightly pressing a small 
button which releases the blade and 
automatically locks it in the open 
position, thus avoiding the possibil- 
ity of breaking any finger nails. 

The hunting knife cannot open ac- 
cidentally while being carried in the 
pocket because of the safety slide 
which locks the opening mechanism. 
This mechanism, the company states, 
will not operate until the safety slide 
is pushed out of action and the mech- 
anism released. 

The company also manufactures a 
patented push-button pocket knife, as 
illustrated, which is operated on the 
same principle as the hunting knife. 

These knives, it is stated, are made 
of the highest grade of special cut- 
lery steel and are guaranteed to be 
free from any defects in material or 
workmanship, the company agreeing 
to replace, without charge, any knife 
that does not give absolute satisfac- 


ee - - . 


| 








Safety push-button hunting knife 
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Safety push-button pocket knife 


tion. Illustrated descriptive matter 
and prices will be mailed to dealers 
upon request. 


««Perfection ’? Oil Heater 
New Models 


The Cleveland Metal Products Com- 
pany, Cleveland, Ohio, has recently 
added two new models to its line of 
“Perfection” oil heaters, to be known 
as Nos. 500 and 600. 

These new models are exactly the 
same size and design as Models 100 
and 200 formerly made by the com- 
pany, but are equipped with wicks 
which are already attached to a metal 
carrier especially designed to elim- 
inate all the inconveniences incident 
to re-wicking an oil heater. This re- 
wicking arrangement, which can alsv 
be used on Models Nos. 100 and 200, 
enables a novice to quickly take out 
the old combination wick and carrier 
and slip in a new one. 

The oil heater is constructed with 
a small lever handle attached to the 
gallery, which provides an easy 
means to remove the wick or clean 
the heater. 

The cone plates of these heaters, 
the company states, are now made of 


New model “Perfection’’ oil heater 


a heavier gage steel than was for- 
merly used, which adds strength and 
rigidity and prevents warping. 

The appearance of these cone 
plates, it is also stated, has been im- 
proved by being pierced with two 
rows of %-in. holes, which enables 
the stove to give more heat in the 
room. The company claims that the 
nickel finish on top of the heaters, 
cone plates, base rings and legs are 
now made of the same grade and of 
the very best quality. 

It is announced that these two new 
models will be the only oil heaters 
the company will manufacture for the 
coming year. 


Walk Gate Arch 


The Iowa Gate Company, Cedar 
Falls, Iowa, has placed on the market 
the “Clay” walk gate arch, which, it 
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Attractive walk gate arch 


is said, materially improves the ap- 
pearance of the lawn and house. 

The company states that regardless 
of frost or soil conditions, the uprights 
of this arch never get out of line and 
the space between them is always the 
same. 

The “Clay” arch, it is stated, is 
made from a single piece of 1%-in. 
steel tubing, which, when set 18 in. in 
cement, stands 7 ft. above the ground. 
The arch is furnished in galvanized 
or painted finish, in three different 
widths. 

The arch is packed with special 
hinges and metal rings for attaching 
to any fence. The company also man- 
ufactures an extensive line of gates 
and will furnish all dealers with an 
attractive catalog with prices upon 
request. 


Barney & Berry New Ice 
Skate Catalog 


Barney & Berry, Springfield, Mass., 
have recently issued an attractive and 
interesting catalog featuring their 
extensive line of ice skates. A copy 
of this catalog showing all the latest 
styles in skates will be mailed to deal- 
ers upon request. 


THE SILENT WASHER COMPANY, 
Clintonville, Wis., has amended its ar- 
ticles to provide for an increase in its 
capital stock from $15,000 to $25,000, 
and changing its location from Apple- 
ton, Wis., to Clintonville, where a new 
factory will be erected at once. 


THE M. H. Keyiess Lock Com- 
PANY, INc., New York City, has been 
incorporated with a capital of $10,000 
to manufacture special keyless locks. 
I, Heinz, J. Mainzer and R. Applebome, 
224 Fifth Street, are the incorpora- 
tors, 
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The Incomparable “Ten-Eighty” 
Garage Door Hardware 


(PATENTED) 


FOR THREE, FOUR, FIVE AND SIX DOORS 
A DECIDED ACHIEVEMENT. CERTIFIED BY THOUSANDS OF PLEASED OWNERS 





























' No, vivov 
Folding Sliding Garage Door Hardware Set, consisting of 1 No. 1080 Hanger, 1 No. 
1080-E End Adjustable Bracket, 1 No. 1080-C Center Bracket, 1 No. 1080-I Intermediate 
Adjustable Bracket, packed in box with ¥%-inch bolts for hangers and %-inch lag screws 
for brackets. 






























































Quick 
Shipment 


No. 180 ' Deneaal 

Adjustable Floor Center Door Guide and Stop On I 
For use on concrete or wood floors with pair of doors. Adjust- n Im- 
able to doors 134 to 3 inches thick. oiieie 


Orders 

Door Hangers and Tracks Boston 
Spring Hinges Chicago 
Rolling Ladders ALL oa " New York 
Sara e Door Hardware os soouee 

ire-Door Hardware iladelphia 
Overhead Carriers DANVILLE, | to U.S. A. San Francisco 
Hardware Specialties 



















































































































































































‘‘Hydromatic” Sanitary 
Drain Pipe Flusher 


The Bunker Hill Rubber Works, 
Bunker Hill, Ill., have recently placed 
on the market the “Hydromatic” 














Sanitary drain pipe flusher 


drain pipe flusher especially designed 
to prevent drain pipe stoppages by 
keeping the drains clean and sanitary. 

The flusher, it is said, has been con- 
structed with a combination rubber 
cup and patented aerostic which is 
connected to the bulb by a short rub- 
ber hose; also a patented slip-on, 
which the concern states will fit any 
faucet, and which is held firmly by a 
connecting chain. 

The concern states that the flusher 
is made of a high-grade, pure Para 
rubber and with care it will last for 
years, even with constant use. It is 
also stated that the device is very 
simple to operate. The parts are in- 
terchangeable and may be replaced at 
will. 


J. Wiss & Sons CoMPANY, 31 Little- 
ton Avenue, Newark, N. J., manufac- 
turer of razors and ‘shears, is taking 
bids for the construction of additions 
to its plant to cost about $10,000. 
The structures will comprise a two- 
story and basement building, about 
25 x 40 ft., and a one-story addition, 
20 x 35 ft. 


THE GENEVA CUTLERY COMPANY, Le- 
high Street, Geneva, N. Y., manufac- 
turer of razors and cutlery, will build 
a one-story brick and steel power 
plant, about 60 x 120 ft., in Torrey 
Park, for factory operation. 


Express Spark Plug 


The Express Spark Plug Company 
of America, Inc., Washington, D. C., 
has recently placed on the market the 
Express spark plug, especially de- 
signed for continuous service in oily 
motors. 

The company claims that the insu- 
lator is retained in a steel] shell by a 
heavy brass gland and that the upper 
part of the insulator is chambered to 
receive the upper portion of the cen- 
tral electrode; also that the upper 
portion of the central electrode and 
its terminal end, which is turned out 
of a single piece of steel, is spaced 
apart and does not touch the upper 
end of the insulator, thus prevent- 
ing surface leakage of current over 
the outside of the insulator. 

The lower portion of the central 
electrode, it is said, is made of a 
nickel and chromium alloy, which 
threads into the upper part and is 
cemented in the central bore of the 
insulator. The inner portion of the 
insulator, it is stated, is provided with 
a series of annular chambers to pro- 
vide a series of breaks in any carbon 
coating which might form to prevent 
a short circuit over the insulator. 

The manufacturer guarantees each 
Express spark plug, which retails for 
$1.50, to give continuous service for 
10,000 miles, agreeing to replace it if 
it does not live up to the guarantee. 

The company also manufactures the 
Express high speed plug for high 














Express spark plug 


compression and air cooled motors. 
Illustrated literature will be mailed to 
dealers upon request. 
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“Safety” Galvanized Oily 
Waste Can 
The Dover Stamping & Mfg. Com- 


pany, 385 Putnam Avenue, Cam- 
bridge, Mass., has recently placed on 











t 





Safety” galvanized oily waste can. 
Below, patented self-closing cover © 


the market the “Safety” galvanized 
oily waste can. 

This waste can has been especially 
designed as a safe receptacle for oily 
waste and also as a safeguard against 
spontaneous combustion. 

The receptacle is constructed, it is 
said, with a patented self-closing 
spring cover which the concern claims 
will never wear out. It is also said 
that this can, which is made in six 
sizes ranging in price from $1.70 to 
$11.95, will stand the hottest fire 
without any bad effect. Illustrated 
descriptive matter will be mailed to 
dealers upon request. 


Art Brass Company Buys 
Knockers 


The Art Brass Company, 299 West 
134th Street, New York City, has re 
cently issued a very attractive cata- 
log showing an extensive line of orna- 
mental door knockers, formerly made 
by William Hall & Co., Boston, Mass. 
This line constitutes a famous collec 
tion representing the gradual acqui- 
sitions since 1843. The patterns are 
exclusive reproductions of old colonial 
designs, cast from the original old 
knockers, and include many of the va- 
rieus periods. A copy of this catalog 
will be mailed to all dealers upon re 
quest. 
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To the 


Merritt Hardware Company 
Macon, Georgia 


Frequent shipments to this company, whose 
name for 27 years has stood throughout the South 
for all that’s best in hardware, evidence the great 
demand for Diamond Ford-size tires. 


Ford-size Diamonds, like their bigger brothers, 
recognize no road to be too bad to travel on. They 
are giants for strength—gluttons for work. 


Order a few Ford-size Diamonds today from 
your jobber, and learn the satisfaction of selling 
an extra mileage tire that costs no more than 
many other makes, and not as 
much as some. 


The Diamond Rubber 


Way) BLACK an " 
Py PETEECES “a sao 
/ 4,14,.7°) ’ 


RED SIDES 


Diamond Tires 
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MILL AND HARDWARE SUPPLIES 


The second and fourth issues of each month contain 7 other pages of Hardware prices 

















BARS—Crow— 
10 tv 40 lb 

eels. 6 ¢) 
Bars 124 BK 


Steel Crowbars, 
Pinch 


BEAMS—Scale— 
Scale Beama... 
Chatillon’s No. 1 . LL + 
Chatillon’a No, 2........List + 
Pos. & Ww ae err” r 
Sargent & Co.. rr i 


20 %e 
10 Te 
20% | 


BELTING—Leather— 
From No. 1 Oak Tanned Butta. 
Belting, Ex. Hvy., 18 oz........85% 
Beiting, Heavy, 16 oz.... 
Beiting, Medium, 
Belting, Light, 
Second Quality, 
Second Quality, 
Cut Leather Lacing, 
1, new Liat. 
Leather Lacing Sides, per sq. 
Kaw Hide, No. 1, tn sides 
aq. ft. and over 
Under 17 aq. ft..... 


Bhoutas re....6 
Strictly No. 
40 


Rubber— 


Compctition (Low Grade) 
Standard é 


Best Gr ades 
BLOCKS—Tackle— 


Common Wooden 


Patent 
Drill— 


Athol] Machine Co, : 
Drill Blocks.... 


Carriage, 


net list 


Machine, &c.— 
Common Carriage (out thread) : 


2 6, and emalier 


Common Carriage (rolled shneeay? 


nari | EMERY—Tarkish— 


| DRESSING—Belt— 


. List + 10% | 
10% | 


| Larger than No, 53, 


| Over 
¢ 


| Jobbers’ Mfg. Company: 
Blue — Stick, @ Ib. 
Paste, 5 & 10 th. cans, @ 
Liquia ‘io gal. cans, 


DRILLS AND DRILL 
STOCKS— 


Twist Bit Stocks, 
Twist Taper 
new list 


Smali Wire, No. 53 and less, 


Wood Drills for Braces, new 


Out of market at present 
Domestic, 


Heavy Hammers and 
Sledges— 


5 D., 30¢ 


| OILERS— 


| Steel, 
| Chace, 


Copper Plated 
Brass and Copper 
Chace, Zine Plated 
Railroad, coppercd. 
Railroad, brass. 


PICKS AND MATTOCKS— 


| Ratlroad 


Contractors’ Picks 


| Railroad, biases 
| ROPE— 
| Rastern Retail Trade. 


% @ 6, and emaller..........30% | 


Larger or longer 
Phila., Eagle, $3.00 list 
Bolt Ends, H. P. Nuts. 
Machine (cut thread): 

a2 4 and amaller 

Larger or longer 
CHAIN—Proof Coil— 
Small lots, f.o.b. 

100 Ib.: 
American Cot! Straight Link: 

8/16 $12.10; %\%, 55; 

$8.55; . $8.00; 7/16, 

4, &9/ 16, "$7.70; 11/16&%, 


“20 of 
30% 


Animal, 
Oils— 
Linseed, Raw, Carload lots. .1.24@— 

City five-bbl. lots and over.1.25@— 
Out-of-town, five-bbi. lots and 

OVOP 2.00% 1 

Boiled, 1c y ‘gal. 
Lard, Prime Winter. 

Extra No. 1 

No. 1 ‘ revere, Ch 
Cotton seed, 

m 

Yellow Summer, 

White, Summer 

Yellow, Winter 
fallow Acidiess 
Menhaden, Brown 

Strained 

Northern Crude ....... 

Southern f.o.b. factory 

Light Strained 8 

Yellow Bleached . 

White Bleached Winter. ‘ 
Cocoanut Ceylon genuine 


advance op Raw. 
88@1.90 


a— 
@Q— 
m— 
@84 
@&6 
@88 
ee” &o0 04-0 ; @i8 
Cochin Imported, spot @22 
Domestic ..16 
Cod Domestic, Prime bd 
Newfoundland @s 
Corn Refined SOLE 16. $1 
Porpoise body @sh 
Olive denatured .... .1.90@2.00 
Neatsfoot Prime 
Palm, Lagos, snot per ™..17% 
Soya Bean, English, spot a 
bbis. .144%,@14% 


bbis 
Manchurian. spot, 


Mineral Oils— 
Black, 29 gravity, 
cold test 

29 gravity, 15 cold test.14 
Summer 15 
Cylinder, light filtered...21 @26 
Dark filtered 18 @1% 
Paraffine, bigh viscosity 29 hy @ 20 
903 sp. gravity... 214%@22 
865 ep. gravity 18%,@19 
Red Paraffine . 1s @19 


P eal. 
13%@14 
a@is 
@i4 


Miscellaneous— 
Rarytes: 
White, Foreign } ton.$38.00@40.00 


. 60% 


- 80% 


-15% | 
Pittsburgh, per} 


| 
| 
| 


Fish and Vegetable | 


-43@1.46 | 
3+ | Domestic 


Manila, % in. diam. 
Highest Grade. 
Second Grade 


Sisal, % in. diam, 
Highest Grade 
Second Grade 


Sisal, 
Medium and Coarse: 
First quality 


Sisal, Tarred, Medium Lath 
First quality 


Cotton Rope: 
Best 5/16-in. and larger.. 
Medium, 
Common, 5/16-in, 


®? gal.. 


new list... 
and Straight Shank, 


new list. 


and larger: 


and larger: 


Hay, Hide and Bale Ropes, 


5/16-in. and larger... 
and jarger.. 


| SCREWS— 


27¢ | 
tb. 30¢ | 
$2.00 | 


Coach, } ~~ and conte 
Leg, Cone 
Coach, Gimlet Point 


Jack Screws— 


| Standard List 


-50&5 Ye 
+4085 Yo 
AREY | 
4085 %o 
list .30% 


time. 
12¢ 


List, net 
List, net 


66% &5% | 
4585 % 


40&10% 
40&5% 


Per Wb. 


Yarn: 
20¢ 


-23@20e 
21¢ 
.15¢ 


Set 





PAINTS, OILS 


Domestic, prime, — 
or floa ted, f« 
works, @ ton.. 

Off color, f.o.b. wks. 


Chalk, - pera 
French . 
| China Clay, 


| 
| .# ton 
j @ ton 
“Imported 
? 


| Cobalt, 
| Whiting 
Commercial 
; 


Oxide 


Putty, Commerciai— 
? 


In bladders .. $4, 
5 ™ tins...... 4.5 


| In 1 ™ to 


Spirits—Turpentine— 
In Machine bbls 


Gum Shellac— 


| Button 
| Second Orange 
oy — 
N. : 


v. $0. 
Colors in Oil— 


slack, Lamp ... 2 


4 
Black, Coach, Japs 24 
- 


Prop Black 

Blue Chinese ..... 

Bine, Prussian ey 
Blue, . Ultramarine HF 


Machine— 
Cut Thread, Iro 
Flat Head or "Round Head 
Filister Head 
Brass: 


R. 
Filister Head 


| Brass: 


F. H. or R. H. , Nos. 8 to ae 
Filister Head 


Set and Cap— 


Set (Steel) 


; | Lake ingot 
th % 


List July 23, 
Flat Head, 
Round Head, 
Flat Head, Brass........42 
Round Head, 
flat Head, Bronze.......% 
Round Head, Bronze. 
Drive Screw 


w& 
STOCKS, DIES AND 7 
Sete 
tland Taps 
M. 8. Taper Tape Nos. 
M. 8. Taper Taps, Larger... 
TURNBUCKLES— 
National Mfg. Co. Screen Door, 

No. 195, Japn'd, per dozen. ..$1.20 
TRUCKS—Warechouse, &c.— 
McKinney Mfg. Co. : each, net 

No. 1, $21.50; No. 2, $18.50; 

No. 3, $15. 50. 
W ASHERS—Cast— 


Over %-ineh, barrel lots, 
per 1b., 3%¢ 


obs 


1903. 


2 to 12 ine., 


2545 % 


Size bolt..5/16 % % % 
Washers. .$7.75 6.85 5.45 5.25 


5O&10&5 9 Yo 


Iron or Steel— 


| 
| he above prices are based 
% | $4. OO off list. Ks 
| In lots less than one keg add Mwy 
| 5-lb, bowes add ',¢ to list 
' 


Leather, Axle 


per lb.; 


Solid 
Patent ... 
Coil: % 1 
22¢ 25¢ 

Pier te gate 

Agricultural .. 
Alligator or Crocodile. . 0% 
*| Drop et eer + 80% 
| Stillson pattern 
Genuine Stillson 


METALS— 


+ G5@6ie 
T5@ Re 





Copper— 
-Per™. 33@24¢ 

Electrolytic . Per Ib., 32@8¢ 
| Casting 31 @s2¢ 

Spelter and Sheet Zine 
Western —, 
Sheet zinc, No 

open, 21%¢ 


Lead— 


Per Ih., 114% @i2z 
Per Ib., 13@14e 


| 
1 


Prices of solder indicated by private 
brand vary according to couposition, 
Antimony— 
Cookson’s . Perey 
Hallett’s . 
Asiatic 


ie 


Bismuth— 
$4.50 @$5.00 


Alaminaum— 

No. 1 aluminum (guaranteed over 90 
per cent pure), in ingots for re 
melting (ton lots), f.0.b. m363 


3 
In 100 ™. lots.... 











gs. 00@32.00 
% ton 22.00@24.00 


nominal 
pee I 


ton 20. 00@ 36. 00 | 


| Lead, English White in O11.12%@—| 
| Lead, 


100 Ib 


00@4.50 | 
0 @5.00 | 


| American 


ie) 
@0 
@iz 
"0g 1-75 | 
5@1.70 
> @nn 


» 
2 
1. 
1 


Brown Vandyke 25 @un 


French Ochre ... 
Green, Chrome 


@ i: 
@— 


Green, Paris 35 
Indian Red 0 
Venetian Red 

Sienna, Raw 

Sienna, Burnt 

Umber, Raw 

Umber, Burnt 

Chrome Yellow 


White and Red Lead, &c.— 
Cents @ Ib 


American White Dry.114%@— 

In Oil White, 100 ™ pack- 
ages, or over 
Litharge, American, powdered, 
12%@— 


Zinc, Ory— 


wb 
-10% @10% 
Green Sl. (French proc.) .15%@15% | 
White $1. (French proc.) .16 @16% | 


German Red Seal (French 
process) 
Green Seal 
White Seal 


French Red Seal 


Green Seal nominal | 


Dry Colors— 





j y 
Mineral Blacks, @ ton. 
Blue, Celestial 
Blue, Chinese 
| Bine, Italian 
|Bine, Prussian, Domestic. 
| Rine, Prussian, Foreign. . 
| Blue, Soluble . 


2. 00 | 
Blue, Ultramarine ... 40 


+190 | 


nominal | 
nominal! | 


| 


| Brown, Spanish - 16.00@ 20.00 
|Carmine, No. 40, bulk.. 3.90@ 4.50 
Yhrome, ordinary. 8 @10 
@50 


| Green, 

| Green, Chrome, pure... .32 

| Metallic Paint, @ ton, 

| Brown . . -28.00@30.00 
BOG sccccccces 25.00@30.00 


Ochre American, @ ton...24 
American. Golden P TD. 
Foreign, Golden, @ Ib.. 
French 
| Orange, Mineral, 
| French 
German . 
American 


| Red, Indian 
| Standard ® 100 Ib 


Red, Tuscan 
Red, Venetian @ 100 D.. 


English. . > 


| Sienna, Italian, burnt and 
powdered 6 
Burnt, 
Italian, Raw, pow ered. 
American, Raw .. 
Amertean Burnt — 
Powdered 
| Tale. French ...8 ton $15.00 
American ....@ ton 10.00 
Italian ton 35.00@— 
Terra Alba. 
French P 100 al. 4 
English sa J 


and 
9 


American. .# 100 tb No. R@ 
American. .@ 100 ™ No. .710 


Umber, Turkey, Burnt 
and Powdered 4 
Raw and powdered. 
Burnt, American 

! Raw lumps ... 

Raw 
Yellow, Chrome, Pure. 


- glish 


bie, = nen 
Chin 
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Norwesceé 
Brass-Kote is a , Valve Grinding 
much needed arti- quick drying 4 Compound. This 
cle in the repair enamel that trans- . ve grinding 
shop. It is used forms the brass compound 
for perfecting, part of a car to 
gasket joints a gloss black or 
and for cement- hard rubber fin- . smooth, ‘uniform 
ing bicycle ish. Requires no | seat, contains no 
tires to their filler. ground glass nor 
rims, 2% os. g Dries quickly and This ¢ — By 
Swab Bottles 15¢. ~taggen co ee 
on wll pose Reese talus two ounces of tne 
| and two ounces of coarse. 
from 25¢ to $3.90., Retail Price 25c 


nicely and is much eas- 
ier to handle thanacid. 
Retail Price, 25¢ 


not chip nor 


. erack. 
Pint Cans 60c, Half Pint 35¢, 





Is a perfect rust re- 
sistant for auto rims 
and springs. It also 


Profitable to Dealers because Popular 
re = with Motorists 


tnd’ can. be. applied That’s the simple secret of the growing demand for 


1 “Chemically Correct” Automobile Specialties 


Half Pint Cans 40c 
Every “Chemically Correct” article offers the motorist a short 


cut in car upkeep enabling him to get more efficiency as well as more 


Ont tagy B pleasure out of his car. 
Sect Write f 
- ri . 
see ort hsm or complete catalog or consult your jobber at once. 
whether they be 
leather, cork or com- 


position. 
Pint Cans, 30¢ 


, Never-Burn is a ° 
baking enamel for “Chemically Cor- 
automobile engines. BMG radiator 
The heat bakes it 7 . ‘It is a 
on and it adheres dry, powder that 
like part of the dissolves in the 
metal itself. Two hot water of the 
finishes: Glose ia radiator and re 
Black and Battle- A moves 
ship Gray. 


Pint Cans 60c 
Half Pint 35c¢ 


Carbonox, The “Chemi- 
cally Correct” carbon re- 
mover. Loosens the car- 
bon and it is blown out 
the exhaust. Used twice 
a month it keeps the en- 
gine free from carbon 
all the time. 


Pint Cans, 50c Pint Cans 


wi Ford Painting Outfit 

The Original Self-Acting Radiator Cement ‘a: aiecaiens quate ti 
. * . refinishi Ford and 

It is popular with motorists everywhere be- anges pcg 


cause we advertise it nationally and because it black. Price of out- 
fit complete, $4.00. 
“‘Finds the Leak and Fixes It” 


In ten minutes it repairs one or more radi- 
ator leaks. The motorist then drains and refills 
his radiator and it is just like new. 

Write for complete catalog of the “Chemically 
Correct” line. 


THE NORTHWESTERN CHEMICAL CO; 
Marietta, O. 





je 








Norwesco Color 
Varnishes 


re made especial- 





ly for one-coat 
work, the color 
being ground into 
the varnish. 
Assortment of 
eight colors. 


Quart Cans $1.25 
Pint Cans 16 


Nerwesco Lining 


e 
Is NOT A WAT- 
ER - PROOFING, 
but simply a dye 
wased to cover and 
obliterate dirt and 
grease spots, that 
mar the good ap- 
pearance of top 
linings. 

Pint Cans, 40c 


varnish, but 
reinforces it 
and restores 


its original luster 
6 Oz. 


Bottles, 25¢ 


16 Oz. Bottles, 50c 





NOTES OF THE RETAIL HARDWARE TRADE 


WAYCROSS, GA.—The Mitchell Hardware Company has 
been incorporated with a capital stock of $10,000, to do both a 
wholesale and retail business in the following lines: Baseball 
goods, builders’ hardware, building paper, children’s vehicles, 
churns, crockery and glassware, cutlery, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, heating stoves, heavy 
farm implements, heavy hardware, lime and cement, linoleum 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and cook stoves, shelf 
hardware and sporting goods. The firm will shortly commence 
the erection of a building two stories and basement, 30 x 100 
ft. Catalogs requested covering farm implements, gas engines, 
crockery, etc. 

ALTON, ILL.—George Hartmann has purchased the inter- 
est of Herbert Cannell in the C. & G. Hartmann hardware 
store. No change will be made in the firm name. 

FORT ATKINSON, ILL.—F. Conrad & Son, who have sold 
their stock of hardware at Oneida, request catalogs on auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy wh.ps, builders’ hardware, build- 
~~ paper, churns, cream separators, cutlery, dairy supplies, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, heating stoves, heavy hardware, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting goods, tin shop and wash- 
ing machines. 

ROCKFORD, ILL.—The Forest City Hardware Company, 
1105-1107 Fourteenth Avenue, has increased its capital to 
$15,000. H. T. Hultberg is president and Oscar C. muitberg 
is secretary. Catalogs requested on tools, cutlery, builders’ 
hardware, paints, etc. 

CRAWFORDSVILLE, IND.—H. R. Tinsley & Co., estab- 
lished for over 49 years, has been incorporated with a capital 
stock of $10,000. The incorporators are H. R., J. 8., R. H. and 
Cc. G. Tinsley. 

ANAMOSA, IOWA.—The Monroe hardware store has been 
bought by Watson & Miller. 

CONRAD, IOWA.—Levi G. Sherbon, purchaser of the 
stock of L. W. Kershner, requests catalogs on the following: 
Buggy whips, builders’ hardware, children’s vehicles, cutlery, 
dynamite, electrical household specialties, galvanized and tin 
sheets, harness, heating stoves, heavy hardware, lubricatin 
oils, mechanics’ tools, prepared roofing, pumps, ranges an 
cook stoves, shelf hardware, tin shop and washing machines. 


COUNCIL BLUFFS, IOWA.—Mr. Schoening and Mr. Tank, 
formerly vice-president and secretary, respectively, of the 
Petersen & Schoening Company, have sold their interests and 
opened a store at 706 West Broadway, under the name of the 
Schoening Hardware Company. Catalogs requested on wash- 
ing machines, automobile accessories, stoves, etc. 

ELGIN, IOWA.—L. G. Lehman has succeeded the firm of 
Lehman & Hanson. 

JOLLEY, IOWA.- The hardware stock of the Farmers’ 
Company is now owned by C. L. Taylor. 

MAPLETON, IOWA.—The stock of baseball goods, builders’ 
hardware, cutlery, shelf hardware, etc., of Reifenrath Bros. 
has been sold to G. W. Carhart. 

PLEASUREVILLE, KY.—J. M. Graves, successor to H. W: 
Hudson, requests catalo on baseball goods, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, gal- 
vanized and tin sheets, heating stoves, home barbers’ supplies, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware and washing machines. 

DEERWOOD, MINN.—C. E. Skone has sold his interest in 
the Cuyuna Range Hardware Company to his two partners, 
Frank L. and Harry Freeman. The firm name will remain 
unchanged. A branch store was recently openéd at Tromwald 
under the name of the Tromwald Mercantile Company. 

ALMA, MO.—The Alma Hardware & Implement Company 
is erecting a brick warehouse 50 x 100 ft. 

KANSAS CITY, MO.—The Davidson Hardware Company is 
now located at 814 East Twelfth Street. Catalogs requested. 

MARSHALL, MO.—W. E. Hershberger & Co. has bought 
the hardware stock of O. W. Johnston, and requests catalogs 
on the following : Automobile accessories, baseball goods, bath- 
room fixtures, belting and ae bicycles, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dog collars, electrical 
household specialties, Sahing tackle, furnaces, furniture 
department, galvanized and tin sheets, hammocks and tents, 
heating stoves, iron beds, kitchen cabinets, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes an lass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 


~’ sporting goods, tin shop, toys, games and washing machines. 


NORWOOD, MO.—The Frink-Little Mercantile Company 
has commenced business here. 

WESTBORO, MO.—The hardware business of F. M. Dun- 
ham & Co. has been sold. W. N. Sawyer and Ralph Matheney 
are the purchasers. Matheney & Co. is the new firm name. 

EKALAKA, MONT.—The Ben Davis Cash Hardware has 
started in business, dealing in automobile accessories, shelf 
hardware, lubricating oils and sheet metal goods, on which 
catalogs are requested. 

HAVRE, MONT.—Jestroh Bros. have opened a store dealing 
in automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hardware, 
building paper, churns, cream separators, cutlery, dai sup- 

lies, dog collars, dynamite, electrical household specialties, 

shing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
kitchen cabinets, kitchen housefurnishings, lubricating oils, 


mechanics’ tools, paints, oils, varnishes and glass, pumps, 
= and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. 


DAVENPORT, NEB.—E. Sedgwick has sold his stock to 
G. A. Sickels. 


LONG PINE, NEB.—A. G. Armes has recently purchased 
the hardware business of Otto Berger. 


NICKERSON, NEB.—Seidel & Anderson have commenced 
business. Their stock consists of a line of automobile acces- 
sories, buggy whips, bicycles, crockery and glassware, fish- 
ing tackle, mechanics’ tools, refrigerators, etc. 

OGALLALA, NEB.—H. Reuting is purchaser of the hard- 
ware stock of C. E. Bass & Co. Catalogs requested. 

UEHLING, NEB.—The stock of Suhr & Heyne is now 
owned by C. H. Heyne. 

NEWFANE, N. Y.—The Newfane Hardware Company has 
purchased a two-story building on Main Street, which will be 
used as a storage and display room. 

ROCHESTER, N. Y.—The Henry Lester Hardware Com- 
pany, Inc., has been incorporated with a capital of $35,000, 
to conduct both a wholesale and retail business in bathroom 
fixtures, builders’ hardware, building paper, cutlery, d col- 
lars, paints, oils, varnishes and poms. shelf hardware, silver- 
ware, prepared roofing, etc. The business was established 
in 1858 by Henry Lester. \ 


NEW ENGLAND, N. D.—-The Schroeder Hardware Com- 
is $12,000, 
Larson and 


pany has been incorporated The capital stock 
and the incorporators are F. 8S. Schroeder, I. 8. 
Charles Simon. 


CHICKASHA, OKLA.—H. T. Hampton is remodeling his 
store and installing a modern store front. Catalogs requested 
on fixtures for window trim and store displays. 

DURANT, OKLA.—The Abbott-Brooks-French Hardware 
Company has been incorporated with a capital of $7,000. The 
company will deal in implements, hardware, etc. 

HASKELL, OKLA.—The Adelman Hardware Company has 
erected a building and commenced business here. The firm 
will deal in baseball goods, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, dynamite ing ‘urniture 
department, galvanized and tin sheets, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, ng oils, mechanics’ tools, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, wagons, buggies and wash- 
ing machines. Catalogs requested. : 

TULSA, OKLA.—The Southern Hardware Company has 
been incorporated to conduct a wholesale and retail business. 
The capital stock is $60,000, and the incorporators are Joseph 
Dronout, D. D. Wertzberger and D. A. Smith. Catalogs re- 
quested on automobile accessories. 


NASHVILLE, TENN.—The Clark Hardware Company has 
recently been organized as successor to Daniel G. Clark, Jr. 
The business is both a wholesale and retail one, and the 
stock consists of a line of automobile accessories, cutlery, 
crockery, electrical household specialties, shelf hardware, etc 

HANSFORD, TEX.—The Truax Hardware Company has 
been incorporated by J. A. and C. F. Truax and F. M. Wood- 
ring. The capital stock is $12,000. The firm will deal in 
automobile accessories, base ii goods, bathroom fixtures, 
belting and packing, bicycles, bugey, a. builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, Feltiger. 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games, wagons, buggies and washing 
machines, on which catalogs are requested. 

SPUR, TEX.—The Spur Hardware & Furniture Company 
has increased its capital from $10,000 to $20,000, and requests 
catalogs on automobile accessories, baseball g , bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehic es, churng, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents; harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, toys, games. 
wagons, buggies and washing machines. 

CAMBRIA, WIS.—G. H. Beyer has disposed of his in- 
terest in the hardware and furniture business of Beyer & 
Dexter to J. Dexter, who will continue it under his own name 

EAU CLAIRE, WIS.—The Schroeder-Nielsen Hardware 
Company has succeeded the Burnham Benson Hardware Com- 
pany. 

FORT ATKINSON, WIS.—F. Conrad & Son have recently 
engaged in business, carrying a complete stock of bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, cutlery, 
dairy supplies, dog collars, dynamite, fishing tackle, furnaces, 

lvanized and tin sheets, heating stoves, heavy rdware, 
ubricating oils, mechanics’ tools, paints, oils, varnishes and 

lass, plumbing department, poultry eee, prepared roof- 
ng, pumps, ranges, cook stoves and washing machines. Cata- 
=, requested on paints, oils, varnishes and a general line of 
hardware. 





August 30, 1917 HARDWARE AGE 79 


ArmstronésLmoleum 


Circle A Trade Mark Red. U.S. Pat. OFF 


in the House a 


Brings the Womens Trade 


into Your Store 


Pr 


Bécause there is profit in the women’s 
trade, the modern hardware merchant is quick 
to advertise and display those lines of mer- 
chandise that appeal to the woman buyer. As 
a result, women are changing their ideas. They 
no longer regard the modern hardware store as 
a place merely to buy tacks or wash boilers,— 
they are learning to ‘‘shop’’ in the store which 
carries appliances that help to save time and 
lighten the drudgery of housework. Many 
hardware dealers have discovered that 


Armstrong’s Linoleum 


appeals strongly to the woman buyer as an 
easily cleaned, sanitary floor covering, especially 
suited for the kitchen, laundry, pantry and 
bathroom. It is naturally related to the refri- 
gerators, fireless cookers, electric washing ma- 
chines, kitchen ranges, bathroom fixtures and 
other conveniences that can be sold to women 
at a profit. 


Write for the book, ‘‘Armstrong’s Lin- 
oleum Selling Helps,’’ which tells how 
Armstrong’s Linoleum can be attrac- 
tively displayed. It describes the show 
cards, pennants, lantern slides and 
window trims that are supplied, free 
on request, to any merchant. 


weer eee ee ere www mewncnd 


Mail the Coupon. 
ARMSTRONG CORK COMPANY, ar 


Linoleum Dept. No. 93, Lancaster, Pa. 


Armstrong Cork Company Please send without obligation on my part, 


complete information about the free window dis- 
tincleun Dept. Lancaster. Pa. plays, show cards, hangers, lantern slides, news- 


paper cuts, etc. 
George B. Swayne 
Selling Agent 


212 Fifth Avenue Heyworth Building 
New York Chicago Ge... 


Name 


Street. 
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A clear-cut win on 
a straight efficiency basis 


§ -~ city of Chicago recently decided to purchase 


seven heavy capacity trucks. Thirteen big manu- 
facturers, including the “Dominant Ten” builders of 
motor trucks were asked to furnish specifications for this order. 
Here is the basis of points on which selection was made.’ | ~ 


General Points in Count Wheels and size of tires.......... 4 
4 Brakes : ooo B 
Steering gear and controls....... nae 


100 
‘ Ranking of Service Motor 
Number of trucks of ty 
specified in service re Trucks 
umber of years manufacturer has Total Merit Score 
been engaged in truck construction 4 ; e 
Manufacturer’s responsibility Score of Competitors 
Chicago dealer’s responsibility 4 
parative cost of repair parts... 2 


Design and Construction 
General design 
Accessibility . 
Motor... 
Clutch. 
Transmission gear set ... 
Final drive and axies .... 


PHIRSVBOERes 
2ESS3uss2es 


Service Motor Trucks won— in this big competitive test because they are the 
“Product of Specialists.” Take the mechanical features—with a total of 60 points. 
Here the highly specialized motor —built for rigidity—high operating flexibility— 
trouble free lubrication under all conditions of driving and load, gave Service 
Motor Trucks a big lead. In the final drive — Service strength—quiet, efficient 
transmission of power through worm and gear construction—re-enforced to t 
care of the unusual conditions of operation led among all competitors. 

The same balance of points in favor of Service design won in the examination for 
accessibility—braking safety—strength of frame. Service 20 percent superior 
strength in every part gave first rank for long, trouble-free operation. 

20 Points were determined on a straight responsibility basis — manufacturer’s 
reputation—record of trucks in operation and here Service Motor Trucks with 7 
years of satisfactory dealing with owners again gave a big percentage of superi- 
ority. These are the points which should determine your own selection. 


Send for these booklets: 


The s 
SERVICE MOTOR TRUCK CO. mam otice & Factory: Wabash, Ind. 


Chicago, I. Boston, Mass. Bee Moines, lowa Washingtonr,D.C. Detroit, Mich. 

N Brooklyn, N.Y. timore, Md. javannah ver, Culo. 
Newark, N. J. Columb us, Ohio . noxville, Tenn. 
Indianapolis, Ind. Cineinnat!, Obio oboken — , Tenn 
Baffato, N. Y. Youngstown ,Ohio ladelphia, Pa. Burmingbam, Ala. 
Salt Lake City, Utah anron, Ohio .Y¥ Dayton, 
Milwaukee, Wis. Pittaburgh, Pa. ~ (kia 

Bridgeport, Conn South Ber d, tra. Nashville, Tenn 


Kaness Mo. 
Cleveland, Ohio 
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s WEED MOTORCYCLE | DOBBINS AMERICAN enti-s0 
ROSS WEED Volen cHains WEED CHAINS 


HAINS BLOW - OUT CHAINS | TI 
WEED CHAIN Foe 


ER PINS WEEC CROSS CHAIN ' 
HAINS ” BLIERS | CHAINJACK ADJUSTERS WELDED TOWING CHAIN SOLID TIRES 


AMERICAN CHAIN COMPANY’S 
AUTOMOBILE ACCESSORIES 


Display American Auto Accessories in your windows 
and sales rooms and you will be displaying sood sound 
business judgment as well. 


Weed Tire Chains for pleasure cars, motor trucks and 
motorcycles; Weed Cross Chains, Weed Cross Chain 
Pliers, and Weed Chain Adjusters; Weed Chain-Jack that 
lifts the heaviest car with a few easy pulls on its chain; 
American Tire Lock Chains; American Welded Towing 
Chains; Dobbins Blow-Out Chains; and the Campbell 
Hammerlock Self-Spreading Cotter Pins. 


Write for Auto Accessory Catalogue. 


Xe AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONN., U.S. A. 
Boston Office : Chicago Office : San Francisco Office : ° 
107 Massachusetts Ave. 529 West 12th Street 714 St. Clair Building 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


Largest Chain Manufacturers in the World 


Factories in Ps 
Bridgeport, Conn. Braddock, Pa. York, Pa. Carlisle, Pa. . 
Columbus, O. Mansfield, O. St. Marys, O. Marion, Ind. 
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Service for the Private Garage 


This sealed steel drum with faucet 
enables you to make quantity sales 


MAN Y of your 

customers keep 
their automobiles 
at home. 


Often these private own- 
ers prefer to buy lubricating 
oil in 15-gallon lots or more. 


How can you reach these 
private garage owners? 


The Vacuum Oil Com- 


pany offers you special co- 
Operation in securing this 
business. 


With the steel drum, 
shown above, you can ren- 
der a double service to the 
private garage owner. You 
offer him (i) the correct 
grade of Gargoyle Mobil- 
oils in (2) a container de- 
signed especially to meet 
his needs. 


It Is Convenient 


The steel drum is light 
and convenient to handle. 
The owner will quickly ap- 
preciate how little space it 
will take up in a corner of 
his private garage. 


It Is Clean 


The steel drum of Gar- 
goyle Mobiloils cannot leak. 
The seams are tightly sealed. 


The Reversible Plug Fau- 
cet is also leakproof. It en- 
ables the motorist to draw 
off just the quantity of oil 
he needs without waste or 
trouble. 


It Is Durable 


The steel construction of 
the drum keeps the oil, air 
and weather tight. 
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HESE steel drums come in Correct Automobile Lubrication 
th ree sizes—15, 30 and 55- _ In the Chart Fs the letter opposite the car 


f Gargoyle Mobiloils that 
, ‘A’ means Gar- 


gallon. You can thus supply Splto «A “Are means “Gargorte 


° f pa « An —— p ba ~~ and commercial 
private garages O any SIZ. \ bi This Chart is compiled by the Vacuum Oil Co.'s 
Board of Engineers and represents our profes- 

sional advice on Correct Automobile Lubrication. 


Hardware dealers are finding SC AN 
it profitable to make up a list of cms | : 


local motorists who keep their | “°°. 


cars at home. Noone 


Auburn (4 cyl) 
- (6 cyl) 
Autocar (2 cyl) 


Half an hour’s use of the telephone i 
has often produced highly profitable Codie 


sales of a number of drums. Chale 

e (Mod. 6-30) 
Chandler Six 
Chevrolet 


Or a mailing card sent to this list is Cai 


« (cy) 


another effective way of pointing out nae Ts PN) ies el 
the advantages of Gargoyle Mobiloils Persie) | A aed He € re 
“ 8 cyl) Arc. |Are! 


in steel drums. We will furnish at- Deg... , Arc} E | 


Dort 


tractive mailing cards to you without Pee Bei date ele 
x Federal : col re. jAre 
Fiat Bi AILB/A 
cost, Ford 
Franklin 
Hab Twelve 
Haynes 
* (1acy) 
Hudson 
“ (Super Six) 
Hupmobile 
Jeflery...... 
“(cy 
“ Com'l 








- « 
a5 -_ 
F > | Winter 


Arc Are 


A|A 
Arc Arc 
A |Are 
A |Arc 


seeele a 


S55 
Aaa 


>>>g>>5 >> 


¥> 


Are Arc Arc 
} Arc./Arc 
Arc jArc 
A |Arc 
Arc /Are} / 


> 

a 
of bethatt Sb 
ee 
aAa> 


4h. 
Arc.|AtejArc. 
Arc./Arc 
Arc./Arc 
A | A 
Are jAre ; 


>aea> 





>: BS 55>>9>> 








ama 


E|E 
A\A 


Arc.\/ 
A i 


— » -% 
ed dl 


Kearns 
“ Com'l 
Kelly Springfield 

King . 
* (8cyl) ALA 


2 2 “ Com't Arc.|Arc 
Kissel Kar / A \Arc 
" * Com'l f A |Are 
bs “ (Med. 48) A|A 
«"" «© “(12 cyl) 
Lexington Arc.\Arc 


Lippard Stewart \ Arc.|Arc 
* (Mod. M) A [Arc] A [Arc 
A grade for each type of motor Leematts eee 
McFarlan 
P . Marmon 
The four grades of Gargoyle Mobiloils for Maxwell 
engine lubrication, purified to remove free car- -_— 
bon, are: Mitchell 
Mitchell (8 cyl 
Moline | 
. ° “  Kaigh A\A 
Gargoyle Mobiloil ‘“‘A” Moon (4ey)) | 


Arc.|Arc/ 


Gargoyle Mobiloil “B” aol ee : 
Gargoyle Mobiloil “E” ates ei i i i 
Gargoyle Mobiloil “Arctic” ee ey Als roe 


Overland... \Are iArc / ry lAr 
"4 3 | d A lA 
. e a !) AILAI! ES 
Write today to our nearest branch for our booklet, “Correct Paige Com ALATA ALATS hem 
Lubrication,” containing charts of recommendations for all «" 6-46)... - [Are JAre.|Are JArc. 
makes of automobiles, motorcycles, tractors and motor boat en- (6-96 & 38) Arc} A.jArc) A | 
W oe Pathfinder Are Arc J Arc jArc 
gines. e shall be glad also to send you a description of the « iacy)... PAT ATAILA 
Gargoyle Mobiloils line with price discounts to dealers. ag 


Pierce Arrow A | A | A JArc/AreJArcjAre JAre.|Ar 
_ * Com'l z) Are. Arc Arc.'Are JAreArc 


VACUUM .OIL COMPANY | res FARRREM* 


Renault (French) A |Arc ; A jArc 


Rochester, N. Y., U. S. A. Richmond 


A jArc] A A \Are 
Arc jArc./Arc J A Arc 

Riker E | 

Saxon 


Specialists in the manufacture of high-grade lubricants Selden 


Simplex 


for every class of machinery. Obtainable ee ’ 


Studebaker... ¢ A jArc 


* Si Als AIA 
everywhere in the world. Velie (a cyl) A Are 
* (Geyl) Are JArc.|Arc Arc.\Arc 


Arc lAge f ArojArc JArc IAr 
ATA | 


>. 
* 


Smms 


SIE EJEJEPE\E 
Arc.|/ Arc.|Arc 
f f Arc.\Arc 
B | B A 


1 


_ 


rrr 


P Westcott... Are.|Arc Arc ~~ 
. Whit an ‘ Arc JArc.\Are }/ Arc c 
Domestic Branches: «(16 valve) A "| 
Willys-Knight Bi A } A}A 
. , . . ~. Willys Si / 
Detroit Boston New York Kansas City, Kan. Chicago Winton... re lAre Arc JAscJAre:Arc lace [Ave JAre {Are 
Minneapolis Philadelphia Indianapolis Pittsburgh Des Moines 
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These Tires 


Protect 
Profits 


HERE is only one whole- 
sale price for Goodyear 
Blue Streak Bicycle Tires. 


erie EET ge Spee geass oes bar este e 
AEE EOP oe TT NT RES ORS ge ing Rr 

4 s Cae 

- Sint: a i “y a ne oe eet Nee i 


In consequence your profits 
are protected against the price- 
cutting of competitors who 


buy in quantities. 


As additional protection 
there is the Goodyear one-tire 
policy, enabling you to reduce 
unprofitably large inventories 
now devouring the profits of 
many dealers. 


For this one tire—the only 
bicycle tire made by Goodyear 
—is successfully designed to 
appeal to the most worth-while 
and greatest class of customers. 
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TRADE MARK REG. U. S. PAT. OFF 


Its merit has been thorough- 
ly advertised. 


It has the visible endorse- 
ment of widespread use on the 
streets and roads of every 
locality. 


Its growing success is partly 
due to its direct retailing ad- 
vantage in satisfying a wide 
range of demand with a rela- 
tively small stock. 


But it is also partly caused 
by the outstanding selling ad- 
vantages of the tire. 


Goodyear Blue Streaks are 
sturdy and durable and light. 


To the boy demanding speed 
this one quality means a ready 
sale, for he knows that speed 
and heavy tires cannot go to- 
gether. 


And every older retailer 
knows that all the famous 
racers of other days used the 
lightest tires they could get. 


To the workingman who 
uses his bicycle for |going to 


HARDWARE AGE 


and from work, the lightness 
of Blue Streaks assures easy 
pedaling. 


The Goodyear guarantee 
that goes with them is only 
the expression of time-war- 
ranted belief in their wear- 
defying construction. 


The tread is tough and grip- 
ping. The fabric strong but 
resilient. 


No heavy tires can resist 
shocks as the Blue Streaks re- 
sist them, or withstand long 
use as their quick rubber with- 
stands it. 


And they have the added ad- 
vantage of being sold directly 
to the dealer, at one price no 
matter what the quantity. 


In consequence they make 
impossible price-cutting com- 
petition mk re-establish bicy- 
cle tires in the class of regular 
and profitable merchandise. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 
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sent only a 
part of our 
De Laxe 5. eee Invisible SPFing Comp. i Fine, . 


Short Pat. Marine Ratchet 





BOWEN MF 


AUBURN, N. 





G. co. | Write for full 
Spring Lock CATALOGUE ON APPLICATION j Wire Lock inform at i ) 








Style Style Style 





S38 es Be ae Ask for 


Style 
Ratchet “A"0.0._ “B00. “DOC. “N00. “LOO. “ROC. “CDS, “G0, WingTop| Catalogue L. 





le Style 























Bringing Them Back 


__ It will pay you to sell Dixon’s, the 100% lubricants 
* that render service to your customers and increase their 


confidence in you. 
xO N's 


GRAPHITE 


Automobile 


LUBRICANTS 


are making new friends for Dixon’s and more custom- 
ers for you through Dixon advertising. 
Write today for Dixon’s Dealer’s Deal No. 40-G. 


Made in JERSEY CITY, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


224 ammo DOE 





Adams Auto Top {Holder 


“‘Stops the rattle—eaves 
_ , your top” 
Neatest — Quickest — Strongest 
Dealers everywhere will find a 
ready sale for this best of all Top 
Holders. An ornament to any car. 
No unsightly projecting arms, nor 
dangling straps. Can be installed 


in two minutes, and operates 
quicker than any other. 


Two sizes—% in. holes for small 
cars, % in. for large ones. 


Price,|$2.00 per pair 
Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock*Island, Ill. 






= 









































A Slight Touch Is Enough 


The Universal Push Button is positive in 
action. Depress the top at any int and a sure 
contact is made. May be operated with the knee if 
necessary. Invaluable for motor horns. Sells like 
hot cakes. Retail price 25c. 





Garford Mfg. Co., Elyria, Ohio, U. S. A. 


















Make more money sell- 
ing Gemco Bumpers for 
front and rear. sSuilt 
pas on correct ead-thrust 


End Thrust Principle. Diamond or 


channel bars — extra 
Bumpers heavy, can’t rust. 


Ask your jobber or write direct. 





























Gemco Mfg. Co., 672 So. 


Popular Aut 




















50 cents 


Every Ford 
ner 
Needs It—Buys 
On Sight 
THE 


HANDY 


Horn Push Button 
and Holder 


FOR FORD 


“s \ CARS 


Jobbers! Dealers! 
Here is a little article—easy to handle, small investment—right 
discount—BIG SALE—needed by every FORD owner in the land. 
The HANDY push button makes it possible for the FORD owner 
to have his horn push button where it rightfully belongs—on TOP 
of the steering column in the CENTER of the steering wheel. 
Don’t wait! Write us to-day! 
Manufactured by 


THE FRANCIS-RAND CO. 






Cleveland Ohio 
















") Gi ; 
fread ‘i Doss; ge 
IN ? 
CONVERSE 


. FUIPLE-TREAD 
TIRES 
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QUALITY! 


THE UNDERLYING REASON FOR THE POPULARITY OF 


PARTON 


PRODUCTS 





DEALERS SHARE 


In this recognition of merit! Sales made are sales ended! Every user 
is a voiced advertisement for them. Consequently, the line is as standard 
and quick-moving as staple goods, but with dealers’ profits much larger. 


=. Consumers Appreciate 
The dependability of the 
MODEL PU-MODEL PI wm SPARTON PRODUCTS: the 


only smaller 
promptness and spirit of the 
service department, which — > 

e SPAR’ ATOR 
underwrites the famous Sparton FAN 
guaranty, and the unfailing con- 
sideration given them in all their 
MODEL PD—MODEL PB same ‘ ‘ 
caly emeller relations with the Company. 


A Splendid Selling Asset ° 


Is found in the unqualified and 

enthusiastic endorsement of — sparton HONEYCOMB 
everything carrying the Sparton RADIATOR 
name by their users. 


The Sparks-Withington Co. 


JACKSON MICHIGAN 
MODEL PF see SPARTON 


il 
| | , , 
SPARTONET—MODEL M SPARTON GASOLINE 


*  SPARTONET VACUUM SYSTEM 
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Kester 
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is the handiest and cleanest solder for auto- 
mobile repair work. 

The solder is a hollow wire filled with 
an acid flux (see cut) which flows as 
solder is used. Cheaper to use than solid 
wire or bar solder, as it eliminates pre- 
paring, hunting for, or applying the flux. 

For spark plug and battery terminals, 
electric light connections, cracked fenders, 
gasoline pipe and tank joints, radiator 
leaks, speedometer flexible shaft, and gen- 
eral garage use. 

Sold in one pound coils and on one, five 
and ten pound spools. 

Ask your jobber to 

supply you. 


Chicago Solder 


Company 
Chicago, Ill. 


LP Crystal-Core 
3 shot ise 
ese 
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Here are the advantages of rolling 
door hangers for garages—easy to op- 
erate, fit any style of door or any diffi- 
cult position. Doors cannot sag and 
slamming is impossible. 





GRIFFIN Garage Door Holder 


as necessar7 to hold the door ope. as the bolt to hold 
lr i [oon The mere sight of it enables one to wan ata 
ce its great value. 


od Garage door swing- the new and modern im- 
ing to and fro in the wind provements on his car— 
is annoying and trouble- and he gets them. So it 


some, expensive and dan- 
gerous. The old way of is when he builds his gar- 


blocking or hooking the 28. He wants the latest 
door open is not satisfac- improvements that add 
tory or practical. materially to his comfort 

The automobile owner and convenience—and he 
or buyer nowadays wants gets them. 


Made a a S. A. 


THE GRIFFIN MANUFACTURING CO. 


30 Warre- St. 17 E. Lak 
New Yor Erie, Penna. aga 











But of course 
you want to sell 
the most satis- 
factory hangers, 
and that is the 
Coburn line— 
the original 
round trough 
system of rolling 
hangers and 
tracks. 

Write for 
complete _cata- 


log. 














/\Cater to Them 


Your repeat customers take time to 
examine wrenches, are particular 
about finish and appearance when 
they pay for it, demand exact sizes, 
ample strength, correct angle of 
opening, and all those mcities of ex 
terior hardness, motteled lacquered 
surface, and supenor wrapping 
protection that have distinguished 
Williams’ finshed wrenches from 
the others for a generation 


Por 3 years these “Silent Sales 
men” have spread the fame of 
Williams’ Wrenches, and gained 
the favor of many distnbutors 
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To give you a 
/0.8® increase 


During the Recent careful test in a num- 
Canning Season | : | ber of hardware stores by a 





manufacturer developed the 
fact that counter displays 
produced an average in- 
crease of 70.8 per cent in the 
dealer's sales. 


warn customers against cooking fruits 
in utensils that chip and peel off. The 
chemical action of the fruit acids in 


such utensils sometimes causes metallic | Ankyra Ankor Bolts have 
poisoning. been self-sellers from the 
Fruit acids have no effect on our | start because of their flexi- 
bility of application, their 
rivet-tight hold and the ease 
with which changes or ad- 
justments may be made; 
but— 














To increase our co-operation 
with hardware merchants we 


’ 3 are furnishing display stands 
R | S | d | which illustrate the uses and 
@a 0 I the method of handling AN- 


KYRA ANKOR BOLTS. 


Aluminum Ware | ; a This ie not the only way in 


which we try to help the 
dealer, but a request from 
you will immediately bring 
you full details about the lib- 
eral dealer discounts, book- 
lets and circulars. 

















because this ware has no glass coating 

or enamel to wear and come off. Being 

made in one solid piece of aluminum 

there are no seams or joints to leak and 
tock is 99% pure. We repeat— 

the stock i % p p Ankyra 


food acids have no effect on it. 








| Manufacturing Company 
Most everybody will “‘can’’ and put 15) Berkley Street 

away food this season—supply ‘Real Wayne Jurction Philadelphia 

Solid’’ Aluminum Ware, the ware that ; 


makes canning safe. | grt ick : Self-Riveting 
How is your stock? We can ship | 6 Self-Adjusting 


promptly. Get our Catalogue—look 
through it— it shows a line of cooking 
utensils that are worth handling. 








The Buckeye Aluminum Co. 


Wooster, Ohio 
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a ALITY 


4) Is A GUARANTEE 9, 
THE BEST ey 
HARDWARE 


inw] 

Our Illustrated @talogue 

describes over AAWartides 
0 


WIRE HARDWARE 
KITCHEN WIRE HARDWARE 
aMWIRE SPECIALTIES 
Have You A Copy? 
4-> Postal will 
start one way 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS. 
U.S.A. 








We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 
wheels, etc. 


They are all built of steel. In strength quality 
= workmanship equal to highest Schenck stand- 
ards. 


Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 


Write for our colored catalog. 


M. B. SCHENCK CO., Meriden, Cona. 
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WIRE HARDWARE 
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MORGAN SPRING COMPANY 


WORCESTER MASS 


ATTA 


ff 





War conditions have brought about a great shortage of 
paper-making materials. Paper makers, deprived of their 
usual source of raw material, are paying high prices for 
every nd of waste paper they can get. Prospects are 
that even higher prices will be offered. Everybody—business 
men and ouseholders—should take advantage of this 
as yn to convert all waste paper into profit. 

save and handle waste paper safely and advantageously 


“ear Sua 
BALER 


inst fire risk. 


Helps convert waste into cash—protects a, 
re—trash piled 


Does away with the most potent source of 
in the corner. 

The Shick is strong, simple, easy to operate and most 
compact baler on the market. Boy can operate. Takes up 
less room than a pile of waste on floor. Hel keep your 
establishment clean, too. Really costs you nothing be- 
cause it 

Pays for itself and carns money for you. 

Many of our customers say that the Schick Baler pays 
for itself the first year; some say it will do it in 
a few months. Depends upon the amount of 
waste you have. Made in five sizes. 
Write To-day for This 
Free Book 
‘‘How to Make Money in Waste 

Paper’’ will reveal startling facts 

to you. Shows enormous loss in 

waste paper destroyed. Tells how 
this waste can be 
turned into cash. 
Send for your 
copy noe. 
Jobbers and 
Saleemen Wanted 


Davenport 
Mfg. Co. 


Dept. H, Dav- 
enport, Iowa 





CANAAN 
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PAINTS STAINS - ENAMELS 


The ete, compact, distinctive line in handy 
household cans only—full-size, full-measure. The 
right quality, quantity and price to meet the 
popular demand. A great seller with Hardware 
dealers; shows a good profit for you. 


Retails at 15 Cents 


PREPARED PAINT, Ten Col 
ors. 

VARNISH STAIN, Six Colors. 

SCREEN ENAMEL, Black, 
Green. 


STOVEPIPE ENAMEL, Iron 
Black. 


FURNITURE VARNISH, Clear 
(Full Half-Pints.) 
SRAMEL PAINT, White, Six 

ors. 
(Full Quarter-Pints.) 
GOLD PAINT, Brilliant. 


ALUMINUM PAINT, Silver 
(Full Eighth- Pints.) 


1-3 of Sale Is Profit 


Dealer’s Assortment (30 Doz.).. . « «$33.00 
Jobber’s Assortment (12 Doz.). ae ail some 
Open Stock, all colors, per gross. 4.40 
Freight Allowance, 2%, Cash Discount, "S%.. 


Assortments contain all 29 colors and are packed 
with attractive display matter. 


Send for Color Card, Circulars and Booklet. 


MatiAux Painr Mr. Ca 


fe. tte See Second Ave., paces yee re bay 
Western Trade Supplied by Townley M 
Kansas City, — 

















Noahs Piich 


Makes Skylights Watertight 


Permanent repairs can be made in one application 
on old METAL, COMPOSITION and SHINGLE 
ROOFS, around SKYLIGHTS, CHIMNEYS, GUT- 
TERS, etc. 

Put up in soft plastic form, easily applied with a 
small trowel or old knife. 

NOAHS PITCH comes in big-mouthed cans—one 
pound and up. A ready seller with a good margin 
of profit. Repeat orders. 

Six ounce can sent to any dealer FREE on request. 


The Philip Carey Company 


222 Wayne Avenue 
Lockland, Ohio 
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a? INVISIBLE 
3B aHiINnGES 


S, pg! 
We YOU CAN 
Q MAKE MORE SALES 
with SOSS INVISIBLE HINGES 


SOSS HINGES sell readily—pay you a good 
profit—and give service that brings buyers back 
with more dollars for you. 


bear sa SOSS HINGE to fit every] particular 
need. 
Lose no time in getting acquainted withtus 
It’ll be a highly profitable alliance for you. 
Write for our catalogue No. H 
SOSS MFG. COMPANY 


435-443 Atlantic Ave., 
Brooklyn, N. Y. 














Sportsmen enw 
Old Reliable : 


For fifty years sports- 
men have recognized 
Parker guns as being the 
— made in the world. 

ey a —_ grade 


the shooting quality 
our 


Sells for 
$32.50 


Trojan Shotgun 


It is found by hundreds of dealers to fill the needs for a 
high grade gun at a price within range of the amateur sports 
man. 

Write for complete gun catalog and learn abont the sales 
possibilities of this attractive line. 


Parker Brothers 


MASTER GUN MAKERS 


MERIDEN, CONN.. U.S. A. 
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Don’t Overlook 
40 and 60 watt 


NITROS 

















It’s a Pleasure 


to cut and sell galvanized hardware cloth 
that is well galvanized and that runs’ uni- 
formly even—down to the last fant 


If you’re handling 
that kind you’re prob- 
ably familiar with our 
“Perfect” brand. 


If not, now is a 
good time to get ac- 
quainted. 


Any good Jobber 
will supply you, but 
insist on “Perfect” 
brand if you want a 
quality product. 


Ludlow-Saylor 
Wire Co. 


St. Louis, Mo. 














American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer—Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


' American Wire Fabrics Co. 
Chicago, Ill. 


FACTORIES: 


Clir ton, lowa Mt. Wolf, Pa. Niles, Mich. 

















The Neverip Stitcher 


The greatest invention with which the un- 
skilled man can repair leather goods or any 
heavy material. 


A Miniature Sewing Machine 


Packed % dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 


A TIME AND MONEY SAVER 


Set of needles 
carried in handle 
under metal cap. 
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writ: 


No. 234, 14% In. Special Washer. No, 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rubber 
head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 





























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbic increas- 
ing sales by selling a bet- 
ter line. More sales mean (Patented) 
bigger profits—you give 
more and get more when 
you sell 





THE CHAMPION 
Double FI ie 
Acting OoOr INge 

This handsome hinge of few parts, has 
the “call.” and deserves it. 

The entire weight of the door rests on 

a ball bearing and allows the door to 


swing freely and easily without jar or 
noise. 


Made a little different— And all a carpenter has to do to attach 
a little better than others, this hinge, is. simply saw out a rectan- 


P gular piece at the bottom corner of the 
cost no more, sell easier and door and make a slight mortise for the 
oftener. Our catalog shows strap ends of the hinge. No wonder 
a long line of profit makers it sells. ‘ 
tine of special design Send for our Catalog of Profitable 
construction and adapta- Hardware Specialties. 


The Champion Hardware Co. 


HAYES PUMP & PLANTER CO. GENEVA, OHIO 


CALVA , ILL. 
































Established 1863 


PITTSBURGH, PA. 


Wagon Hardware 

— Nuts — Rivets — Bolts 

— Washers — Crowbars — Wedges — 

Forgings — Picks — Mattocks and Grub Hoes 

— Telephone and Telegraph Pole Line Hardware 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 Po ~ 
Twelve Medals of INCORPORATED 1895 


Award at 
INTERNATIONAL 
r 8 
Copy of Catalogue will be cent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 




















Plain Screw Driv 
Standard Style No. 90 Company 


Saves time at Every Turn 
They cannot loosen The best the market affords in 


in the handle, in use 
or abuse. 


You have our They a ae A oa vn “g 
unqualified j are dur- ee ees 
guarantee. F able as the Sheets. Black 
high grade & Galvanized 

steel that Sheets, and 


composesthem, 3 Formed Roof- 
and will render ings. 


faithful service for 
generations. The 
comfortable handle 
and various lengths of 
blade make them suitable 
for all classes of work. 


+. Sinan Ralearapeiagalapsie. WHEELING,  W. VA. 
North Bros. Mfg. Co. 


Philadelphia, Pa. 











Address all communications 
to our Sales Department. 





























BIFURCATED RIVETS a2 ons i. hn TUBULAR RIVETS 


Established - Eighteen Eighty-Four 


Main Office and Factory ¢ 
T = JUDSON L. THOMSON MFG. CO. 
Waltham, Massachusetts 
Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setting Machines 


ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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Order STANLEY No. 3000 
“TWINROLD” SELF TIGHTENING 


COILED DOUBLE 


BOX STRAPPING 


Pat. Sept. 26, 1911 


See page 69 


100 Lafayette St., N.Y. 73°E. Lake St ., Chicago 


Nov. 5, 1912 


HARDWARE AGE 
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ARREST 


the attention of prospective customers by plac- 
ing one of these attractive display boards in 
your show window. Your 


REWARD 


will consist of greatly increased sales and correspond- 
ing profits. As to the quality of the goods—they're 
Klein Tools—that's enough. 


If you haven't our latest catalog, No. 17, write for it. 
It's issued for broadcast distribution so don’t hesitate 
to ask for a copy. Sent postpaid without charge. 

Mathias Klein & Sons, 


Canal Station 21, Chicago 














Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 




























































DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 


HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


Send for Catalog No. 24. 
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Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the best 
qua:ity. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U.S.A. 














You, Mr. Jobber! 


NOW IS THE TIME 


TO STOCK OUR LINE 


COBBLER SETS, LASTS AND 
STANDS AND HEEL PLATES 


Hodell 


Samson 


A Chain 


of Profits Bull dog 


A steady demand 


ich keeps the cash 
pat = jingling from Three patterns, all live 
January to June and ~ 7. a rs. pa gear 
7 engths on reels or in 
June to January. } oe 


Clean and easy to Also chain specialties. 


handle. 
The Cleveland 
Galvanizing 
Works Co. 
Cleveland, oO. 


Catalog No. 15 and latest price list mailed 
; your req. est 


STAR HEEL PLATE.CO.:: 


Hamburg Place, near Ave. L, Newark, N. J., U.S. A. 














Buttering the Jobber’s Parsnips 


To reverse the old saying—‘“When a manufacturer uses the adver- 
tising columns of Hardware Age to tell about his goods he is buttering 
the parsnips of every jobber who carries them.” 

He is creating business that will move the goods on to dealers’ 
shelves. 

It is only plain horse sense for the jobber to take advantage of the 
created opportunity. 

It is natural he should favor dealer advertising and favor the goods 
that are dealer advertised. 

Co-operation with the manufacturer's advertising means increased 
business for the jobber and dealer.. 


Read its ads! 
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Simpson Quick Acting Vise 


* Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- 
sures speedy work wherever the vise is used. 

To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
a single turn of the screw. It’s very simple, speedy and 
strong. There is no intricate mechanism invalved: : 

“Simpson” Vises are made of the best vise steel,-with check 
or smooth faced tempered jaws. They are dependable in 
every respect—fully guaranteed against defects and breakage 
under ordinary use and conditions. 

oa Catalog No. 31 will aid you in selecting a suitable 
stock. 


Athol. Machine Co. Athol, Mass. 

















= 
iW. 


THE STEEL FRAME 


REPAIRKIT FOR FORDS, No. 675 


Show It to a 
Ford Owner 


He'll appreciate the convenience 
of this Mossberg specialty — the 
“675 Kit.” 

The wrenches are the ones he 
needs and they'll always be where 
he can find them. 

Other Mossberg specialties equal- 
ly interesting. Ask your jobber 
about them. 


is designed to withstand the usual 
abuse that is so frequently applied 
to pipe wrenches, reinforced at the 
points where the strain is concen- 
trated. The springs are full of life, 
permitting the wrench to release its 
hold quickly. 


F, E. WELLS & SON CO. 


Greenfield, Mass., U. S. A. 





= 


Frank Mossberg Co. 


ATTLEBORO 


























prevent errors and save time. The foot numbers are in the most con- 
venient position, for both horizontal and vertical measuring. 


Other exclusive features, such as KECO finish (to guard against 
rusting), Patent Adjustable Centers, etc., insure satisfied customers for 
the dealer handling K & E Tapes. 


Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 
NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN PRANCISCO MONTREAL 
516-20 S. Desrborn St. 817 Lecust St. 48-50 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying [ Measuring Tapes 
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A New Broom 


Zeda is not merely another 
broom. It is a new im- 
roved style, and better 
ind of broom—totally un- 
like any other broom on the 
market. 

With its exclusive patented 
features you can readily 
demonstrate to the cus- 
tomer why it outlasts 2, 3 
and sometimes 4 ordinary 
brooms. Write your near- 
est factory. 


Lee Broom & Duster Co. 


Lincein, Neb. Beston Davenport, la. 








PREPAREDNESS 4,725, "e147 ‘0 


answer the ca 





HORSE SHOE BRAND 





THE AMERICAN WRINGER CO. x. Pei tity 










































A DEMAND NOT FULFILLED 


Something New 


w their 


is accurate and will 
stay accurate indefi- 


—a utiful fixture— 
takes only 12” space 
oe ane pound 


pounds. 
Seruat weight of the 
sca 18 Ibs. 


dous, It is up to you 
to supply them. Ask for 


THE JACOBS BROS. COMPANY, Inc., = baw wile. 





Every man, woman 
and child is anxious 
to correct 


scale for them and for 
physicians, gymnasi- 
ums, etc., because it 


nitely—its inexpensive 





Golf 
Mowers 


Horse 
Mowers 


Trimmers 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


Townsend Gave to the World 
The Ball-Bearing Lawn Mower 
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S. P. TOWNSEND & CO., Orange, N. J. 
















































Quick-Set Steel 





Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, wire 
strung easily and quickly 


It will pay you to han 
dle these posts. They 
appeal to farmers and ail 
property owners. Send 
for our catalog. It is free 


Buffalo Steel Co., Tonawanda, N. Y. 














Never Rust Out 


More hose bands rust out than 
actually wear out. *“*Yerdon’s”’ i} 
are different—made of cast brass, || 
4a special rust-proof —— | 
metal—they never rust out. 

Noted for their exceptional | 
strength, grip and holding power: 
their double all-round grip never | 
ets go. They make perma- | 
nently tight connections and last i 

} 
| 








for years. 

ALL sizes for hose 4%” O. D. 
.p to the largest Suction Hose. 

ost satisfactory on automobile 
hose connections. Made in Fort || 
Plain, U. S. A. Used everywhere. || 
Unequalled by any. i] 

We solicit your stock orders. | 
If you don’t know them write for i] 









samples. Both Home and For 
eign trade supplied. 


WILLIAM YERDON 
BOX 102 FORT PLAIN, N. Y. 







































THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
other combustible material; 
also a neat Basket for Waste 
Paper, Leaves, etc. The 
burning of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 


Made in four (4) sizes. 


Send for description and 
prices. 


Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 











Look for ite full name 


Russell Jennings 


j mn the ro ( é) 


Auger Bits 

























Russell Jennings Mfg. Co. 


Chester, Conn. 
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SNOW SHOE IRONS 


The illustration shows our 
No. 2 Iron for slate roofs. 


We make a similar one for 
standing seam, corrugated 
and V crimp roofing. 


These are the most substan- 
tial irons made. 


Write for prices and samples, 
also our general Catalog. 


Everything for the 
Roofer. 


BERGER BROS. CO. 


PHILADELPHIA 
Office: 229-231 Arch St.; Store: 237 
: Arch St. 






Warerooms and Factory: 
100 to 114 Bread St. 








Perfect Clinching Hose Couplings 


Patented finger con- 
struction prevents cutting of 
hose. The same applies to all 
Perfect Clinching Hose Menders. 


Lawn Sprinklers 


For sprinkling large areas. 
Our goods make steady custom- 
ers. Get our Catalog on these 
profitable lines. 








Sold through Hardware Jobbers. 
STUBER & KUCK CO. -:- Peoria, Ill. 


New York Office: 154 Chambers St.. J. M. Sherwood, Mgr. 
San Francisco Office: Rialto Bidg., Wm. P. Horn, Mgr. 











Big Discounts 
EFFECTIVE SALES HELPS 


American Gleclric 


COMPANY 


State and 64th Sts. 
CHICAGO 










Genuine NEY Haying Tools 


Ff AReAED FER FORTY YRARS 
THE COMPLETE LIN WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 




















1 MILBRADT 
i] LADDERS 


[-Fiel- will pay for them- 
f -[-f selves in a short time 
> by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
of your store up to 
date. 
a Write for catalogue 
— showing a large num- 
ber of styles suitable 
for all kinds of shelv- 


| 
~ H ing. 


’ Milbradt Mfg. Co. 
> | a 2410 N. 10th St. 
= St. Louis, Mo. 


\ 
a 
4 
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Rothweiler Pump 


99 











Empties a .Barrel or Drum 
Completely. 

No Waste. No Drip. 
Good for Oil, Gasoline Turpen- 
tine, Light Paint, etc. 
Works Easily, Quickly and 
Efficiently. 

A Great Trouble Saver. 


ROTHWEILER & CO. 
SEATTLE, WASH. 





























,Ong [- stab! eaters 


G & B' 


DYal I \mer) 


ibli shec 


ALLBERT & BENNETT 
TURING COMPANY 
































BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 
market, made from selected wire. 

QUICK SHIPMENTS 
NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, I. 
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American Steel & Wire Company 


Chieate New York Cleveland Pittsburgh Worcester Denver 


American Fence National Fence | 
Ellwood Fence U. S. Fence 
Royal Fence Union Lock Fence 
Anthony Fence Banner Fence 


For Farm and every other form of en- 
closure. These fences are well and favorably 
known all over the world and are the most 
effective, substantial and enduring fences 
made. For sale by dealers everywhere. 

Also, American Steel Gates in all stand- 
ard widths and varieties. 


Export Representative: U. 8. Steel Products Co., New York 
Pacific Coust Representative: U. 8. Steel Products Co. 
San Francisco ‘Los Angeles Portland Seattle | 

















Safety Fuse 





Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 











“STAR EXPANSION [BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


Ti 








ang a wont yo ‘Toggle —_ —— 
"STAR EXPANSION BOLT ‘COMPANY. 
20 W. Lake St., CHICAGO 147-149,Cedar St., NEW YORK 








Sell Satisfaction 


F. Dieckmann Elbows sell solely on merit. 
Made all angles, all designs, square, round, 
plain, corrugated. 

The Ferdinand 
Dieck mann Co. 
Cincinnati, Ohio 

























/ 


Cc. E. JENNINGS ARROW AX HEAD 


rat. EXPANSIVE BIT stat: ovr: 


NOTE CURVE ON CUTTER; 
PREVENTS HOGGING - IN. 


NOTE CLEARANCE ON FACE OF BIT;PREVENTS DULUING OF CUTTER., 
OTE STRENGTH OF CAP, 












i MICROMETER SCREW ADJUSTMENT. 
SEE THOSE TEETH: CUTTER CANNOT CREEP! 
NOTE BEVELS ON CAP AND CUTTER AND 


7/8” BEARING OF CAP ON CUTTER: 
CUTTER CANNOT SLIP! rWSEESanidue| 
NOTE TWO BEVELS ON SPUR,TO PREVENT CUTTER BREAKING.. 
C. E. JENNINGS & CO., 73 Murray St., New York 




















Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 























44-Caliber Men 


not 22’s—are the sort who give and 
get positions through your Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDWARE AGE 
239 W. 39th St. New York 
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For Light Trunks 


Our “€¢me” No. 720 Countersunk Ball Bearing Trunk 
Caster is made purposely low for light trunks. To 
attach simply countersink the slat. Moves easily— 
never rusts. Gives good satisfaction. 


Write for Catalog and Prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCarcy & Co., 29 Murray St., New York City 














The Greatest Heat 
at the Lowest Cost 


is obtained by using C. & L. Fire 

Pots and Torches. All burners are 

especially powerful generators, con- 

suming but litt'e fuel but producing 

intense heat. Easy adjustment, quick 

action, satisfactory work and a wide 

range of utility, make C. & L. Fire 

‘Pots and Torches, a money making 

and a money saving proposition to 

you. Be prepared for rush, emergency 

orders by having a good stock on 

hand of C. & L. Fire Pots and 

No. 22 Torch Torches. Jobbers supply at factory 
List Price, each, Price. Send for Catalog—it's free. 

$8.00 Clayton & Lambert Mfg. Co. 
Discount Detroit, Mich., U. 8S, A. 








DIETZGEN 
MEASURING 


TAPES 
are a guaranteed product— 
backed by a quality firm. 
Your trade will value the 
Simplified-Reading Feature. 
Send for Tape Catalog “‘ H”’ 


Eugene Dietzgen Co. 


Manufacturers 


Chieagco New Orleans 


Sse en, 


je 


PUDUGDGNUOOGUOOOGORUGNOODOROSOUGGRR GUAR ONRGRROORAOGRROOORODNOOOOOEAOENNOOTS 


Mechanics Buy These Tools 


for Their Quality 


You can’t do satisfactory work with an un- 
satisfactory tool and yes can’t please your 
customers by selling them inferior tools. 


“RED DEVIL” MECHANICS’ TOOLS 


are distinguished for their quality, and cus- 

tomers ask for them by name. Stocked by 

Progressive dealers and jobbers everywhere. 
SMITH & HEMENWAY CO., Inc. 

98 COIT STREET IRVINGTON, N. J 





If it’s DROP FORGED 
WRENCHES you're 
after, remember that 
P-S Quality is 
Guaranteed. 


Page-Storms Drop Forge Co. 








“WALL OILERS” 


positively insure you against kicks 
and comebacks. Each is carefully 
made of the best materials and fully 
guaranteed for 5 years. They won’t 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 

Styles and sizes for every possible 
requirement—all the same*high qual- 
ity in design, material and workman- 
ship, each backed by our guarantee. 

Get prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 





PROMPT SHIPMENT ON RECEIPT OF 
YOUR ORDER 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- 
per Conductor Five, Copper; Crimped Sheet, Copper; Buaves 
ugh, Copper; Elbows, Copper; Gaskets, Corrugated Copper ; 
Hammers, pper; Mitres, Copper; Nails, Copper; Rivets, Cop- 
r; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering, 
opper; Spikes, Copper; Washers, Copper. 
your selling needs are listed above, write us at once. 


Pittsburgh Covper and Brass Rolling Mills 


Cc. G. HUSSEY CoO. Pittsburgh, Pa. 














THE HAMMER 
HO DS 
THe TACK 








Robertson “Horse Shoe Magnet Hammers” 


a high-grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 


Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 
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We are the Originators and Patentees of 


The 
Divergent 
Saw 


PATENTED 


Tooth 
WAU Fastener Corrugated 


% +5 Dwewst seve Joint Fasteners 


The keen saw toothed 
edge means a quick job 
—and solid joint. The 
finish is of the well- 
known “Acme Quality.” 

Write for samples and 
prices. 


ACME STEEL GOODS COMPANY 
2840 ARCHER AVB., OHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebee 


THIS STICK SHOULD BE IN 
YOUR STOCK 


It is the only brand upon which you 
au cain ended wale ¢ aateak. 
Superior in Quality, Profit, Service, Packages 


ASK YOUR WHOLESALER FOR IT OR 
WRITE US FOR PRICES AND SAMPLES 


THE JOBBER’S MFG. CO. 227,3;,354=31- 








DUO NOZZLE 


Wily COMBINED HOSE NOZZLE 
AND LAWN SPRINKLER 


Ya ATLOWEST PRICE 
EVER ASKED FOR 
EITHER ONE 


Saves labor. Delivers more 
water. Cannot leak. Saves 
hose from bursting. Wider 
spray. Longer Stream. Sam- 
ple sent postpaid for 15 cents. 





Imperial Auto 
Folding Steel Chair 


No. 211 


The frame is made of the very best 
pod steel and finished in rich biack 


seat 6 Se ne eee 


The 
with felt and upholstered 
waterproof art leather. 


Built for strength and saf oom 


Adult size, seat 16” high. 
Child size, seat 12” high. 


Manufactured by : 
IMPERIAL BIT & SNAP COMPANY | © 
. RACINE, WIS. 














Lebanon Machine 
Company 
LEBANON, N.H. 
Send for Catalog 











This machine is portable, 
strong, durable and fast. 
Hither power or hand. It 
will take pipe dies from 1 
hes. Cutting-off 
attachment is automatic. 
Like our No. 0, all mov- 
ing parte run in oil | 
in covered chambers. 
die head will not x 
loose and does not re- 
volve on gear teeth. Send 
for our catalog. 


THE ARMSTRONG 
MFG. COMPANY 


290 Knowlton Street 
BRIDGEPORT CONN. 





is more sure than your own 


No Contagion belief that you can turn out 


high grade merchandise. Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 
fail to “catch” it. Right there is the beginning of 
business for you. 


HARDWARE AGE 
239 West 39h St., New York City 
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OFAIN 


Are made from the highest grade boxwood, well seasoned, accurately graduated and 
securely assembled. The name itself foreruns your selling arguments. 


BOXWOOD RULES we 


Send For Catalogue. 


UFKIN fpULe £9. 


LUFHO 


SAGINAW, MICH. 
etnias Ao a 





PLIERS 
NIPPERS 
AND 


PUNCHES 


Send for Catalog 


ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 


Newark, N. J. 











AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. need are in- 











BROO 


WIRE GOODS 


Bright Iron and Brass. 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 


CHESTER, CONN. 


Special 








alvan —s 

¥ SIDING, ends all forms ng 
D rruga orm." 

lates, eystone Sopper Stee: 2826 
Frick Building, Pitts. 














isfy every user 


over 120 years on the market. Guaranteed 


Fiskdale, Mass. 
i & Co., 113 Chambers Street, Naw Yor« 














ARINE GLUE 


Il seams of Yachts and Motor Boats. 
bcial Navy Glue for filling deck and hull seams of 


iad Glue for filling and- waterproofing canvas for 
cks and flying boats. 
mergency Can of our Special Canoe Glue. . 
and Sporting Goode Dealers. 
152 Kneeland Street 
RNARD &2CO. Mia's 








“GEM” NAIL CLIP 


The famous ‘‘Gem’’ is 
mounted twelve on a hand- 
some counter 
25 cents each. 
profit. 
make a ten -cent 
nail clipper. Write. 


H. C. COOK CO. 








KEEP 
POSTED 


You can get the latest prices from 
Hardware Age Standard Lists and 
Directory of Manufacturers. Send 
for circular and specimen pages. 


U. P. C. BOOK COMPANY, Inc. 
241-249 W. 39th St., New York 














O. LINDEMANN & CO. 


Manufacturers of 
aX) 
aK 


BIRD 
CAGES 

Established 1863 
New York 


35-37 Wooster Street 
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SAMSON CORDAGE WORKS | | non FENCE and ENTRANCE GATES 2.0% 20] 


MANUFACTURERS OF’ SASH CORD, CLOTHES. } i amp Standards 
BRAIDED CORDAGE LINES, SMALL LINES fl Cs aS 


gents Wanted 


5 Designs—A, 
AND COTTON TWINES ETC. so far CAALOG ; THE” STEWART IRON 
BOSTON MASS. oe Sait 


—]) 


ELEVATORS AND DUMBWAITERS iN OMMERS PEERLESS Fauc CETS} 


BEST BLOCK TIN KE apa 


Made to be sold by the Hardware cs 0 
Trade Can be placed in position by warner =f coal a Cees BODY HIGHLY P LISHED q 


any carpenter. omy THE ae ARE STAMPED In TH i THE WOOD with 


TRADE MARK MALTESE CROSS Per cur) 
Bend fo tal No. 24 at. OT 
ee ee re nd «= BEWARE OF IMMITATIONS 


ENERGY ELEVATOR CO. Se... As aces Semin SOAP WITH HEY 


METALS, TINNED OR HICK: 
214-216-218 New St. Philadelphia, Pa. Pf ane 67 Lena snn.pnorare mreaian —) 


A G-W ICE TOOLS| |. 2s © KNIVES 






































































































































For use by the Wholesaler for unloading Ice Lyn + 
from beats or carr 


AKERS 
For use by the Retailer on wagons. 
For use by the Housewife at the ice chert. 
Write for Catalog and Window or ae Cards. 
Let us quote Jobbers’ prices, 
GIFFORD-WOOD Co. 


Works . Kochester. N. Y. New Haven Oyster Knife 
Hudson, N. Y. Philade!lphia 


Chicago ROBERT MURPHY’S SONS CO., Ayer, Mass. 

















PRIEST'S J wr:  — - ==>} 
Clippers | 


The world’s standard ‘‘back- 
o’-the-neck"’ shaver deserves 
your serious tye pose og ee 
a ontabie item of stock 


American Shearer Mfg. 
Company 
Nashua, ."W."H., U. S. A. 











Estas.isneo 1650 


—-— —— —— — — SS 
JOHN HASSALL ine. 


RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WirRE NAILS 


Cray ano Oaxcano Streets 
BROOKLYN.NY 


<—- Ss =) 
































C-S CO. 


12-Inch 
Hardwood 
Levels No. 102 
Populer Prices THe CHAPIN-STEPHENS Co ~s8> 


Ask Your Jobber PINE MEADOW, CONN., U.S.A. ° Station, BOSTON, MASS, 


ane 














PORTER'S ‘‘NEW EASY”’ BOLT CLIPPERS 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Guvod profit. Write for prices. Se-d for new catalogue No. 10 


H. K. PORTER Everett, Mann. WI] MIRGTON, OHIO 














This mark is destined to become 


66 9 99 one of the most far-reaching 
factors in the automobile field. 

or ons a e ains The comprehensive sales and 
advertising campaign Ps ad is 
I warrant these chains to be equal in pew under way to assist ers 
strength, durability and finish to an similar = ip thas eae ee 
= nee vot nove pct satisfied. Get Motor Specialties tion. We invite well equipped. 


THOS. MORTON, 245 Center St., New York 


communicate with us prom;itly. 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 
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TUBULAR AND CLINCH RIVETS 








Getting the 
Right Line 


HERE are a num 

ber-_of salesmen 

Who wish to carry 
a side line—but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 
who require such men 
The cost is small com 
pared with results. 


50 words, $1.00 
That's all. 


Opportunity Exchange 
HARDWARE AGE 














The Plattsburg Barracks 


which house the men training to be the future offi- 
cers of the United States Army, are equipped with 
three hundred and twenty 


“STAR” 
VENTILATORS 


(Pa.ented) 


Pure, fresh air being the first essential to the vigor- 
ous health these men must possess, the selection of 
“Star” Ventilators is an indication of their ability 
to provide the best ventilation. 


Send now for our Descriptive Booklet. 


Manufacturers of 
“MERCHANT'S O.D M!THOD” ROOFING TIN 
EVANS “ALM&TL” FIRE DOORS 


Mercnayt s Eyans Ce 


NEW YORK WHEELING 
BALTIMORE , CHICAGO 
ATLANTA ST. Lou's 
CLEVELAND KANSAS CITY 























“Capewell” Nails Will Help Sales 


Wherever horse nails are used 
: “The Capewell” is in greatest 
Nails for which the demand. It pays to carry this 


Merchants who stock “The 
Capewell” have the horse nail 
which is most favorably known 
throughout the length and 
breadth of the land. It’s the 
nail which horseshoers find 
excels in driving and holding 


demand is greatest— 


‘ 


line. Not the cheapest nail, 
regardless of quality, but the 


‘The Ca ewell’’ world’s best at a fair price. 
T P The nail with the Checked 
qualities. Head Trade Mark. 


The Capewell Horse Nail Company 


Hartford, Conn., U.S. A. 
‘Leading Horse Nail Makers of the World 
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| HELP WANTED 


OPPORTUNITY 
RATES | 


Severe sia, Sen 


Each 


additional word 2¢ 


Bach additional word 4c 


Hach additional word 6¢ 


«++ - $1.00 


AND BUSINESS} an capitais, minimum 60 words.......2.00 


All capitals, leaded, minimum 50 words .§3.00 





SITUATIONS 
WANTED 
RATES 


DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


Count Seven Words for Keyed Address 





De not send original letters of recommendation in replying to adverti 
ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 


Forms close seven days before date of issue. 





dunit 


will 


Set solid, minimum 25 words........ 
Bach word 2e 

All capitals, minimum 25 
Bach additional 


All capitals, leaded minimem 25 words. $1.59 


the purpose. 


Cash mast accompany all advertisements. 


words.......$1.¢9 
word 4c 


additional 
additional word 6e 


Letters forwarded without charge. 











Help Wanted 


Help Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed whh replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. A copy of the reference 
will serve the purpose. 


SALESMEN WHO HAVE HAD 
EXPERIENCE IN RETAIL 
STORES TO SELL A NATION- 
ALLY ADVERTISED PROD- 
UCT IN MIDDLE-WESTERN 
STATES FOR AN ESTAB- 
LiSH ED MANUFACTURING 
CONCERN THAT TAKES A 
PERSONAL INTEREST IN 
ALL OF ITS MEN. PREVIOUS 
ROAD EXPERIENCE NOT 
NECESSARY; BUT AMBITION 
AND DETERMINATION TO 
“MAKE GOOD” ARE ES- 








SENTIAL QUALIFICATIONS. 
MAKE YOUR LETTER SELL 
YOUR SERVICES. ADDRESS 
SALES MANAGER, P. O. BOX 
86, STATION A, TOLEDO, OHIO. 


MANUFACTURER of full line 
household specialties wants local rep- 





resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in- 
stalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
We want none but those who can 
“make good.” For such our propo- 
sition is an excellent one. Address 
“S. H.,” care Harpware Ace, New 
York. 


Wanted — Experienced hardware| 


salesman with reference. Apply im- 
mediately, stating age, experience 
and salary required. Clark Witbeck 
Co., Schenectady, N. Y. 


IF YOU WANT A_ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC.- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





Well established tool manufac- 
turer desires salesman with high 
standing among Southern hardware 
jobbers and a record of successful 
sales achievement. Must be young 
man of highest integrity and not 
afraid to work. Splendid future for 
the right man who will not put 
salary above opportunity. In answer 
give full information regarding age, | 
road experience and minimum salary | 
to start; also send picture. Man! 
now employed preferred. Applica- 
tion will be regarded in confidence. 
Address Box A-276, care Harpware 
Acs, New York. 








WANTED—An experienced fac- 
tory and mill supply salesman to 
travel Iowa and western Illinois. 
To the man who can satisfy us as 
to character and ability, we offer a 
permanent position. Address Box 
430-A, care Harpware Ace, Otis 
Bldg., Chicago, Ill. 





Distributors Wanted—Our HOT 
WATER GRATES (patented) take 
the place of ordinary grates on gas 
or oil cook stoves. Grate coils are 
hollow and connected with kitchen 
boiler (or open tank, if no water 
pressure); water is heated while 
using stove for cooking purposes. 
See page 68, Harpware Ace, July 26 
number. Minneapolis Hot Water 
Grate Co., Minneapolis. Minn. 





We have positions open for ex- 
perienced hardware clerks in two of 
our hardware stores in Oklahoma. 
We want a good salesman who has 
the ambition and ability to advance 
to position of store manager and 
higher positions of trust with our 
— Reply fully, giving as 
much information about yourself 
and your experience as you can. 
Dickason Goodman Lumber Co., 510 
Keith & Perry Blidg., Kansas City, 


Mo. 





Wanted a young man over draft 
age or who is exempt as head buyer 
of our hardware and tool depart- 
ment, to be loctaed in New York 
City. Must have buying experience 
in a wholesale shelf hardware house, 
a good knowledge of the line, and a 
reasonably broad acquaintance among 
manufacturers, Answer by letter 
only, stating age, previous experi- 
ence and salary expected. Biddle 
Purchasing Co., Box 1743, 
New York City. 


Situations Wanted 





Wants position as department 
manager or buyer with a hardware 
house or automobile manufacturer 
or branch manager for manufactur- 
ers of similar lines. I am 45 years 
old, twenty years’ experience in 
wholesale hardware business as sales- 
man, department manager and buyer 
of heavy hardware machine shop 
supplies and auto accessories. I am 
at present employed by one of the 
largest hardware houses in the Mid- 
dle West. Address Box A-250, care 
Haroware Ace, New York. 





YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE T 

OBTAIN A_ POSITION; 
IF YOU WANT TO GO AFTER 
IT A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY 
WORTH-WHILE “BERTH.” 


BUT 





Buyer wants position in house- 
furnishings, china, crockery and toy 
department. Have continuously been 
connected with departments already 
mentioned for 14 years as salesman, 
assistant buyer, and buyer. Can 
give good reason for leaving. Will 
go anywhere. Can furnish best of 
references. I am 33 years old and 
married. Address Box “A-89,” care 
Harpware Ace, New. York. 


Position Wanted—By retail hard- 
ware salesman with 15 years’ ex- 
perience, New York or Pennsylvania 
sesame Have had experience as 
uyer and manager; 40 years of age. 
references. Address 


Satisfactory 
care Harpware Ace, 


Box A-230, 
New York. 





Road man, thoroughly acquainted 
with the Texas trade, would like to 
secure position with a well-known 
manufacturer or jobbing house in 
hardware or stoves. any years’ 
road experience in both lines. Best 
of references. Address Box A-270, 
care Harpware Ace, New York. 





Hardware buyer open for a posi- 
tion September 1. Twenty years’ 
experience in general hardware; ten 
years’ experience as buyer and man- 
ager. Address Box A-285, care 
Harpware Ace, New York 


GIVE YOU A 











j 


| 





Catalog and Advertising Expert 
desires connection at once with 
wholesale. hardware or automobiie 
accessory’ company, or catalog to 
compile, Address Box A-281, care 
Harpware Ace, New York. 





Position Wanted—By retail hard- 
ware and sporting goods s@lesman, 
also window trimmer. Seven years’ 
experience; good habits and w’'lling 
worker. Best of reference. Address 
Box A-280, care Harpware AGE, 
New York. 





Wanted—A position as traveling 
salesman by a young man with four 
years’ experience in hardware and 
automobile accessories. Prefer ter- 
ritory east of Mississippi River. Ad- 
dress Box A-271, care HarpWare 
Ace, New York. 





Salesman—High grade salesman, 
now employed, 20 years’ road ex- 
perience, is open for proposition for 
northern Ohio territory. Only reli- 
able house considered. Lines for 
hardware or farm implement dealers 
sretersen. Address Box A-278, care 

ARDWARE AcE, New York. 





Buyer and salesman in retail hard- 
ware store in Central West town 
of 15.000 to 30,000. Fourteen years’ 
experience as buyer. Address Box 
aot care Harpware Ace, New 

ork. 





Clean cut, energetic young man of 
23, with wide experience in the re- 
tail and wholesale hardware busi- 
ness, desires permanent position as 
traveling salesman; am employed; 
best references. Address Box A-293, 
care Harpware Ace, New York. 





Young man possessing a thorough 


©| hardware and sporting goods experi- 


ence desires a position as traveling 
salesman. Address Box A-294, care 
Harpware Ace, New York. 





THERE SEEMS we, Se AN 


AFTER? W' 
THIS SECTION FROM “PAST 
PERFORMANCES.” 


Situations Wanted 


Wanted by October Ist position 
with manufacturer in the builders’ 
hardware line; am personally ac. 
quainted with the buyers of all job- 
bers from Cleveland, Ohio, to : 
ver, and from Winnipeg to New 
Orleans. Have abundant proof of 
success, Address Box A-300, care 
Harpware Acez, New York. 


_ Young man, 29 years of age, mar. 

ried, 10 years’ experience retail 
hardware, exempt from draft, am 
capable of buying and managing, 
wants position where there is a fu- 
ture. Address Box A-301, care 
Harpware Ace, New York. 





Position Wanted—By a high grade 
sporting goods man. ave a 
large experience in buying and sell- 
ing all kinds of sporting goods for 
the past twenty years. ddress Box 
See gg care Harpware Acs, New 

ork, 


LATIN AMERICAN, age 37, mar- 
ried, with fourteen years’ experience 
in the hardware export business, 
capable correspondent in English 
and Spanish and thoroughly famil- 
iar with all the requirements of the 
Latin American countries and busi- 
ness methods, desires connection with 
American manufacturer interested in 
the export trade as manager or as- 
sistant with prospects for advance- 
ment. Address Box A-304, care 
Harpware Ace, New York. 


RG aS 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware Ace, New York. 














PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
busi last year. Must be cash 





Wanted position as manager or 
buyer for large retail hardware store. 
Five years’ experience as buyer and 
general manager. Employed, but de- 
sire a change. References furnished. 
Address Box A-296, care HarpWARE 
Ace, New York. 


Wanted position as head book- 
keeper or office manager of large 
wholesale or retail hardware store. 
Now employed as office manager re- 
tail bardware store. Reasons for 
changing. Can furnish references. 
Address Box A-295, care HarpwaAre 
Ace, New York. 





Wanted position to represent spe- 
cialty hardware line in Central and 
Northwestern States, selling to iob- 
bers and retail trade. Address Box 
G33?) care Harpware Ace, New 

ork. 





SALESMAN—Would like personal 
interview with sales manager who 
can use a salesman October Ist. Am 
single, thirty-five years old, and 
have eleven years’ experience 
calling on hardware, cutlery and 
tool trade in Middle Western States. 
Address Box A-299, care Harpware 
Acer, New York. 


deal. Address “B. F.,” care Harp- 
ware Ace, New York. 





interest for sale in a 
well established hardware store, lo- 
cated in central New Hampshire, 


Ewrmereip 
e 











doing a good business. Reasons for 
selling, want to go West for health 
of family. Address Box A-166, care 
Harpware Ace, New York. 





For Sale or Trade—A good abso- 
lutely clean stock of hardware and 
stoves located in a good county seat 
town of 8000 inhabitants in central 
Indiana corn belt; stock will invoice 
$8,000. Will trade for good farm of 
equal value. Address Box A-207, 
care Harpware Ace, New York. 





FOR SALE—Hardware and !um- 
ber business in the best town in New 
Mexico. For particulars apply to? 
Box A-253, care Harpware Ace, 
New York. 











If you are looking for a 
hardware business (will invoice about 
$6,000 stock and fixtures) and one of 
the most desirable homes in a ¢ 
clean Gulf Coast town of 2500, ad- 
dress Box A-256, care Harowart 
Acer, New York. 
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Business Opportunities 


Busi Cuseitenial 








iniciades Miisiniiientiins 





LIKE TO SHARE 
IN DVANTAGES OF 
CHAIN-STORE OP ERATI ON 
WITHOUT SACRIFICING YOUR 
INDEPENDENCE? 

A plan is being arranged whereby 
the experience of a well-known chain 
store organizer and executive—.or- 
merly a prapenes retail hardware 
man——may come available to a 
selected group of hardware stores. 

The service will be as complete 
in every detail as that enjoye by 
the biggest chain-store s ndicates. 
It will be administered through a 
series of individual textbooks or 
folders, setting up ideal standards of 
accomplishment in every branch of 
the business. For example: 

Organization and Management— 
System and Accounting—Advertis- 
ing and Display—Service and Sell- 








MANAGER, going into army, will 
sell store with $10,000 stock general 
hardware in town of 8000 near 
Cleveland. Store doing nice busi- 
ness and making money. Can be 
handled with $6,000. Address “Man- 
ager,” 1490 Orchard Grove Ave., 
Lakewood, O. Address Box A-286, 
care Harpware Ace, New York. | 








We solicit correspondence with| 
either a No. 1 Reta! Hardware} 
Clerk or competent Bookkeeper and | 
eneral office man, who could invest | 

3,000 to $5,000 in an old and pay-)} 
ing hardware business. Located in| 
southern West Virginia, age 31 to| 
41, or younger if exempt from mil- 
itary service. Attractive proposition | 
for the right man. Submit reference 
and state experience in first letter. 
Address Box A-288, care HarDWARE 
Ace, New York. 





ing 

Every subject will be specific— 
brimful of ideas for a store-meeting. | 
Instead of saying “You ought to do 
it,” this man tells you how; not only 
that, but he actually puts the tools 
in your ds to do it with. He is 
not a theorist, or “efficiency man.” 
He is accustomed to getting actua 
DOLLARS - AND - CENTS RE- 
SULTS! 


Special stationery and accounting 
forms will be devised, and samples 
furnished. Advertising layouts will 
be suggested and cuts provided. 
Samples of display-material, show- 
cards, tags, labels, etc., will be sub- 
mitted. ail of which will be subject 
to purchase collectively with the 
other stores at quantity prices. 

A unique advertising ptogram 
has been determined upon. It will 
be developed with the ass‘stance of 
a nationally known advertising agen- 
cy, at a cost which alone would be 
prohibitive to any single store. 

There are other original and ex- 
clusive features which may be intro- 
duced insofar as the individual stores 
may be inclined to subscribe to uni- 
form high standards of business prac- 
tice, voluntarily accepting the prin- 





ciple of group-supervision as a 
proven measure of efficiency and 
economy. 


The service will be inaugurated 
ay ae 


| 
| 

Good, clean up-to-date hardware) 
stock; good fixtures and building} 
with cheap rent, located in center) 
of town. Stock will invoice from) 
$3,500 to $4,000. Fine opportunty | 
for one desiring a well established 
and paying business. Reason for 
selling—retiring. Address Paul New- 
man, Hobart, tnd. 


| 
| 





For Sale—One of the best located, 
cleanest, most up-to-date money-mak- 
ing stores in the State of Iowa. | 
Best reasons for selling. Invoice | 
about $5,000; located in a town of | 
3,500 with a territory of 18 miles} 
around. Better investigate; it will | 
be worth your while. Address Box 
A-239, care Harpware Ace, New 
York 





J.._E. BEAUCHAMP & es 
MANUFACTURERS’ AGENTS, 
AND CANADIAN _ DISTRIBU- 
TORS FOR AMERICAN GOODS, 
20 ST. NICHOLAS ST., MON- 
TREAL, QUE., ARE OPEN FOR 
NEW LINES, HAVING SALES- 
MEN ALL OVER CANADA, 





We have an excellent commission 
proposition for salesmen calling on 
retail hardware, drug and jewelry 
trade. Several good territories open. 
Address Box A-245, care Harpware | 
Ace, New York. 








only if it meets with 
couragement. It has been suggested 
that the hardware trade is not alive 
to the tendencies of modern mer- 
chandising; but it is confidently ex- 
pected that this unusual opportunity 
will find a ready response from 
wideawake merchants whose success 
has been established by their ability 
to “look ahead.” 


The cost is $50 per month, by 
yearly subscription. The _ highest 
standard of membership will be rig- 
idly maintained. 

WRITE OR WIRE TODAY FOR 
FIRST CONSIDERATION IN 
YOUR TERRITORY! Address Box 
rt care Harpware Ace, New 

ork. 





FOR SALE—Complete stock of 
hardware, well located in a live town 
of 2,000 in rich farming community. 
Doing $40,000 business this year. 
Running tin and electric shop in con- 
nection. Will invoice about $12,000. 
Will sell hardware only if desired. 
Reason for selling—present owner 
must quit on account of ill health. 
This is a mighty good gen for 
live man and won’t be open long. 
For further information address Box 
$238. care Harpware Ace, New! 

ork. 





| 
_ For Sale—One of the oldest estab- 
lished successful retail hardware 
businesses in Southern California. 
Can be bought with or without book 
accounts. ixtures very nominal. 
Clean stock of about $110,000 never 


For Sale in North Dakota—Clean | 
new stock of hardware, harness and} 
implements. Stock and fixtures $10,-| 
000. Sales last year $35,000, net) 
profits $5,000. mmense territory | 
gives fine chance to increase busi- 
ness. Cash only consideration. Dis- 
solving of partnership reason for 
selling. Address Box A-264, care 
Harpware Ace, New York. 





For Sale—Hardware, furniture, 
undertakers, implement and wagon 


business, in iddle West, Texas 
county site, town of 1000 in- 
habitants; good crops, good trade 


territory, stock invoice about $9000; 
doing $2000 to $3000 business per 
month, no competition in either line; 
business house can be leased for five 
year terms, or can be bought reason- 
ably. Good reason for selling. If 
interested, write at once. Address 
Box A-292, care Harpware Aceg, 


CANADA—Salesman with A-1 
connection among large retailers, de- 
partment stores and wholesale hard- 
ware jobbers from coast to coast in 
Canada, is desirous of getting in 
touch with some reliable American 
house wishing to do business in this 
field. Am not out of employment 
but wish to make change owing to 
war conditions. Address Box A-298, 


| care Harpware Ace, New York. 





FOR SALE—Stock of hardware, 
queensware, paints and oils; also 
one-story brick building in town of 
800 located in Illinois corn belt. | 
Stock will invoice about $3,000, Ad- 
dress Box A-302, care Harpware 
Ace, New York. 

} 


FOR SALE—Complete hardware | 
and harness stock. usiness estab- 
lished for 32 years, will invoice 
from $12,000 to $15,000. Located 
in Central Nebraska, Broken Bow, 
Custer County, population 3000. 
eg ony | community as good as any 
in the State. Good reason for sell- 
ing. Traders need not _ apply. 
G. W. Apple, Broken Bow, Neb. 








HERE !S THE PLACE FOR 
YOUR_ MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





Live and experienced man will | 
handle good line in Maryland and 
District of Columbia, either com- 


mission or salary. Address 506 Law 
Building, Baltimore, Md. 








Wanted in quantity of 1000 Ibs. | 
or less No. 22 Oil Tempered Tinned 


Wire. We can use about 1000 Ibs. 
every two months. Address Box | 
A-305, care Harpware Ace, New | 
York. 








ee value of any 


publication to an 
advertiser is the 


value of its circulation— 
‘Quality not quantity. 


The manufacturer must 
satisfy himself whether 
the publication is read by 
the people who buy or 
should buy his product. 


HARDWARE AGE is 
so chock full of business 
helps, that practically 
every progressive hard- 
ware merchant has ac- 





New York. 


Wanted—By an experienced hard- 
ware man, well known and of estab- 
lished reputation, a few good lines 
to sell in Portland, Oregon, and ad- 
joining territory, on salary or com- 
mission. Highest references. Ad- 
dress “A. A. D.,” 1115 Northwestern 
Bank Bldg, Pertland, Oregon. 


Wanted representatives on com- 
mission to sell hardware jobbers and 
large retailers of Wisconsin, Iowa, 
Ohio, Illinois, Michigan, Pennsyl- 
vania, New York. Staple, fast sell- 
ing articles on which we offer a 





before offered. Wish to retire. 
dress “C. B. C.,” Box A-274, care! 
Harpware Ace, New York. | 





“WE 


GOT THE 
WANTED.” 


AN 
FIND 
Ec. 


T 
COMPETENT MEN. 


very attractive proposition. Must 


~| have men who can produce big re- 


sults. Established manufacturers’ 
agents preferred. Holmes, 702 Bos- 
ton Block, Minneapolis, Minn. 


Salesman wanted—calling on de- 
partment stores, hardware, house 
furnishing stores and jobbers—to 
carry a well known item of merit 
as a side line—that is a fast seller— 


commission—state territory you cov- 
er. Address ECONO SEAT 
COMPANY, 911-15 W. 3ist St., 


Chicago. 


quired the “Hardware 
Age Habit,”” and they all 
have thereby been able to 
turn many a perplexing 
problem into a live-wire 
_profit-producer. ‘“Hard- 
\ware Age Day" is the 
| most important day in the 
‘week in these successful 
‘stores. The answer is 
‘simple, and a sample copy 
will help you figure it out 
for yourself. 





| HARDWARE AGE has 
‘the quality and quantity 
circulation in the 


hard- 











Machine 





‘ware field. 








Shop 


Uncle Sam is a busy 
fellow these days—the 
machine shops all like 
him because he gives 
them lots of work. 


In all machine shops 
there’s lots of filing 
done. Someone buys 
the files—Someone fur- 
nishes them. Poor files 
—files that don’t cut 
smooth and quick and 
clean won’t do—where 
“Time is Money” the 
men behind the files 
must “push” the best 


Here’s a suggestion 
Call on any machine 
shop near you — find 
out what kind of work 
they do and what kind 
of files they need— 
take over a few 
DELTA FILES — tell 
the foreman to have 
the men try them; say 
to him plainly that all 
DELTA FILES are 
sold under an absolute 
guarantee of “Money 
Back If Not Satisfied.” 


Now await results— 
if DELTA FILES don’t 
show their cutting 
quality and get an 
order on sheer merit— 
no files will. Try it. 


The Delta 
File Works 


Philadelphia 
U.S. A. 


& 


DELTA 
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The Classified Directory appears 


In the first Issue of each month 





A 
Acme Steel Goods Co........+. 102 
Acme White Lead & Color Wks.. 27 
Allith Prouty Co.......s.e-ee5 73 
American Chain Co. .........-+- 81 
American Electric Co. ........- 99 
American Ring Co. .....--++++++ 31 
American Screw Co. ......++++ 29 
American Shearer Mfg. Co..... 104 
American Sheet & Tin Plate Co.103 
American Steel & Wire Co..... 100 
American Wire Fabrics Co. .... 92 
American Wringer Co. ......... 98 
Ankyra Mfg. Co........-s0004 34 
Armstrong Cork Co........... 79 
Armstrong Mfg. Co.......++++- 102 
Athol Mch, Co.....-seeseeeeeee 97 
B 
Barnett Co., G. & H.....-..-00% 94 
Barney & Berry........-eeeee0% 32 
‘Berger Bros. Co... .-.++-+++0++ 99 
Billings & Spencer Co........-- 89 
Bishop & Co., Geo. H.....--+.- 29 
Bowen Mfg. Co.....-...seee00- 86 
Brooks & Sons, M. S.......+++- 103 
Brown & Sharpe Mfg. Co....... 7 
Buckeye Aluminum Co......... 34 
Buffalo Steel Co........-.+-++- 98 
Cc 
Capewell Horse Nail Co........ 105 
Carey Co., Philip...cccsscveeses 91 
Cary Mfg. Co......cccccccsers 95 
Champion Hdwe. Co.......-.++ 93 
Chapin-Stephens Co......+-.+++ 104 
Chicago Flexible Shaft Co...... 6 
Chicago Solder Co.........+++- 88 
Clayton & Lambert Mfg. Co..... 101 
Cleveland Galvanizing Wks..... 96 
Clinton Wire Cloth Co......... 15 
Coburn Trolley Track Mfg. Co.. 88 
Coes Wrench Co........eeeees 5 
Contents Page ....cccccccccces 37 
Converse Rubber Shoe Co....... 86 
Cocks Cony TE. Coceccccncesscces 103 
Corbin Screw Corp......++++++- 89 
Covert’s Saddlery Works....... 100 
Crew Levick Co......---00s00e- 104 
D 
Davenport Mfg. Co......+.+++- 90 
Delta File Works..:...---.++++- 107 
Deming Co. ....--eeeeceeseeres 33 
Dieckmann Co., Ferdinand...... 100 
Dietzgen Co., Eugene......+-+++ 101 
Disston & Sons, Inc., Henry.... 12 
Dixon Crucible Co., Joseph... .. 86 





F 
Eclipse Mfg. Co...... tehibeanee 109 
atts Dig Cbs ons. cs ancscvcuns 93 
Energy Elevator Co............ 104 
Ensign-Bickford Co, .......++.. 100 
Enterprise Mfg. Co. of Pa...... 31 
F 
Ferdinand & Co., L. W......... 103 
Prancio- Rand. Co. «1... cccccseves 86 
G 
Garber’ Mls. Co. occcccccccsecs 86 
Gemee Mle, Cosccccccvecseese 86 
Gillon) Weed Ce oan ccc disses ee 104 
Gilbert & Bennett Mfg. Co...... 99 
Goodrich Co., B. F........+++. 75 
Goodyear Tire & Rubber Go. .84, 85 
Greenfield Tap & Die Corp..... 24 
Gellin- Mie CO. ccc cccccecs 88 
H 
gk s a, Sent | 27 
Haseall, Inc., John........see0- 104 
Hayes Pump & Planter Co...... 93 
That Be Seige Go acts cedvess 95 
Hussey & Co., C. G......-50005- 101 
1 
Imperial Bit & Snap Co........ 102 
Talend Steed Co. .ccscccvcccece 27 
Interstate Iron & Steel Co...... 14 
Irwin Auger Bit Co............ 104 
’ 
Foose: Tee... voces ccisccteceve 98 
Jennings Co., C. B.......00e00e 100 
Jennings Mfg. Co., Russell...... 98 
Jobbers Mfg. Co.........- Peery 
’ 
K 
Keuffel & Esser Co... .+essee0e 97 
95 


Klein & Sons, Mathias.......... 





L 
Landers, Frary & Clark........ 1 
Lebanon Meh. Co.......0sss008 102 
Lee Broom & Duster Co........ 98 
Lindemann & Co., O.......... 103 
Ludlow Saylor Wire Co........ 92 
Ree Tete Cwic ac cccscasseccnn 103 
it GEE, TOs sid cecicscsvbuWads 92 
M a« 
McKinney Mfg. Co............ 21 
Merchant & Evans Co.......... 105 
pends PAR Cees cisscecensen 99 
Milwaukee Corrugating Co...... 30 
Monitor Stove & Range Co..... 26 
Montauk Paint Mfg. Co........ 91 
Morgan Spring Co............. 90 
Otte, Sk ia iinies Sb kien 104 
Morton, Thomas .............. 104 
Mossberg Co., Frank........... 97 
Murphy’s Sons Co., R.......... 104 
Myere @ Bro., F. B......ccese 22 
N 
National Cash Register Co...... 13 
Moattensl: Mis. Ceccicssvntes cove 38 
New Jersey Wire Cloth Co...... 99 
Ty Py TOs dieS dco cevsalces 99, 103 
Niagara Falls Metal Stpg. Wks. .100 
Nicholson File Co..........++++ 8 
Northwestern Barb Wire Co... .100 
Northwestern Chemical Co...... 77 
North Bros. Mfg. Co........... 94 
re] 
Oliver Iron & Steel Co........ 93 
Oneida Community, Ltd...... 19, 20 
Opportunity Exchange ..... 106, 107 
Osborne & Co., C. S.....--005- 103 
P 
Page-Storms Drop Forge Co....101 
Parker Co., Charles............ 91 
Parker Rust Proof Co......... 35 
Parker Wire Goods Co......... 17 
Pennsylvania Wire Works...... 98 
Portes, TEs Ke sicccvcscesoovess 104 
Progressive Mfg. Co..........- 33 
kK 
Reynolds Wire Co............. 110 
Richards-Wilcox Co. .........++ 71 
Roberts Mfg. Co.......---++++. 104 
Robertson, Arthur R..........- 101 
Rock Island Mfg. Co...;....--. 86 
Rothweiler & Co... .....eeeecee 99 
ee BY ee Ae Se 104 





s 
Otis Ce. , BOMB iisc sc ccescc cece 9 
Samson Cordage Works........ 104 
a ee 9 
a eee 10) 
BORG, BR i ivie's 050 600s cc cce 90 
Service Motor Truck Co......, 80 
Sherman Mfg. Co., H. B........ 102 
Smith & Egge Mfg. Co.......... 96 
Smith & Hemenway............ 101 
GS 103 
Sommer Faucet Co., John...... 104 
OO BRR CBs ince cb dc vives cces 91 
Sparks-Withington Co. ......... 87 
Stanley Rule & Level Co....... 11 
Stanley Werke ceiciccccicsce. 69, 95 
Star Expansion Bolt Co........ 100 
gE RS % 
Stewart Iron Works Co........ 104 
Stewart-Skinner Co............ 92 
Stuber & Kusk Co............. 99 
T 
Thermoid Rubber Co........... 2 
Thomson Mfg. Co., Judson L... 94 
Townsend & Co., S. P.......... 98 
Semmemt Be, Ces cc iccscccccce 10 
Tubular Rivet & Stud Co....... 105 
U 
Union Hardware Co............ 25 
Vv 
Vee Ge CO iriis vecccecee 82, 83 
Vous Pres, Wife, Cece’. cccacess 32 
Ww 
Wall Mfg. Supply Co., P....... 101 
Walworth Mfg. Co.........+..: 4 
Wells Sens Co., F. E........:- 97 


Whitaker-Glessner Co., 
Wheeling Corrugating Dept... 30 


Whitaker-Glessner Co.......... 94 
Whitlock Cordage Co........... 23 
Wickwire Bros., Inc...........- 18 
Williams Co., J. H........0005: 88 
Winchester Repeating Arms Co.. 3 
Wire Goods Co...... pabbeebcce 90 
Wright: Wire Co.............-- 16 
Yy 
Yerdon, Wm, ......... sdpeocee 
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MANUFACTURED BY 


Eclipse Manufacturing Company 
Indianapolis, U.S. A 
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RDWARE GI \ugust 


Ulhen Neighbors 
Meet In 


Screen-time 





When neighbors meet in Screentime, 
t will pay you, Mr. Dealer, to keep 


your ears wide open 


Listen— 


When Mrs, J | - | our screens are leaky 
small spots nat e rusted through and let the flies in—and, just 
think of it, only their first ison.” 


And when Mrs. Smith t rs. Jones, “we've had our screens 
two seasons and thev | en’t rusted one bit.” 

Then Mr. Dealer, LISTEN A word from Mrs. Smith will 
mean mone in yvé ocket if you act on it. There’s many a 
housewife like nes who is sick and tired of rust eaten 
screens—and the: nany a 5S: 1 user of SUN RED 
SELVAGE scre i} . Smith, »vho is sending her neigh- , 
bors to the dealer 


Electricity jeposits only pure 
: zinc ; Ms =~ ; ‘ ‘ Fi to last mor than twice as fong 
2—Ten separate coat . applied ‘ any ' nized - be é CAV reen clot AluminA defies 
instead of one r t 
‘ach coat is a pure, flexible, uni : 
form rust-resisting cove! Here’s the Difference 
i—Galvanizing after weaving insures ° falvanize eans hot dipping—only 
perfect coating . 0 irtfy impure zine that ind peels when wire 
Weaving after galvanizing rubs I Makes off wi ‘ee ots fo 
off part of coating applied by hot 
- dipping " t ke : é e¢ : electro | y reall ad t a n 
o— Square mesh sxact ) zi zine coat t { . « durabl neti rf st sisting 
skimping ; t t 
6—Every foot guaral teed pertect. oy Trademarks 1 en int elvage are positive proof of galvanizing 
7—Trade mark—SUN RED SEI ia before weavine | Reynolds Screen Cloth bears the well-known 
VAGE, the Sterling mark of quality mark—the SUN RED SELVAGE—-put on AFTER the cloth i 
od : P 4 rolled and read ' 
creen quality ve . pa i = 5 ‘ a 
g—-AluminA’s exclusive 10-coat Your customers ll pay more for Reynolds SUN RED SELVAGE 
- : screen cloth bec > it lasts longe t costs them 
quality 1s only possible by our less by the season—-means more repeat orders— 
own Rock River water power. ; bigger volume of sales for you. ALUMINA— 
9—-“Best by Weather Test”—a fact. fe RUST-PROOF ALUMI-NAMEL (same as AluminA 
10-—SUN-RED SELVAGE insures re ? except Snished with special clastic black ename))— 
=n AN weeds V SRN es . , si ‘ NOXIDE BRONZE (90% pure copper)—SUN RED 
peat orders from every housewife ‘ SELVAGE Black, the best black painted cloth 
made and the only one with a distinctive trademark 
—aeSUN- RED SELVAGE> selvage 
Ne . ‘ SEND FOR SAMPLES 


Rey nolds Wi ire Co. 


I 


135 aad Set: ne Ill. 
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